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| IDEAL SAD IRON MFG. CO. 








$2.00 Per Year. 










































































IDEAL SELF HEATING SAD IRON 


mon away with hot kitchens and laundries. Can be regulated to give 
any amount of heat. Easy and cheap to operate and absolutely safe, 
reliable and speedy. 


A child can operate the IDEAL SELF HEATING SAD IRON with as much ease and safety 
as an adult. 


WILL LAST FOR YEARS 


The IDEAL SELF HEATING SAD IRON is made from the highest grade material obtain- 
able. It is hand polished and copper and nickel plated. The burner and generator are manu- 
factured under the supervision of competent men who have had twenty years experience 
in such work. The generation takes place very quickly and the iron can be heated in 
five minutes. 


Write for descriptive circular. It will convince you that 


IDEAL SELF HEATING SAD IRONS are worth a trial. 


Cleveland 








Ceveland 

















ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS. PAGES G5 and 69 
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The fire itself comes in direct contact with the 
lower part of the tubes—their face comes in direct 
contact with the burning coal and hot gases—the 
sides and backs are reached by the indirect fire 
travel. 

Every part of the surface in the zig-zags isa 
heating surface. The fresh air from 
the outside comes up inside the tubes 
and is zig-zagged back and forth, not 
only heating the air with great rapid- 
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Kelsey repair ae for the 
Northwestern trade will be 
shipped bv Geier & Peppler 
Co., 2767 Lincoln Avenue, 
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ABSOLUT ELY 
the cleanest furnace 
on the market. 





We have a new 
pro position 
for live 
progressive 
dealers 











We can prove this of the 


“Front Rank” 


ALL-STEEL WARM AIR 
FURNACE 


It is made of heavy armor plate and 
there is no case on record where a “FRONT 
RANK” has worn out. Has only one seam 
and is riveted closely like a boiler. Abso- 
lutely gas and air tight 


AN ARMY 


of 14,000 satisfied users in St. Louis alone 





is endorsement enough. 


Send for our new Catalogue 


Haynes-Langenberg Mfg. Go. 


4045-57 FOREST PARK BLVD. 
ST. LOUIS, MO. 















” THe Kevse 


New York 
WARM AIR =. 103. Y ce Ave. 


Syracuse, N. Y., 301 James Street 
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“HOW THE ZIG-ZAGS ZIG-ZAGS 
TAKE THE “CUSS” OUT OF THE COAL BILL 


ity but giving it a force or velocity that carries 
it to rooms impossible to reach with any kind of 
hot air furnace made. 

THE KELSEY is a WARM AIR GENER- 
ATOR—not a furnace. 

It will do more on less coal, than any furnace, 
steam or water boiler. 

Send for Special Dealer 
Proposition. 


POSITIVE CAP 
ATTACH MENT, 








DEALERS IN ALL 
PRINCIPAL CITIES 
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Ne ew Process Gasoline and Oil Slaves 


ABILITY 











to produce results 


QUICKLY, 
EFFECTIVELY, 
ECONOMICALLY. 


That’s your aim. 





It's what your 
customers de- 
mand. 





No. 11=-E—New Process Evaporating Stove 


fS> hm | ~ 
(E> —— é# > 


It’s what we offer. Write today and let us go into detail. 


“NEW PROCESS” 
STOVES 


carry features that 
are sound, practi- 
cal, CONVINCING 
arguments, facts 
and truths that 
must appeal to the 
discreet buyer. 




















Send for Catalogue and Prices No. 84=-E—New Process Wick Blue Flame Stove 


NEW PROCESS STOVE CO. 


DIV. OF AMERICAN STOVE CO. 


443% Perkins Ave. Cleveland 
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“QUICK MEAL” 
Wick Blue Flame 
Oil Stoves 


Our 1914 Cabinet Oil Stove is a 
Model of Beauty and Conveni- 
ence. It has the Automatic 
Chimney Lifting Device, Blue 
Porcelain Enameled Burner 
Drums, Glass Fount, Glass Door and Large Oven. 

The Burners are Strong, Powerful and Easy Regulated. 





SAMPLES NOW READY FOR 
IMMEDIATE SHIPMENT 


RINGEN STOVE CO. ssi 








Ae ssn rg 


—— —_—_—_ 825 Chouteau Ave. 
SAN FRANCISCO, CAL. | 


wie. | $i, LOUISMO. ... “eur 


NEW CATALOGUE 


























VAN’S 


Patent Improved, Wrought Steel, Portable 


RANGE 


For Hotels, Restaurants, Public 
- Institutions, Boarding Houses and 
Private Families. 


All kinds of Hotel Implements for 
culinary purposes. 





We manufacture a complete line of 
Ranges, all sizes, and for every 
purpose. 


Write for catalog and full particu- 
lars in regard to our new selling 
plan. 


THE JOHN VAN RANGE CO., rititcciirceivey Cincinnati, Ohio 
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~ §OLID FACT STATEMENTS | | 


OF MERIT 


QUALITY RA NGES \ 


Because every statement we make 
is backed up by solid facts. 





























All material used in the construc- 
tion of QUALITY? ranges is the 
very best obtainable. Every piece 
is thoroughly tested and put to- 
gether by skilled workmen. 


z STOVES AND RANGES 
Guatity SURE TO PLEASE 
You are a good judge of quality so 


write to-day for catalog. It describes 
our full line of ranges and stoves. 


QUART Y STOVE anD RANGE COMPANY 


Seoueoawviteae. ILLINOIS 











ONE RANGE 


Does the Work of Two 


The CHAMPION 


Interchangeable 
For GAS or COAL 


a Takes Only 42 Inches Space. Change to Either Fuel 


IN 3 SECONDS 
Greatest Seller on the Market 


It will please you. 

It will delight your trade. 

It will give you a good profit. 

It will save one-third the gas. 

It will warm the kitchen in the winter and 
take the heat out in the summer. 

It will build for you the most satisfactory 

Stove Business you ever had. Write for catalog. 


THE CHAMPION STOVE CO. 
Cevlond 


AMERICAN ARTISAN Advertising Manual 


The most complete and most valuable treatise ever published on the subject of advertising as it is 
applicable to the retail merchants. NO DEALER CAN AFFORD TO BE WITHOUT IT. 


Price $3.50 Per Copy. For Sale by Your Bookseller or by 


DANIEL STERN, Publisher, 910 Michigan Boulevard, CHICAGO, ILL, 
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C OMPLETE SATISFACTION 


goes with all 

When buying a furnace, the cost of operation, the 
amount of heat distributed and the durability of the 
furnace are the most important questions in the mind 
of the prospective purchaser. BEAVER WARM AIR 
FURNACES are the ones to tell him about. They , 
will coincide with his impression of an ideal warm air 4 sz 
furnace. It costs less to heat fa building with a 4 

BEAVER WARM AIR FURNACE than with any 
other furnace, and the heat is evenly distributed. The 
Steel Dome and Radiator of this furnace is practically indestructible. The Castings are 
extra heavy and of the best material obtainable. The sectional firepot will outwear any 


other made. The BEAVER Triplex, Revolving Bar Grate easily and thoroughly removes 
all ashes and clinkers from bottom of firepot. ~ 





With all of these features, and many more, you cannot fail to make a success of your 
furnace business if you handle BEAVER WARM AIR FURNACES. Our descriptive 
catalog of them will be sent for the asking. Write for it today. 


THE DANVILLE STOVE & MFG. CO. 


DANVILLE, PENNSYLVANIA 
W. D. SAGER, 330-340 North Water Street, CHICAGO; ILLINOIS 


LOS ANGELES, CAL. PITTSBURGH, PA. SAN FRANCISCO, CAL. 
Union Hardware & Metal Co. R. E. Edmunds, 104 Wood Sti Mangrum & Otter Co., Inc., 561-563 Mission St 


WI SE DEALERS SELL 
FURNACES 

Because WISE WARM AIR FURNACES give absolute satis- 
faction at all times. Furnaces that can and will be recommended by 


all who have used them. They are constructed with the greatest care, 
combining all of the latest features of furnace. construction. 





























MORE HEAT 
LESS FUEL 


WISE DEALERS all over the country are getting excel- 
lent results from handling WISE WARM AIR FURNACES. 
You can do the same. Write for complete catalog, describ- 
ing the WISE FURNACES. We have a good proposition to 
offer live dealers. It is worth investigation. 








WISE FURNACE CO. 


AKRON, OHIO 
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PATRIOTISM 


During this month—the coldest and wintriest 
of the year—we are celebrating the birth of two 
of America’s greatest patriots. Thousands of 
good Americans are also celebrating their. good 
fortune in having their homes properly heated 
with 


SQUARE POT FURNACES 


To know real comfort in the frigid month of 
February is to know the SQUARE POT FUR-= 
NACE. Why not give your customer all he 
is entitled to? He gives you his confidence when 
he gives you his job. By installing a SQUARE 





NAYS are 
ar any POT FURNACE you take-no chances of be- 
oMOves traying this confidence. 

WHY NOT INVESTIGATE? 
f your 
‘Iptive 





i 





Boynton’s Square Pot 
Crusader Furnace CHICAGO 


Made in eight sizes. NEW YORK JERSEY CITY 


senecoresegeercssesen 
A SINGLE SHEET OF STEEL 


THE 


HOME COMFORT 


STEEL—WARM AIR FURNACE 


10000000000000000000 
§qa000g000000000000 








Has a Scientifically designed and Carefully 
constructed Dome, or combustion chamber, made 
from a Single Sheet of High-Grade No. 8 
gauge open hearth. steel plate. 





The Dome thus formed from a 


SINGLE PLATE 


is made into a cylinder. This cylinder Has Only One 
Seam, about 15 inches long, and is Boiler Riveted. 
Practically welded. It is placed Directly Over the fire 
door. In this location it is subjected to the least heat and 
has the most gradual changes of temperature. 


The Head or top piece closing the upper end of the cylinder 
is a Solid Disc of No. 6 Gauge Quarter-Inch Steel Plate 
pressed into convex form, flanged and then closely riveted. 
Practically Welded to the Dome. 


Any Kind of Fuel 


HARD or SOFT COAL, 
COKE, WOOD or GAS 


Can be Used Satisfactorily 
Send For Our Latest Catalog 


WROUGHT IRON RANGE COMPANY 


‘5661 Natural Bridge Ave., ST. LOUIS, MO. 
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THE ENLARGED HERO 


“500 SERIES’? FURNACE 











Embodies all latest improvements, including 
the offset in feed section for water coil and 
full ornamental front. 


The ‘‘500 Series’ is fitted with large casing area 
to meet the ideas and requirements of the trade in 
certain localities. 

The illustration shows the soft coal cast radiator 
without division plates. When hard coal is to be used, 
radiator is equipped with plates. 


This is a STRONG, DURABLE furnace that is 


MADE FOR HARD WORK 


We furnish Two-Piece Fire Pots with this furnace. 





The Dome is practically indestructible and Our independent grate bars are a distinct 
made high enough to provide ample room for free feature of the HERO. They have neither Cog- 
combustion. Wheels nor Bolts. 


SEND FOR CATALOG TO-DAY 


CHARLES SMITH COMPANY 


57 West Lake St. Chicago, Illinois 











TRADE MARK 


Our 1914 Sample Proposition gives you an 
opportunity to become the leading furnace 
man of your town. 


Write for information. 


THE T. E. HENRY FURNACE CO. 


MAKERS OF 


@ Moncrieg @ 


FURNACES 


Cleveland Cleveland 





CUT THIS OUT 








AMERICAN ARTISAN AND HARDWARE RECORD 
Daniel Stern, Publisher and Proprietor. 910 Michigan Boulevard, CHICAGO 


Please send uu AMERICAN ARTISAN each week for three months. At 
the end of that time we will remit Two Dollars for one year’s subscription, or 50 cents 
in case we decide to discontinue. 


Bame Address. Town State 
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‘| GILT EDGE Furnace Hints No. 5 | 








»,, 
; 


( 


CL EN [ASS 











GILT EDGE RADIUM, Steel Plate, 
Return Flue, Warm Air Furnace 


A gas-tight furnace that will burn either hard coal or block 
wood. Constructed of the best material and by competent 

















, 
/ workmen, the GILT EDGE RADIUM WARM AIR 
\& FURNACE is one of the most durable furnaces on the market. 
CS The economy in operation is another feature of this furnace. 
<3 a It utilizes every particle of smoke and gas: 
a ee. The GIET EDGE LINE of WARM AIR FURNACES is the 
y E fastest selling line made. It takes very little effort to sell them. 
ry. They have so many convincing features not included in the con- 
i. struction of other furnaces. When handling them you are not 
ve only selling a line of furnaces with a good profit, but a line of 
quality. Write for our latest catalog, fully describing the 
GILT EDGE LINE of WARM AIR FURNACES. 
e * 
R. J. Schwab & Sons Co. Milwaukee, Wis. 
ace. — — 
‘inct By the Construction of the 
~0g- 
we have filled a long felt want for a fire pot, giving ample circu- 
lation and oxygen supply to the burning fuel. Notice the arrows 
indicating the direction of the air travel. An inch of space be- 
tween the furnace and grate ring, and the side slots, which are 
ten inches long, insure a perfect supply of air through, above 
= and around the fire, consuming all gases rising to the top of the 
combustion chamber and preventing explosions from gases cir- 
culating above the fire. 

The cast iron slots are open in the bottom for the air sup- 
ply and in front from the grate to the top row of fire bricks for 
the discharge of air through and above the fire. Slots never 
fill with ashes. Need no cleaning. 

:] Send for new catalog on this valuable 


improvement in furnace construction. 











' AMERICAN FURNACE CO. 


[> = 2725-27-29-31 Morgan St. ST. LOUIS, MO. 


FLORAL CITY FURNACES 


HAVE BEEN CROWNED 


“KING” 


OF ALL 
THIS IS OUR “KING”? FURNACE Ke 


An economical warm air furnace of the well-known down-draft type 
that will burn practically any kind of fuel equally well. 


Large Radiating Surface. Large Fire Doors. 


NOTE the offset at the side of fire door to receive water coil. 
This does away with the necessity of drilling the body. 


Send Today for Catalog 


THE MONROE FOUNDRY & FURNACE COMPANY 


Monroe, Michigan 
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THE ROBINSON 


Tubular Warm Air Furnace 























A Warm Air Furnace with a large radiator that 
will produce a large amount of heat from a small 
amount of fuel. Burns hard coal and wood. Does 
not waste fuel. 


The Celebrated Eclipse Grates are used in this 
style of furnace. The fire is kept clean and ashes will 
not accumulate in center of grate. Live fuel will not 
fall through. 

There are many other reasons why Robinson Dealers are 
making a success of their furnace business. Write for our latest 
catalog of the ROBINSON LINE of WARM AIR FURNACES. 
They are all live sellers. 


ROBINSON FURNACE CO. 


New Address: 205-207 W. Lake St., Chicago, Ill. 









A look into the 
XXth Century Furnace 


It radiates one-third more heat. 

It uses one-third less fuel. 

It consumes its own gas and soot. 

It is practically indestructible—few repairs. 

It has a convoluted radiator, which intensifies the heat. 


Furnace 


is one that burns all 
kinds of fuel, even 
to cheap grades of 
soft coal and slack, 
with such a perfect 
combustion as to 
give the most heat, 
like 


The 
XXth 
Century 
Furnace 


Write for 
Catalog A. 


XXth Century Heating & Ventilating Co. 


General Office and Factory at AKRON, OHIO 























“MAGNET” WARM AIR Steel Furnace 


We Invite Your Investigation of 


A Furnace That Will Mean Big Business to You 














We Have Convinced Many Dealers: and We Can Convince YOU 


Write for our Catalog and Terms 


W. U. KOONS 


219-225 W. Van Buren St. Manufacturer DANVILLE, ILL. 


















- SCHEIBLE 
FURNACES 


The kind you can 
recommend to your 
friends witha 
certainty that 
they will 

MAKE GOOD 
EVERY TIME 


THE SCHEIBLE-MONCRIEF 
HEATER CO. 


1444 W. Ninth St. Cleveland 











Stove Bolts, Rods 
and Rivets 
Bolts of QUALITY 


Send us your specifications and try our service 


The Kirk-Latty Mig. Co. Gubd 






































AMERICAN ARTISAN AND HARDWARE RECORD 





FURNACE CASING RINGS 


MADE OF STEEL 


are manufactured for less money—are much neater in appearance—and are 
much lighter and stronger than the cumbersome and costly cast iron rings. 





Use Them—They Will Save You Money 


They are made to conform to individual 
requirements in every respect. 











Made to Your Measurements 









With Lugs—For Double Casings Full Circles—For Ordinary Use 


Without Lugs—F or Single Casings Partial Circles—For Full Cast Fronts 





WRITE FOR PRICES 


The Walworth Run-Foundry Company 


West 27th St., Filmore and Talcott Aves. and N. Y. C. & St. L. R. R. 


Cleveland 


Largest Gray lron Foundries Estimates Furnished for Castings Manufacturers of Semi-Steel Registers 


“SAFETY FIRST” 


One of the most important obstacles to contend with when installing furnace 
pipe is the possibilities of the pipe becoming overheated. Especially is this true in old 
buildings, .constructed of wood. To overcome this possibility, a 
furnace pipe that will not get hot is needed. 


MICHIGAN SAFETY 
FURNACE PIPE 


Is double, leaving an air space between 
the outer and inner pipes. This allows the 
free circulation of cool, fresh air constantly. 
This air duct between the pipes serves to 
keep the outer pipe from becoming over- 
heated and also to keep the warm air, passing 
through the pipe, from becoming chilled. 

ALL MICHIGAN SAFETY FURNACE PIPE 


MADE WITH AUTOMATIC LOCKING DE- 
VICE. SAVES 50% OF THE TIME AND LABOR SPENT ON A JOB. 

















It will pay you to investigate. Write for our latest catalog today. 


Michigan Safety Furnace Pipe Company 


Corner Brooklyn and Abbott Streets DETROIT, MICHIGAN 
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‘HANDY’ 


FURNACE PIPE 


and FITTINGS 


After extensive tests by the Underwriters’ Labora- 
tories, DOUBLE FURNACE PIPE and FITTINGS 
have been pronounced to be the safest and most 
efficient pipe that can be used for conveying warm 
air from furnaces. They are made to prevent fire 
from overheating wall pipes. The large ventilating 
space between the inside and outside pipes, through 
which a current of air is constantly passing, keeps 
the heat in and also keeps the outside pipe from 
becoming heated. 


SAVES TIME AND LABOR 


The connecting slip, which is a distinctive feature 
in all HANDY FURNACE PIPE and FITTINGS, 
is 1 3/8" long and so arranged that it will fit to- 
gether without any effort on the part of the installer. 
And this extra feature does not cost any more than 
if common pipe was used. Our price is lower than 
that of others, thereby you save both on the 
original cost and on the labor. 


It will pay you to investigate the HANDY 
FURNACE PIPE and FITTINGS. If we 
don’t make what you want in our regular stock, 
send us plans or specifications, and we will 
make any special pipes for you. 


Send for our catalog No. 33. 


F MEYER & BRO.CO. 


MANUFACTURERS 


1313 S. Adams St. PEORIA, ILLINOIS 
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A Cosey Corner Seat 


COLD AIR FACES 


In ‘all styles, shapes and sizes. Made of any wood. 4 Proper 
ventilation is a necessity. Wooden ventilators, that will match 
the finish of a room, will add to its attractiveness. Why not make 
your work as neat as possible when the cost is about the same? 








\\'rite for our illustrated booklet, telling you how low in price and 
high in quality our Wooden Ventilators and Register Faces are. 


THE WOODEN VENTILATOR CO. 


East Palestine, Ohio 























THOSE WHO USE 


SYMONDS REGISTERS 


stand by them year after year. 


Why? Let us tell you. send for our catalogue. 
Symonds Register Co., 1102-04 Madison St., St. Louis, Mo. 














tHE PEERLESS 
FURNACE 
BONNET 






Tor is | 
which per. 
mits use of 
Casing collars 
cut with a 
straight edge, 


AIR is properly warmed since pipes are bunched in 
center. 


STRONG—DU RABLE—EFFICIENT 
Ask Your Jobber 


Send for particulars. 
THE WILBUR S. STEELE COMPANY 
| HARTFORD, CONN. a 























Put that Advertisement in AMERICAN 
ARTISAN if You Want Results 





A SHINE | 

















Stove Polish | 
Metal Polish 


Iron Enamel 


Our products do not dry out, rust through 
cans, or freeze in any climate. They are good 
until used. Our name guarantees quality and 
dealers handling BLACK SILK products are 


assured of a ready sale for them. 














| 
Buy through your jobber | 
BLACK SILK STOVE POLISH WORKS, Sterling, Illinois 

























CUT DOWN THE COST 


of erecting furnaces by using the IDEAL steel clincher 
damper clip. It is the strongest and best made clip 
on the market. 

We have scores of other furnace and stove trim- 
mings, also hardware specialties that will tone up 
your business. 

Check below the items you are interested in, sign 
and send the coupon to us. We'll show you some 
exceptionally nice goods. 














Stover Mig. Co., Freeport, Ill. 
719 East Street 


We are interested in the following goods: 
_—Damper Clips Fireplace Fixtures 












_Dampers _Waffle Irons 
_Registers Lemon Squeezers 
Pokers Ice Shaves and Picks 
Lifters _Door Knockers 
Scrapers Screen Door Hinges 
Furnace Pulleys Saw Vises 

Awning " Chest Handles 







Door Latches Harness Hooks 


_Ideal and Stover Feed Mills 
Samson Wind Mills 
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Buy Your Magazines Now and Save Mone 








AMERICAN ARTISAN AND HARDWARE RECORD has completed 
arrangements with the publishers of the leading magazines in all languages 
whereby we can put within your reach the best magazines at greatly reduced 


prices. 


No club order accepted for less than three magazines and AMERICAN 
ARTISAN AND HARDWARE RECORD must be one of them. 


Magazines may be sent to different addresses and may be renewals. 

















DELTA FILE WORKS, PHILADELPHIA, PA. 
CHICAGO OFFICE, 108 W. Lake S. | NEW YORK OFFICE, 35 Wooster S& 











100s 12PER Ane cs ae mere 
maaesee 


A Few of The Leaders Are Mentioned Below: 








WOMAN'S HOME 














If your favorites are not included, write for club offers—we can furnish 


any magazine in any language. 


Class Number. 


3S AMERICAN -ARZIGAN wosec5e-s cs0ssb0rcnden 
ze Wtmerican Magasine ©. 59500 e os i ew 
2o) SOOO 35. os once oehs ce tia eee 
25° Everybody's Mage@ine © oi iin ck kc ESS 
ir PONE nos Siete wes esas Be Behn oka ks oe Sa 
Ae: ReaD COVER 555d chad wc cra Ws oo oh ek es as 
on epee  Baeeee | ooo os oes 5 5s cede ee ae 
Be ewiew Of Reviews: . scccdioass 650045 t00 33 ekees 
Eo RO NONI | 55 5a oS ip nko os edd ne 
JE cae age SANS: 9S a eS Ord SP 
is wend pe bn deca adwensn ie dt kere 
2S Protcemy Mawwwine 45. oso. 5 cicn ed ceiduevens 
ly Agsérsican’ Poultty Jourmal 2.55 oo s Ga geshik 
a. Green BOok Magenime ond o526. 5s ccs coe ee 
Sor ee © Or OE nas oe abe os en a 


Regular Price. 


Class Number. 


23 
25 
23 
70 
55 
23 
13 
12 

8 
17 

8 
12 
25 
17 





Regular Price 


MARC ite's. Maggie -i sein wiscivieabvcrren $1.50 
Woman’s Home Companion .................+0- 1.50 
Modern Electrics & Mechanics ................. 1.50 
ee WOOGREP os... £55 sncatonlaiens cbs sabe 5.00 
Genes: Amseticnn: ..'. .osireseet Peoeek ees se 3.00 
ei ree te O icaenne Pe) Reon 1.50 
ere re foie Fe aby 1.00 
Whamebn'a. Magbaime qo. vas oss nadine hikes cardia 75 
Peppie's: Home Fourkel «5s te oe occ ks -50 
Peetican: Boy» igs ste beer ded Foss a Siw Paes 1.00 
Farm & Fireside ............ Sl ph Geo pees ese sy 50 
Home: Needlewatit - cos kccas Ge iacewwl ban ckcpaaee 95 
Motion Picture Story Magazine ................ 1,50 
Merar Prisca 550554 2s ii been een tk ee ss Geaues 1.00 


How To Get The Cost of Your Combination: 


Choose the three or more magazines you wish and simply add the class numbers before 


the name of the magazines and multiply by 5. 


Example—AMERICAN ARTISAN AND HARDWARE RECORD, Class 35; Review 
of Reviews, Class 35; American Magazine, Class 23. Total makes 93. _Multiply by 5 and 
the price to you for this combination is $4.65. 


showing you the money saved. 


Notice the regular prices are also given, 
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Munsell’s Mica: “> 


THE STANDARD FOR HIGH GRADE STOVE 


642 S. Dearhorn Sa. 


AND LEADING JOBBER® 
EVERYWHERE 








‘ALAMO 





” Furnaces and Hot Water 


CHARLES SMITH, 24 West Lake Street, Chicago, [Ilinois 


Specialties for Combination Heating 











YALEs 


Russia —_ pat. 


STOVE PIPE 


It is made of a very high 

ade of uniform color 
Biue Polished Steel and 
iscoated toprevent rust- 
ing. Madein all sizes. 
Packed twenty-five and 
fifty jointstocrate,_ For 
sale by the JobbingHard- 
ware Trade throughout 
the United States. 


Mid. by HEMP & CO. 






ST. LOUIS, MO. 
In the event of your 
jobber does nothandle _ — 
this pipe send your inquiries to us. 


~ STOVE REPAIRS 


Range and Furnace Repairs 
A. G. BRAUER SUPPLY CO. 





| 316-318 N. Third St. ST. LOUIS, MO. 











PATTERNS 


FOR STOVES AND HEATERS 
First-Class in Wood and Iron 


VEDDER PATTERN WORKS 
Established 1835 TROY, N. Y. 








PATTERNS 


For Stoves and Heaters 
The Cleveland Castings Pattern Co. 


Cevelond 


THE GEO. W. COPE 
STOVE PATTERN 
WORKS Sosvsnince’S? 


DETROIT, MICHIGAN 








WELLER PATTERN C9 


DESIGNS and ESTIMATES FURNISHED 
FOR ALL KINDS OF STOVE PATTERNS 


QUINCY, ILL. 








LINC Y Pattern(o 


IRON& WOOD 


STOVE PATTERNS 


The COOPER OVEN 
THERMOMETER 


is a SIGN OF QUALITY in a range. 
It is necessary to the quality of any 


range. 
Your range is not complete until you get it. It adds 
selling value because of its reputation for accuracy 
and reliability, Can be used on any style of range. 


The Cooper Oven Thermometer has led the way 


for 20 yéars and still leads. 


Get our catalog and prices 


The Cooper Oven Thermometer Co. 
PEQUABUCK, CONN. 





(One-half actual size.) 


PEERLESS ENAMEL 


Gloss Black Aluminum 


For STOVE PIPES AND ALL For RADIATORS, PIPES, 
SHEET IRON WORK ETC. 


Handled By All Leading Jobbers 


SAMPLES FREE ON REQUEST 


NICKEL PLATE STOVE POLISH CO., Mfrs., CHICAGO 














THE CHAMPION COMBINATION HOT WATER BOILER 


One or more sections can be used together according to the amount of radiation to be used. The fire passing 
through spaces between rings in each section and over their large surfaces permits the direct action of the fire 
to come in contact with each section, making a powerful and effective heater. CHAMPION BOILERS are 
tested 100 pounds hydraulic pressure before leaving the factory and are guaranteed not to leak. Will increase 


every dealer's business who handles them. Prices, measurements, etc., upon application to 


(Nt ANN 





RETURN 


* FRANK D. STOLZ CO., Manufacturers 
1210 Webster Ave. Chicago, lil. 
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THE WEIR 


ALL STEEL, GAS AND SOOT-CONSUMING, 
WARM AIR FURNACE IS Pt 


Not An Ordinary Furnace 


IT IS REALLY 


A DOUBLE FURNACE ; 


Combustion takes place in the first or Main Drum, which possesses a Large 
Heating Surface. This Drum is made of one sheet of Boiler Plate. The 
heavy dished head is inserted into this drum and riveted with heavy rivets, | t 
then thoroughly calked until absolutely Water and Gas-Tight. , 














i <= I 


Feed Tube, Ash Tube and Smoke Collar are all of best quality Grey Iron t 
Castings, thoroughly riveted in place. 


I 
THE WEIR | 
t 


HAS NO JOINTS 


It is made practically of one sheet of Mild Low Carbon Boiler Plate. 
Absolutely Impervious to Gases at all temperatures. : 


Casings are made 0! 
Double heavy §gal- 
vanized iron. The 
Double Feature is 
important, as the air 
space between the in- 
ner and outer casing 
prevents radiation of 
heat into the cellar. 


Fire Pot is built on 







perpendicular lines 





and Corrugated. This 







allows a large Grate 



















Surface. 











Grates operate in 












such a manner as to 












The WEIR is _ best 
adapted to burn any 
kind of soft coal, but 
coke and hard coal 
give excellent  satis- 
faction. 


free themselves from 
clinkers and Clear the 
fire from ashes With- 
out Loss of Fuel. 


We Call particular attention to our double Casing Ring. A feature found in no other furnace. 
It serves a double purpose. Acts as draw band and makes the casing absolutely Gas-Tight. 







WRITE AT ONCE FOR CATALOG 


THE MEYER FURNACE CO. 


PEORIA, ILLINOIS 
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[ue POSITION taken by a large number of manu- 
facturers, that they have the rightto fix the price at 
which their product shall be sold, is up- 

Uniform held in a decision recently rendered by 

_— the Supreme Court of the state of Wash- 

Upheld. | nhs 

ington. In this decision the court holds 
that “In the absence of a monopoly, either actual or 
potential, a contract fixing retail prices to the con- 
sumer cannot have an effect appreciably inimical to 
the public interest because it cannot fix prices at an 
unreasonable high figure without defeating its own 
purpose by either signally failing to maintain the 
fixed price or putting the individual manufacturer out 
of business. In either case it fails to restrict compe- 
tition.” 

The case in question is an action brought against 
a Seattle retailer by the Fisher Flouring Mills Com- 
pany, based on the retailer’s action in cutting the price 
on a product contrary to agreement. The milling 
company brought suit and was defeated in the lower 
court. In the decision of the Supreme Court of Wash- 
ington recently handed down by an eight to one vote, 
findings of the lower court are reversed and the 
Fisher Company is granted an injunction and dam- 
ages, 

The decision is regarded as an important step to- 
ward the recognition of the one-price-to-all principle 
as a distinct benefit to the consumer rather than as 
having a monopolistic tendency. This ruling takes 
into account genuine competition as distinguished 
from the nihilistic state of retail trading, which has 
in the past enabled unscrupulous retailers to use wide- 
ly know products at below standard prices as bait to 
draw custom to unbranded merchandise of doubtful 
value. Recent decisions of the United States Su- 
preme Court while forbidding the manufacturers of 
patent and copyrighted goods to fix the retail price, 
have been based upon the assumption that the pro- 
ducers involved in the particular actions were actual 
or virtual monopolists and these decisions have 
stopped short of the point as to whether it is legal 
nder any circumstances for the maker to fix the 
price at which consumers may buy the goods. In 
declaring such action legal provided there is no evi- 
(dence of monopoly and that the goods are placed on 
their merits in the competitive field, the Washington 
Supreme Court has recognized changed business con- 
ditions and their effect on the consuming public. 


On the subject of unfair competition the decision 
says: “The true competition is between rival articles, 


4 competition in excellence, which can never be main- 
tained if, through the perfidy of the retailer who cuts 


prices for his own ulterior purposes, the manufac- 
turer is forced to compete in prices with goods of 
his own production, while the retailer recoups his 
losses on the cut price by the sale of other articles, at 
or above, their reasonable price. It is a fallacy to as- 
sume that the price cutter pockets the loss. The pub- 
lic makes it up on other purchases. The manufac- 
turer alone is injured, except as the public is also 
injured through the manufacturer’s inability, in the 
face of cut prices, to maintain the excellence of his 
product. Fixing the price on all brands of high- 
grade flour is a very different thing from fixing the 
price on one brand of high-grade flour. The one 
means destruction of all competition and of all 
centive to increased excellence. The other means 
heightened competition and intensified incentive to 
increased excellence. It will not do to say that the 
manufacturer has no interests to protect by contract 
in the goods after he has sold them. They are person- 
ally identified and morally guaranteed by his mark 
and his advertisement.” 

The decision is a singularly able one and shows an 
understanding of business conditions that has not al- 
ways been in evidence in the decisions of even our 
highest tribunals. 








For the purpose of equalizing seasons and keeping 
their plants in operation all the year around, a number 
of manufacturers in different lines have 


Foreign Trade found it advisable to invade foreign 
To Equalize 


countries with their products. Those 
Seasons. 


who have already established trade con- 
nections outside the confines of the United States find 
it possible to keep their plants running during periods 
of slight depression and in off seasons when other 
manufacturers not so fortunately situated are com- 
pelled to decrease their forces or suspend operations 
entirely. ; 
The International Harvester Company has built up 
a foreign business aggregating $50,000,000 a year and 
as a consequence is able to keep its plants running 
twelve months of the year. The Pullman Company is 
another large corporation that has found it profitable 
to seek foreign trade. Recently the company has been 
shipping sleeping cars “knocked down’ in sections. 
which are to be set up and operated over the Russian 
railroads in Siberia and Manchuria. These, of course, 
are conspicuous examples, but that there is an oppor- 
tunity for all lines of American manufactures in for- 
eign countries is shown by the success that has accrued 
to smaller concerns which have made an intelligent 
effort to secure export business. For instance, an 
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American hat manufacturer has built up a flourishing 
trade in South America by employing Spanish-speak- 
ing salesmen. Primarily his object was to provide 
work for his plant in the dull season, but his South 
American trade is now one of the most important 
branches of his business. 

In an address to the recent annual foreign trade din- 
ner of the Chicago Association of Commerce, William 
J. Caihoun, formerly United States Minister to China, 
discussed the subject of foreign trade and pointed out 
the necessity of conforming to the requirements of the 
foreign buyer in the matter of shipments, etc. One 
of the things that has militated against the develop- 
ment of our export trade is the attitude of American 
manufacturers toward foreign buyers. Mr. Calhoun 
stated that American manufacturers must revise their 
shipping methods before they can hope to develop a 
large foreign business. He was, on the whole, optim- 
istic regarding the future for American goods in the 
world’s markets. He believes that as soon as Amer- 
ican manufacturers make an intelligent effort to go 
abroad and establish markets, the cargoes thus created 
will inevitably lead to the development of an American 
merchant marine. 








FEW PEOPLE appreciate the magnitude of the busi- 
ness transacted by the Government patent office at 
Washington. During 1912, the last year 
Need of a Newi,; which the report of the Commis- 
Patent Office . i GOES 
Building. “!0€T of |] atents is av ailable, more than 
70,000 applications for patents were 
filed and more than 37,000 patents were issued. In 
addition nearly 6,000 trade-marks and prints were 
issued. 

The patent office is one of the few departments of 
the Government that is operated at a profit. In 1912 
the net earnings were $96,000, bringing the grand total 
of surplus earned since 1837 up to $7,160,017.95. In 
spite of this fact, the patent office occupies the same 
building it did when the Government was examining 
only from 5,000 to 6,000 applications per annum and 
issuing from 4,000 to 5,000 patents. Needless to say, 
the quarters are inadequate for the enormously in- 
‘reased business. Indeed, conditions are so bad that 
an insistent demand has arisen for the erection of a 
new building in which the nation’s patent business can 
be transacted properly. 

Putting it mildly, the present patent office building 
has outlived its usefulness by many years. With the 
increase of business it has been necessary to resort to 
makeshifts that would disgrace the average sweatshop. 
The basement, and even the corridors of the building, 
are utilized for the transaction of business, and the 
largely increased force is crowded together at a sacri- 
fice of efficiency, safety and health. Examiners are 
compelled to labor in dimly lighted basement rooms 
that are damp and unwholesome, and it is hardly to be 
expected that they will do their best work under these 
conditions. Although the force is composed of intelli- 
gent, earnest men, who are striving hard to give the 
best possible service, it can readily be seen. that proper 
examination of applications for letters patent cannot 
be made. 

The manner in which the public and private records 


of the patent office are stored is another matter jo; 
serious consideration. At present these priceless, jn. 
valuable and absolutely irreplaceable records are pilec 
up in tiers and boxes and once a fire started in th 
patent office no power on earth could save them, Wher 
it is remembered that there are also recorded in the 
patent office deeds of assignments of all titles to in- 
ventions, which are of the greatest value in determin. 
ing the ownership of valuable patents, it will be under 
stood that the matter of a new patent office building j; 
one of vital importance to the business interests of the 
country. There is at present a bill before Congress 
providing for the erection of a new patent office build- 
ing. The estimated cost of the new structure is 
$5,000,000, or a little more than one-third the cost of 
a modern battleship. If the Government can afford 
to spend millions of dollars annually to insure our 
prestige abroad, it is reasonable to ask that a compara- 
tively small sum be spent to safeguard commercial in- 
terests as represented by our patent records. 








A LARGE industrial corporation located in Chicago 

this year repeats an appeal made to the “Chicago 
Spirit.” Its first attempt at defining the 

Co-operative Chicago spirit was made a year ago when 

Efficiency.. it was under attack by the Federal De 

partment of Justice and there was not 

apparent among its supposed friends and logical sup 
porters in its home city, the spirit of co-operatiot 
expected in the house of its friends. For the benefit 
of these lagging friends, the history of Chicago was 
reviewed and it was shown that the blotting out o/ 
personal rivalries or hatreds and the development o! 
“co-cperative efficiency,’ the habit of standing to 
gether and fighting for each other cultivated by the 
big men who made Chicago in its early days—these 
were the factors responsible for the progress of the 
middle west metropolis. 

The re-statement this year of what the Chicag 
spirit demands, is: 

“Be right, and stand together.” 

“All for One, One for All, and All for All.” 


The earnest swing of co-operation back of these 
sentiments is so good that we are of the opinion that 
they should not be limited strictly to Chicago. 

Other cities have broken the wilderness, set up their 
mills and factories, welcomed the railroads, and reared 
centers of industry and culture, have followed the 
fine morals found in these mottoes which are supposed 
to state the Chicago spirit. 

While the principles certainly apply correctly and in 
a distinguished way to the West’s biggest town, and 
while we join in the felicitous tribute to the city in 
which AMERICAN ARTISAN is published, we desire to 
say that there are about a half dozen, at least, and 
probably more, cities which embody “co-operative 
efficiency” as much as Chicago. The business men in 
these other cities rally round each other in every 
rightly conceived and rightly carried out project. 


They know the irresistible power of associated ef- 
fort, “team work.” They have found the idea of 
“All for one and one for all” to be a paying, working 
idea. 
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RANDOM NOTES AND~ SKETCHES 





BY SIDNEY ARNOLD 


‘Beware of the over-cheap,” said W. T. Gormley, 
while lunching at the Hardware Club of Chicago, re- 
cently. : 

“The over-cheap too often has a catch in it—like the 
Evanston case. 

“A man went through Evanston selling cloth for 
men's suits. It was fine cloth, and yet the price was 
only 25 cents a yard—the making of a complete suit 
for $1.25. Only one suit was sold to each customer, 
and the vendor said a traveling tailor would come 
along the next week to make up the suits at equally 
low rates. 

“The tailor duly came along, and, marvel! of 
marvels, his charge was only 50 cents. The suit, com- 
plete, a stylish suit of good cloth, for $1.75. 

“The tailor took away with him, to make up, all the 
cloth that his forerunner had sold in Evanston—and 
the next week this same cloth was sold over again in 
Wilmette or Highland Park. At any rate, the Evan- 
stonians saw no more of it.” 

0" « 

Dr. Russel Conwell of The Temple, Philadelphia, in 
his lecture “Acres of Diamonds” tells an Oriental 
legend of a man who was restless and discontented 
about the opportunities near his own home. And 
he traveled the wide world over hunting opportunities 
which he never found, only in the end to come back 
home and dig around in the little acre of ground that 
he had. And the legend runs that he found diamonds, 
an acre of diamonds. 

With this as a beginning, Dr. Conwell vividly de- 
scribes how many people go through life looking for 
the great things to do—the momentous deed, the grand 
ichievement, the heroic, the splendid, and all those 
things so earnestly told about at high school com- 
mencements. “Beyond the Alps lies Italy,” declares 
the valedictorian. But the point Dr. Conwell makes 
is that too many people are looking for something 
the other side of the Alps. They go on looking to 
the end of their days, all the while stumbling over 
the most wonderful opportunities, acres upon acres 
of diamonds. 

A less poetical if more homely. ‘acres of diamonds” 
picture may be extracted from our boyhood days, if 
you happened to live your boyhood days in the coun- 
try, says Edwin L. Barker, author of “The Story of 
Bread.” His story of who got the most berries, and 
how, and his philosophy going with it are worth noting 
here: 

“You are a boy again. It is morning—just about 
daybreak. Outside your window another boy whistles. 
Out of bed you jump, and into your clothes quickly 
—old clothes, mind you—clothes for the briars to play 
with. Away you go to the blackberry patch—wild, 
and tangled, and free—there to pick the big, fat ber- 
ries while the dew is fresh upon them. The woods 
is full of boys—that’s the fun of it. 

“He who skipped blackberry time in the country 
missed one of the joys of boyhood. 

“But, as you glance back, do you remember how 
some boys were all the time running about, here and 
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there, looking for a better place—bushes with more 
berries and larger? Do you remember? And do you 
also remember how other boys started in every day 
at the same place, took the same route morning afte 
morning, and came out at the same point? And you 
may remember that the boy who went steadily along, 
picking all the berries in sight, went home with a 
pail full, while the boy who rushed about looking for 
the great place, blamed his luck, and wondered why 
his pail was only half full. 

“Truly, there are acres of diamonds—even in a 
berry patch. 

“Men whom perspective has labeled great, lived and 
worked, and passed on. They picked many diamonds 
and strung them for us to gaze and wonder at. And 
they stumbled over other diamonds, just as large, and 
just as valuable. 

“Sometimes we are so clese to a thing that we do 
not see it, and again sometimes we hear a thing so 
often that we do not hear it at all.” 

a 


We are all more or less familiar with wireless 
telegraphy. Its value has been demonstrated several 
times in preventing disasters at sea and calling aid to 
stricken vessels in time to prevent appalling loss of 
life. As a matter of fact, this wonderful discovery 
was so quickly perfected and put into practical opera- 
tion that many of us have failed to realize its won- 
derful possibilities. We have accepted it much as a 
matter of course and have not even taken the trouble 
to understand its workings. 

That wireless telegraphy has possibilities not yet 
generally appreciated was demonstrated by a lecture 
given before the Royal Society of Arts in London 
not long ago. In the course of the evening several 
demonstrations were given by the lecturer. By means 
of a wonderful magnifying device, only one or two 
of which instruments have yet been made, the whole 
audience were able to hear “wireless” messages re- 
ceived from the Eiffel Tower and other places. A 
secret message was written down by a school girl 
present, and this was telephoned to a transmitting 
station about two miles away. Shortly afterwards 
the message was received by “wireless” and read to 
the audience. By another demonstration the lecturer 
made the bell ring at a considerable distance by rubbing 
a brass rod on his hair and discharging it to his 
watch chain and spectacles. A toy cannon was also 
fired by waves sent from the vestibule. After charging 
himself with “hundreds of thousands of volts,’ the 
lecturer in the darkened room made himself appear 
a spectral figure by causing electrical discharges to 
pass from his fingers and nose, finally pacifying his 
audience by appearing with a glowing “halo” around 
his head. 

* * 

Besides the $265,125,000 listed in the principal 
benefactions of Andrew Carnegie, the thousands of 
small handouts from him to institutions, individuals 
and private philanthropists amount to about $1o00,- 
000,000. This brings the grand total of all the coin 
he has given away up to $365,125,000. It is a regular 
Marathon of donating activity. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The annual convention of the National Association 
of Stove Manufacturers opens, as usual, on the sec- 
ond Wednesday in May, at Hotel Astor, in New York 
City. 

The plant of the Caloric Gas Stove Works, 512 
North Second Street, Philadelphia, Pennsylvania, has 
been enlarged by the addition of a four-story building. 
The new structure gives the company greatly increased 
facilities. 

Richard Ryan, George Harphan, T. B. Ryan, M. A. 
Ebling and Henry Ebling have incorporated the Fuel 
Saver Stove Company of Cleveland, Ohio, for the 
manufacture of stoves and accessories. The firm is 
capitalized at $25,000. 

Directors elected at the recent annual meeting of 
the Reading Stove Works, Reading, Pennsylvania, 
are: Harry Orr, T. D. Buckwalter, Thomas Bre- 
neiser, J. L. Leippe, O. S. Geiger, Horace E. Camp- 
bell and William H. Luden. 

The Moser Pattern Works, Newark, Ohio, has been 
established recently, to specialize in the manufacture 
of aluminum match plates, steel match plates and all 
classes of stove and metal pattern work. Mr. Moser, 
the manager, was a former secretary of the Progres- 
sive Stove & Furnace Company, Colorado City, Colo- 





rado. 
ORNAMENTAL DESIGN FOR GAS STOVE 
PATENTED. 





John M. Tobias, Pittsburgh, Pennsylvania, has se- 
cured United States patent No. 45,245 for an orna- 
mental design for a gas stove, 
as shown in the accompanying 
cut. In a gas stove design of 
this type the general outline 
shows an egg-shaped body, 
spreading outward at the bot- 
tom to form the legs. A per- 
forated sheet of metal allows the 
heat to radiate out into a room 
and aids in giving the stove a 
greater heating efficiency. A 
heavy ornamental plate is placed 
on the top of the stove and protects this part of the 
stove from possible damage by hard knocks in moving, 





crc. 
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CLARK-JEWEL PERSISTENCY. 





George M. Clark & Company, Division American 
Stove Company, Chicago, Illinois, have shown fur- 
ther evidence of their progressiveness, and persistent 
efforts towards enlarging their already extensive busi- 
ness, in an attractive little booklet which they have 
just issued and which describes their full line of oil 


stoves. 





Clark Jewel high speed oil burners are said to be 
fast and economical. The burner is up close to the 
top, while the flame strikes the bottom of the vessel 
in which the food is cooked or water is heated, ctc. 
It is claimed with this direct contact, water boils 
quicker and less oil is required to keep it boiling. \ 
particular advantage derived from the use of these 
oil stoves is the elimination of heat radiating into the 
kitchen from the stove. The eight different styles of 
oil stoves described in the booklet include a style jor 
practically any use. Further particulars will be cheer- 
fully furnished by the company. 





ORNAMENTAL DESIGN FOR OIL STOVE OR 
BURNER PATENTED. 


Perle E. Troutman, Kansas City, Kansas, has se- 
cured United States patent No. 45,246 for an orna- 
mental design for an oil 
stove or burner, as shown 
in the accompanying cut. 
The design embodies a 
long oblong base having 
nine sections. Oil passes 
down by force of gravity 
from the container can, 
through a vertical pipe, 
until it meets a horizontal 
pipe. Means are supplied. 
at this juncture, for regu- 
lating the volume of the 











oil flow. 
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ORNAMENTAL DESIGN FOR CABINET GAS 
RANGE PATENTED AND ASSIGNED. 








Joseph Roy, Cleveland, Ohio, has secured United 
States patent No. 45,240 for an ornamental design 
for a cabinet gas range. 
as shown in the accom- 
panying _ illustration, 
which he has assigned 
to the American Stove 
Company, St. Louis, 
Missouri. This design 
includes a large oven, 
warming compartment 
and toaster, placed at 
the right-hand back 
corner of the stove. A 
small warming shelf is 
supplied directly to the 
left of the oven. Four 

' top burners are fur- 
nished with a catch pan below and directly under 
them. Mid-way between the floor and main top of 
the stove a large shelf is secured on the interior of 
four well curved legs. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








CHRISTMAS WINDOW DISPLAY THAT 
BROUGHT SALES. 

In the window display reproduced herewith, and 

which was arranged by Orval D. Harrison for the 

Vonnegut Hardware Company, Andianapolis, Indi- 

ana, the clean-cut appearance and simple attractive- 

1ess is produced by an excellent placing of the articles 


used. 


with green holiy with a cluster of white poinsettias in 
the center. On either side of the doorway was an 
electrolier. Openings were left at the sides of the 
doorway so as to give light to the interior of the store. 
A shelf was placed on each opening on which goods 
were displayed. The floor of the window and the 
steps were covered with white flannel arranged loosely 
to give a soft effect and this was sprinkled with 
powdered mica. 
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Window Display Arranged by Orval D. Harrison for the Vonnegut Hardware Company, Indianapolis, Indiana, Which Received 
Honorable Mention in AMERICAN ARTISAN Window Display Contest. 


The window had a frontage of 11 feet and a depth 
of 6 feet. The background of the window was cov- 
ered with white deadening cloth sprinkled with 
powdered mica, which gave a charming effect in day- 
light and which was intensified by the reflection of 
the overhead lights at night: Percolators, chafing 
dishes, Thermos bottles, carving sets, cutlery and sil- 
verware constituted the articles used. 

The idea of the entrance to an enticing little store 
is unique. The opening or doorway served as a 
passageway in getting goods in and out of the win- 
dow, while a heavy plush curtain added much to the 
appearance. The overhead woodwork was decorated 


Each article in the window was given sufficient 
space to allow of its being seen easily from the street, 
and all articles bore price tags. White material forms 
a good background since the goods displayed are usu- 
ally darker and show up to advantage at night when 
careful lighting effects are used. However, a window 
display should not be prepared with the sole aim of 
exhibiting after dark since the greater number of 
customers are attracted to a store during the day. 
Therefore, a window display must be prepared 
such a way that the articles used will show to good 
advantage at all times. In this window of the Vonne- 
gut Hardware Company a commanding effect is 
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produced by the dignified and stately appearance of 
the background on which the articles are placed. In 
trimming a window with dining-room necessities and 
luxuries there is an exceptional advantage offered 
since these articles will always attract attention when 
shown by themselves. In this instance the Christ- 
mas buyer received many helpful suggestions that 
resulted in purchases, as evidenced by the great in- 
crease in the sales of this company. 
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F. MEYER & BROTHER COMPANY’S EXCEL- 
LENT WINDOW DISPLAY. 





I’, Meyer & Brother Company of Peoria, Illinois, 
recentiy exhibited a window display that attracted 
widespread interest by its simplicity and well-balanced 
design. It will be noted in the photograph that the 
different classes of goods are divided so as to bring 
each class by itself, the arch effect forming the most 
attractive feature at first glance. However, when the 
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felt pennants with the words “Starrett Tools’ 
top and words below descriptive of the quality 
tools, were hung on each side of the section. — 
next section was decorated with samples and 
many different styles and shapes of carborundum. 
INustrated placards added much to ‘the attractiveness 


Large 
at the 
of the 

The 


of this display. ; 

Section number four was arranged with an assort- 
ment of carpenter’s tools in which saws, bits and 
braces, squares, rules, levels, augers, planes, dividers, 
etc., were used. Folding rules were placed together t: 
form a cross. 

The last section was given over to machinist’s tools 
such as wrenches, hammers, chisels, die sets, etc. 

The firm name “F. Meyer & Bro. Co.’’ was spelled 
in one continuous length of ‘chain on the floor of th 
window directly next to the window pane and extend- 
ing the entire width. The white background afforded 
an excellent setting for the words. 

Altogether, the window is evidence of good taste 











Attractive Window Display of F. Meyer & Brother Company, 


eye of a passer-by had been caught by the stately 


appearance of the large white pillars and arches, the 


definite arrangement of the goods set each article out 
prominently and held his attention. 

The five sections were devoted to cutlery, Starrett 
tools, carborundum, carpenter’s tools and machin- 
ist’s tools respectively. Words denoting each section 
were spelled by means of chains twisted and tacked 
on the face of the arcs over the sections. 

The first section, numbering from the left, was 
arranged with cutlery, such as knives, many different 
stvles of scissors, razors, carving sets, etc. In the 
center, knives and scissors were placed to form a 
circle effect, with their points toward the center of 
the circle. | 
These 
were arranged to form a large star that was con- 
About this 
star numerous kinds of tools manufactured by the 
company were placed and gave a very pleasing effect. 


Starrett tools made up the second section. 


structed from folding measuring rules. 


Peoria, Ill. 


a thorough understanding of the pulling power of a 
well balanced window display and.a conscientious at- 
tention to detail. 
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HARDWARE MAN IN THE 
ORIENT. 





WELL KNOWN 


F. E. Muzzy, for many yeats connected with the 
Simmons Hardware Company of St. Louis, Missouri, 
and mote recently with the J. Stevens Arms & Tool 
Company of Chicopee Falls, Massachusetts, is enjoy- 
ing his trip through the Orient. It will be remem- 
bered that Mr. Muzzy sailed from Seattle, Washing- 
ton, on December 30, for the purpose of making a pleas- 
ure trip through China, Japan and the Philippine Isl- 
ands. AMERICAN ARTISAN is in receipt of a card from 
Nagasaki, Japan, under date of January 24, in which 
Mr. Muzzy states that he is enjoying himself to the 
fullest possible extent after a very rough trip of nine- 
teen days in crossing. 











(| 
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HARDWARE CLUB 
OF CliiCAGO AND ITS DOINGS 











OFFICERS OF THE HARDWARE CLUB OF CHICAGO. 


Sat adeeeemceniiell 

gident ..<2cssdbackeen esees so) Shle sa ce esrevedoens W. J. Stebbins hh RIS sae 5 ics won ccd pimp anehw deadbeat H. W. Beegle 

viee-President sph baViks CACAN) tO CCER Meee Si ees scneeees I I vio Sha ah gd.c ccciesaeecs scclersied tad ees Irving S. Kemp 
General: MANAGE? . 0.0 ccccscccsccccsccsecccsccccce.n Walter R. Rae 
BOARD OF GOVERNORS. 

_ G. Barth Andrew P. Dease Irving S. Kemp H. B. Macrae A. E, Ohlendorf 
E W. Beegle George A. Dickson W._ A. Lockwood A. Vere Martin W. J. Stebbin. 
Louis A. Clark E. T. Harris G. E. Longman John Mills Henry Stuckatr 








The House Committee of the Hardware club has 
made the announcement that the Hardware club will 
be closed on Sundays until further notice. 


|. Erion of Kansas City, Missouri, was entertained 
at the Hardware Club on Monday, February 16, by 
Palmer W. Holmes. T. E. Rugg, Chicago, was enter- 
tained by L. J. Schmetzer. A. W. Orendoff, Daven- 
port, Iowa, and M. H. Force, Danville, Illinois, were 
guests of W. A. Treat on that day. 

A. Vere Martin, chairman of the Membership Com- 
mittee of the Hardware Club, reports the addition of 
the following new members during rne past week: 
W. C. Stephens of P. & F. Corbin, Chicago, Illinois, 
introduced by Henry Stuckart; Charles J. Pearson 
and Charles Caldwell, both of Chicago, introduced by 
\ndrew P. Dease. 

Fred Kurtz of Richmond, Virginia, one of the 
pioneer hardware men of Chicago, Illinois, and one 
of the founders of the Illinois Retail Hardware Asso- 
ciation, was a visitor at the Hardware Club during the 
early part of the week. He was very favorably im- 
pressed by the artistic decorations of the Hardware 
Club. 

H. M. Blackwell of Gladstone, Michigan, was enter- 
tained at the Hardware club on Saturday, February 
7, by W. F. Waller of Hibbard, Spencer, Bartlett 
Company, Chicago, Illinois. On the same day E. B. 
Radcliff of Philadelphia, Pennsylvania, was the guest 
of Ned Swift of the Stanley Works, Chicago. E. T. 
Miller entertained his son and their wives at dinner. 
A. Vere Martin had Mr. Wilkins of Greenfield, Massa- 


chusetts as his guest. 





Chairman W. A. Lockwood of the House Commit- 
tee of the Hardware Club, issued the following guest 
cards during the past week: L. R. Cook, at the 
request of J. E. Lewis of Carson, Pirie, Scott & Com- 
pany, Chicago; J. N. Titteman, Milwaukee, Wis., Presi- 
dent of the Grand Trunk & Northwestern Railroad; 
B. A. Johnson, Milwaukee, Wisconsin, and Frank 
Sorenson, who is connected with the Indian Ware- 
house Department of the United States. The latter 
three cards were issued at the request of George A. 
Dickson. Walter H. Moore of E. B. Moore & Com- 
pany, Chicago, Illinois, at the request of Walter R. 
Rae. Fred Kurtz, Richmond, Virginia, at the request 


of Daniel Stern of AMERICAN ARTISAN. Other guests 
during the week were C. E. Wright, New York City: 
Otto Rood, Minneapolis, Minnesota; S. B. Wilkins, 
Rockford, Illinois; A. F. Sheahan, Milwaukee, Wis- 
consin; N. G. McQueen, New York City; A. W. Oren- 
dorff, Davenport, Iowa; H. O. Gephart, Chicago 
Heights, Illinois; B. A. Johnson, Chicago, Illinois; 
Fr. E. Keuper, Lake Forest, Illinois; A. Schaeffer, 
Chicago, Illinois, and R. M. Lee, Chicago, Illinois. 


TOM J. USHER DESCRIBES NARROW ESCAPE. 





On the morning of Tuesday, February 17, it was 
learned that Tom J. Usher of Russell & Erwin, Chi- 
cago, Illinois, was a passenger on one of two trains 
which collided mear Springfield, Missouri. At a spe- 
cial luncheon given at the Hardware Club on that day 
a unanimous vote was passed to send a telegram to 
Mr. Usher on behalf of the club. Mr. Usher, from 
Springfield, Missouri, replied as follows: 

“Your telegram received, and I certainly did appre- 
ciate the kind congratulations of fellow-members of 
our club on my narrow escape in a most horrible 
wreck. How any of us escaped is a miracle. I was 
hemmed in my berth for over an hour before they 
got me out, unscratched, and I am now feeling fine. 
Kindly remember there is no fun or pleasure in a 
graveyard, so send the flowers when I arrive home 
and we can all enjoy them.” 


SUGGESTION IN SALESMANSHIP. 


Those who were fortunate enough to be present at 
the address of H. L. Fogleman, who spoke at the 
Hardware Club on “The Power of Suggestion in 
Salesmanship,” Tuesday noon, February 17, are con- 
gratulating themselves on being there. The address 
was based on sound logic throughout and brought out 
several points which were very striking for their prac- 
tical application to salesmanship. Mr. Fogleman 
gave several interesting examples of the power of 
suggestion in salesmanship, as well as along other 
lines, and thoroughly demonstrated that this power is 
the compelling force in every sale that is made, the 
application, of course, being to a case where the goods 
are actually sold through the efforts of the salesman 
and not a mere “give and take” transaction over a 
counter. Mr. Fogleman is well known throughout 
the country for his helpful and practical ideas as well 


as being a forceful speaker. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 











AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 62 to 67 inclusive. 











Farmer & Sparrow are opening up a hardware and 
farm implement store at Mechanicsburg, Illinois. 

The premises of the Bialy Hardware Supply Com- 
pany at Bay City, Michigan, was badly damaged by 
fire on February 18. 

L. A. Vinton & Son, of Moline, Lllinois, are now 
owners of the Ryan Self Cleaning Post Hole Digger 
business formerly conducted by John Bolton. 


The Phillip Gross Hardware Company, 128 Grand 
Avenue, Milwaukee, Wisconsin, is having plans pre- 
pared for a new ten-story building at 220 Third Street, 
that city. 

The warehouse of the Hazleton Hardware & Heat- 
ing Company, Hazleton, Pennsylvania,-was damaged 
to the extent of $7,000 by fire, on February 11. The 
insurance amounts to $3,000. 

lay F. Gordon, who has been assistant secretary of 
the Y. M. C. A. at Council Bluffs, lowa, has gone to 
Des Moines, Iowa, to enter the hardware business 
with his father, C. H. Gordon. 

Newman Walbridge of Buffalo, New York is open- 
ing a hardware store at 643 Euclid Avenue, Cleve- 
land, Ohio, and will carry a stock of hardware, sport- 
ing goods and household furnishings. 


John Hunter, prominently connected with the Hun- 
ter Arms ’Company of Utica, New York, has filed a 
petition in bankruptcy with liabilities of $1,000,000, 
according to the Utica Herald of February to. 


The resolutions adopted at the Milwatikee conven- 
tion of the Wisconsin Retail Hardware Association 
have been printed in pamphlet form and are being cir- 
culated by their Secretary P. J. Jacobs of Stevens 
Point. 

The Witte Hardware Company of Aberdeen, South 
Dakota, have re-elected the following officers for the 
ensuing year: A. C. Witte, President ; Otto E. Mueller, 
Vice-President and Treasurer, and C. W. Witte, Sec- 
retary. 

The Michigan Hardware Company, hardware man- 
ufacturers of Grand Rapids, Michigan, have re-elected 
the following directors: H.W. Spindler, E. A. Stowe, 
Edwin Owen, J. D. Shaughnessy, E. J. Clark and Otto 
A. Ohland. 


Articles of incorporation have been filed by the 
Johnson Hardware Company of Berlin, LaMoure 
County, North Dakota. The capital stock is $10,000 


and the incorporators are: J. P. Johnson, A. C. Jolin- 


son and R. G. Dripps. 
John Premo, of the firm of Premo Brothers, har- 
ware dealers, of Janesville, Wisconsin, was severe] 


burned recently while unloading some shells. One oi 


the caps ignited a pan of powder and Mr. Premo’s 
hands were badly burned. 

Maxey Hardware Company of Ozark, Arkansas, with 
a capital stock of $9,000. The officers are: Mrs. |. 
I’. Maxey, President; Mrs. Alta Waterfield, Vic. 
President ; Walter C. Maxey, Secretary-Treasurer and 
General Manager. 


Articles of incorporation have been filed by ] 


An association of hardware men has been orga: 
ized at New Orleans, Louisiana, with officers as fo! 
lows: President, John Kranz; Secretary, Emile 
Garnier, and’ Treasurer, William Pefeffer. Every 
hardware man in the city has been invited to become 
member of the association. 

The Columbus Handle & Tool Company of Colum 
bus, Ohio, has increased its capital stock to $125,000 
New officers elected are: L. M. Flesh, Piqua, Ohio. 
President ; H. Lee Bassett, First Vice-President ; Jesse 
Ek. May, Second Vice-President; C. M. Handley, Se: 
retary, and William F. Bassett, Treasurer. 


The many friends of Tom J. Usher of Russell « 
Erwin, Chicago, Illinois, will be glad to learn that al- 
though he was in the wreck which occurred on the 
Santa Fe Railroad, near Springfield, Missouri, on 
February 17, he was not seriously hurt and was 
able to continue on his way te Kansas City. 


Don O. Nation, who recently bought the Pattison 
Hardware store at Eldorado, Kansas, has closed out 
the stock at auction and returned to Oklahoma City, 
Oklahoma. This business was founded by W. W. Pat- 
tison thirty-five years ago and was retained in the 
family until January 14, when it was sold to Don O. 
Nation. 

The Ladner Hardware Company of St. Cloud, Min- 
nesota, will erect a building this spring to cost in the 
neighborhood of $14,000. The structure will be 44x 
110 feet, two stories and basement, and will be so 
planned that another floor can be added in the future 
if desired. The building will be semi-fireproof and 
modern in every respect. 

An American consul writes that a commission mer- 
chant and agent in a Russian city desires to secure the 
agency for American meat choppers. Information 
regarding this inquiry can be obtained by addressing 
the Bureau of Foreign and Domestic Commerce, men- 
tioning File No. 12,489. It is preferred that corre- 
spondence be in French and German. 

W. W. Chisholm, a hardware merchant of Henry- 
etta, Oklahoma, who became insane several weeks 











and has since been undergoing treatment in the 
host ial at Muskogee, Oklahoma, has been committed 
to the State Hospital for the Insane at Kankakee, 
illinvis. Physicians connected with the latter institu- 
tion state that with careful treatment he will in time 
recover his mind. 

\t a recent meeting of the stockholders of Far- 
well, Ozmun, Kirk & Company, wholesale hardware 
dealers, Second and Jackson Streets, St. Paul, Min- 
nesota, C. H. Bigelow, Jr., was elected President, to 
succeed R. A. Kirk, who died last fall. Other officers 
are: Vice-President, F. D. Platt; Treasurer, C. D. 
\[cLaren; Secretary, E. E. Merrill; Assistant Treas- 
urer, Dawes How. E. B. Kirk and S. S. King were 
also made directors. 

The Peck & Young Company, Forestville, Connecti- 
cit, manufacturers of springs and brass-turned work, 
has been purchased by W. L. Humason of the Huma- 
son & Beckley Manufacturing Company, New Britain, 
Connecticut. The capacity of the plant will be en- 
larged and new lines of manufacture added. The 
manager of the Peck & Young Company, F. N. Man- 
ross, will retire and the board of directors will be 
composed chiefly of men of New Britain. 

Work on the addition to the building of the Sup- 
plee-Biddle Hardware Company, on Commerce 
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Street, near Fifth, Philadelphia, Pennsylvania, is pro-. 


gressing rapidly and it is expected that the new build- 
ing, with five acres of floor space, will be ready for 
occupancy by September. The building occupied by 
the Supplee Hardware Company prior to the merging 
with the Biddle Hardware Company is now being 
used exclusively for shipping purposes. J. E. Baum 
of the Supplee-Biddle Hardware Company, states 
that business is very satisfactory at the present time. 

\ccording to the Milwaukee (Wisconsin) News of 
February 12, James Porter, Jr., a member of the firm 
Russell-Porter Hardware Company, West Allis, has 
tiled a petition asking that a receiver be appointed to 
take charge of all of the books and accounts of the 
company. The petition alleges that the business is 
being mismanaged by Glen Russell, who has been in 
charge since November 11, 1911. It is further alleged 
that the business is now operated under the name of 
the Russell Hardware Company, the name Porter hav- 
ing been arbitrarily dropped. According to the peti- 
tion, the capital stock of the company is $15,000 and 
the assets all told are $12,c00. 

The executive force of Baker & Hamilton, San 
rancisco, California, has undergone some changes 
owing to the death of Wakefield Baker, president of 
the company. The firm was established in 1853 by 
the late Livingston L. Baker and the late Robert M. 
‘{amilton, and was incorporated in 1893. Under the 
new arrangement Alexander Hamilton is President ; 
‘hilip Stone Baker becomes Vice-President and Sec- 
etary; A, S. Holmes becomes Second Vice-President 
nd the office of Assistant Secretary and Treasurer 
vill be filled by Horace Coffin. Baker & Hamilton 
re one of the best known hardware and agricultural 
‘mplement houses in the west. 
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I hold that gentleman to be the best dressed whose 
lress no one observes.—Trollope. 
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OPERATING MECHANISMS FOR WASHING 
AND LIKE MACHINES PATENTED. 


Gustav N. Meves, Davenport, Iowa, has secured 
United States patents Nos. 1,086,546, 1,086,547 and 
ese and 1,086,548 for 
ose three operating 
1.086.546 Q mechanisms for 

‘ washing and like 
machines. Patent 
No. 1,086,546 
comprises, in 
combination with 
a body, a primary 
shaft capable of 
rotary reciproca- 
tory motion, a 
, secondary _rota- 
tive shaft, a douvble-faced gear on the latter shaft, one 
face of which is operatively connected to and drives 
the primary shaft, a swingable motor-driven shaft, a 
pinion thereon adapted to alternately mesh with either 
face of the double-faced gear and to occupy a neutral 
position between the gear faces, and means for swing- 
ing the motor-driven shaft. Patent No. 1,086,547 em- 
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84/89 
braces, in combination with a body, an operating shaft 
mounted therein capable of rotary, reciprocatory mo- 
tion, a horizontal motor-driven shaft at the top of the 
body provided with a worm, an intermediate horizontal 
shaft, means to operatively connect the intermediate 
shaft to the operating 
73 . - 

f \ 1,086,548 ‘i 
q 0 shaft, a worm gear on 
Fo . oO os As as . . 4 . 
cé the intermediate shaft 
meshing ~~ with the 





worm, a motor for 
driving’ the motor- 
driven shaft, and speed 
reducing gears inter- 
posed between the 
motor and the motor- 
driven shaft. Patent 
No. 7,086,548 com- 
ad = ; - prises, in combination 
ee =o with a body, an operat- 
ing shaft mounted therein and capable of rotary, re- 
ciprocatory motion, a motor-driven shaft beneath the 
body, an upright shaft at the side of the body, gear- 
ing connecting the upper end of the shaft to the 
operating shaft. 
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TRADE=MARK PATENTED. 

Smith & Hemenway Company, New York, New 
York, have secured United States patent No. 66,525 
“BONDE p” for a trade-mark in Class 23, 

——— for cutlery, machinery, tools, 
and parts thereof. The particular description of goods 
to which the trade-mark will apply is pliers. Smith & 
Hemenway Company claim use of this trade-mark 
since October, I9QII. 
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SUGGESTION FOR THE CENTRALIZATION OF 
HARDWARE EXHIBITS. 


AMERICAN ARTISAN, 
Chicago, Illinois. 
Gentlemen: Having been (both personally and in- 
directly, as a member of the firm), an exhibitor and 
attendant at about 95 per cent of the state hardware 
conventions, held during the past ten or twelve years, 
there is a proposition I would like to present to the 
officers and members of the several hardware asso- 
ciations throughout the country, and I believe that by 
doing so in the form of an open letter, presented 
through a “trade” paper, more interest will be taken 
in it, not only by hardware dealers but by other man- 
ufacturers and exhibitors as well. 

On looking over the schedule, I find that during the 
vear eighteen state associations are holding conven- 
tions, at nearly all of which there is also held an ex- 
hibition of hardware and kindred products. These af- 
fairs are spread over three or four months in the win- 
ter and spring with overlapping dates, and are, in a 
few instances, largely attended and well patronized, 
while in others fairly well attended but not particu- 
larly well patronized —at least from the exhibitors’ 
point of view. 

Now, instead of holding these separate state con- 
ventions and exhibitions, why could not the country 
be divided into several sections and a large building 
engaged in which an exhibition lasting two weeks be 
held, during which time the separate state bodies 
would hold their individual conventions and devote 
perhaps one or two days to a joint convention, and 
hold these separate combined conventions at different 
dates, so that they do not overlap, but allow a week 
between in order that the manufacturer can move 
his exhibit from one to the other and not have to have 
a separate exhibit for the different parts of the country 
or keep so many men attending them at the same time? 

For instance, let me cite three instances, as follows: 
Let the New England, New York, Metropolitan, and 
Pennsylvania Associations combine one year, rent the 
Grand Central Palace, or some such suitable building 
in New York, Philadelphia, Boston, Buffalo, Pitts- 
burgh, or some other large city, and. hold a two weeks’ 
exhibition, during which time let each sepatate organi- 
zation hold their individual conventions and devote 
one or two days to a large joint meeting. 

Do the same in the Middle West, and hold a rousing 
big convention in Cleveland, Dearoit, Chicago, St. 
Louis, or Cincinnati; then, do the same thing also in 
Kansas City, Omaha or Minneapolis, beginning say, 
in the East in January, followed by others in rotation, 
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allowing sufficient time between to. transport the ey. 
hibits from one to the next. 

This will not only mean a great saving of time and 
unnecessary expense to manufacturers and exhibitors 
but will mean a larger and better display of merc}jq). 
dise, for it will pay the exhibitors to put up a larger 
and better exhibit than in the present instance, and. 
whereas conventions are now local affairs, they \il| 
then develop into large interstate bodies whose promise 
for good to all concerned will be mutually increased 

Yours very truly, 
H. T. CoLpwe.t, Secretary, 
Coldwell Lawn Mower (Co 
Newburgh, New York, February 16, 1914. 





YOU KNOW THEM. 
It is doubtful if there is one hardware man in the 
Middle West who will not recognize the familiar face 
of W. H. (Pop) Bennett, the man who did so much 
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W. H. (Pop) Bennett and Bill Bailey Making Footprints ‘‘on 
the Sands of Time.” 

for the hardware trade in general during his twenty 

three years’ connection with the Reading Hardware 

Company, Chicago, Illinois, as their manager. 

We see him here, standing on the sands of Long 
Beach with his good friend “Bill” Bailey of the Oliver 
Iron & Steel Company, Pittsburgh, Pennsylvania. | 
was by chance only that “Pop” Bennett’s back was 
turned towards the grand old Pacific Ocean. For “Pop” 
is not a man who would turn his back to a good caus¢ 
intentionally. However, in this photograph he was 
face-front to “the good cause” for which he is exert 
ing every atom of energy—the Bennett Hardware 
Company, Long Beach, California, of which he is 
manager. The Pacific Ocean would undoubtedly fee! 
highly honored, if such were possible, in being able to 
“back up” (Pop) Bennett in his efforts towards mak- 
ing his business and his city enjoy an even greater era 
of prosperity. 
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SECRETARIES OF HARDWARE ASSOCIA- 
TIONS—DATES AND PLACES OF 
CONVENTIONS. 


(he following is a list of the conventions of the 
Hardware Associations with the date and place of 
each and the name of the secretary. 


Ohio Retail Hardware Association—James B, Carson, 
Dayton. February 24, 25, 26, 1914. At Toledo. 

“Kentucky Retail Hardware Association—J. M. Stone, 
Sturgis. February 24, 25, 26, 1914. At Lexington. 

Minnesota Retail Hardware Association—H. O. Roberts, 
Minneapolis. February 24, 25, 26, 27, 1914. At Minneapolis. 

Connecticut Hardware Association—H. H. Hitchcock, 
Woodbury. February 25 and 26, 1914. At New Haven. 

South Dakota Retail Hardware Association—E. C. War- 
ren, Pierre. March 3, 4, 5, 1914. At Sioux Falls. 

New England Retail Hardware Association—D. Fletcher 
Barber, Boston. March 3, 4, 5, 1914. At Boston. 

Arkansas Retail Hardware Association—Grover  T. 
Owen, Little Rock. May 5, 6, 7, 1914. At Little Rock. 

Michigan Sheet Metal Contractors’ Association—C. B. 
McDole, Kalamazoo, Michigan. March 25 and 26. At De- 
troit. 
National Retail Hardware Association—M. L. Corey, 
Argos, Indiana. On or about May 18, 1914 (dates subject to 
change). At Indianapolis, Indiana. 

American Iron, Steel & Heavy Hardware Association— 
John Purdie, Marbridge Building, New York. May, 1914. 
At Cleveland. 

Southern Hardware Jobbers’ Association—John Donnan, 
Richmond, Virginia. June 9, 10, 11, #2, 1914. At White Sul- 
phur Springs, West Virginia. 

American Hardware Manufacturers’ Association—F. D. 
Mitchell, Woolworth Building, New York. June 9, 10, 11, 
12, 1914. At White Sulphur Springs, West Virginia. 

Carolinas Retail Hardware Association—T. W. Dixon, 
Charlotte, North Carolina. July 7, 8, 9, 1914. At Raleigh, 
North Carolina. 
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CO-OPERATION BETWEEN THE HARDWARE 
DEALER AND THE HARDWARE 
MANUFACTURER. 


At a recent luncheon given by the Publicity Club 
\f Springfield, Massachusetts;-R. D. Baldwin, adver- 
tising manager of the Simonds Manufacturing Com- 
pany, Fitchburg, Massachusetts, was the principal 
speaker. He spoke on “Co-operation Between the 
Hardware Dealer and the Hardware Manufacturer,” 
and told of the successful methods used in his busi- 
ness to accomplish the best results through publicity 
in connection with the local dealers. 

Mr. Baldwin first paid a tribute to advertising, but 
added that it didn’t pose as a cure-all of business. 
‘We believe,” he added, “that publicity is a good thing 
for our business, for it influences the dealer, and if 
vou have the right goods it reacts favorably on your 
business. The relations in the hardware field are 
varied and the problems many, but the idea which is 
growing in our field is that the manufacturer should 
ask the co-operation of the small dealer and go out 
to get that co-operation and not wait for the dealer 
to come to him. The big jobbers have taken up every- 
thing they can and have reached the zenith of their 
power. This means that the small dealer will now 
have an opportunity to make headway and the manu- 
‘acturer should help him in this. 

“In our co-operating we work along many lines, all 
having the same end in view. We offer all sorts of 


signs to the small dealer to advertise his goods. We 


get a list of carpenters and possible users of saws and 
send them regularly lists covering our stock and 
preaching good quality, and advise them to go to cer- 
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tain dealers we have specified for these goods. In 
connection with. these lists, we also send out demon- 
strators who make personal visits, showing the men 
what good quality means and incidentally giving them 
the names of local dealers. All this work reflects in 
the sales of the dealers and they get it all while we pay 
for it ail. 

“Another line of co-operation through publicity is 
the moving picture. We send out to the local dealers 
advertising slides to be thrown on the screen between 
reels in the local shows. We also publish a booklet 
for the local dealers in their newspaper advertising, 
telling them that advertising pays, giving suggestions, 
rules of ad-writing, material for their writing, and’ 
specimen ads. We also send a booklet on window 
display with pictures of displays and suggestions for 
their own use. We advertise in carpenters’ and other 
technical papers, thus reachipg the men directly and 
this all reacts favorably to the local dealers. It is 
all in line with the general plan of helping the local 
dealer to build up his business and thereby we also 
gain in our business.” 

Bee Se ae 
A NEW FLORIDA HARDWARE JOBBING 
HOUSE. 





The accompanying picture shows the new building 
recently completed at Miami, Florida, for F. F. Budge. 














F. F. Budge’s Hardware Store at Miami, Florida. 
The structure is about 60 feet wide and is equipped 
with modern fittings. 
This concern has recently commenced to do a hard- 
ware jobbing business and has three salesmen on the 


road. 
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LANTERN PATENTED AND ASSIGNED. 





Frederick Dietz, New York, New York, has secured 
United States patent No. 1,086,904 for a lantern, 
which he has 
assigned to the 
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! R. E. Dietz 
ae Company, 
a lantern of 

—— \C®B is descriptic 
y 1.086.904 J this description 


there is com- 
prised the combination with an oil font having a 
burner socket, of a washer arranged upon the font 
around the socket, and an annular holder which is 
separate from the font and permanently secured to 
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the font outside of the washer and extends over the 
marginal portion of the washer and attaches the 
washer permanently to the font, leaving the inner 
portion of the washer exposed. 
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PROFITABLE SPECIALTIES. 





Sérvice is everything. Without it there can not be 
satisfaction. A dealer may handle a line of goods 





Ps. 


No. 1. Holt-Lyon No. 2. Holt-Lyon No. 3. Holt-Lyon 
Dover Combined Cream Whip and 10-Cent Egg 
Egg Beater and Egg Beater. Beater. 
Mayonnaise Mixer. 

that is not up to the standard in quality. He then 
wonders why his customers are not “repeaters.’’ This 
is easily remedied by following the suggestion of the 
Holt-Lyon Company, Tarrytown, New York. The 
company states that all that is necessary is to sell 
reputable goods and when the customer has learned 
that he can depend on a dealer to give him quality he 
will come again to make further purchases. 

The Holt-Lyon Company call attention to their 
line of combined egg beaters and mayonnaise mixers, 
cream whips and rug and carpet beaters, which they 
claim are dependable, value-giving arti- 
cles that have built up an 
excellent reputation by the 
service they have rendered 
wherever used. Cut No. 1 
shows. the No. A, Holt- 
Lyon Dover combined egg 
beater and mayonnaise 
mixer which sells at a price 
of from 25 to 35 cents. 
Cut No. 2 shows the Holt- 
Lyon cream whip and egg 
beater which is claimed to 
whip cream in an open 


No. 4. Holt- dish without splashing it 


Lyon Jar 





Rug and Car- 
Cream Whip. and also makes an excel- pet Beater. 


lent egg beater. Cut No. 3 shows the Holt-Lyon No. 
5, ten-cent egg beater which weighs only 6% ounces. 
Cut No. 4 shows an illustration of a Holt-Lyon jar 
cream whip that is now being made in a new pint size 
in addition to the one-quart and two-quart sizes. Pint 
and one-quart sizes of this jar cream whip are made 
with a round bottom for use in making mayonnaise 
and are equipped with an oil dripper. Cut No, 5 
shows the Cleaner rug and carpet beater which has 
an extra wide spread of the head and is made from 
the best furniture spring steel. This rug and carpet 
beater is made in I0, 15, 20 and 25-cent sizes. Further 
particulars of the Holt-Lyon line will be furnished 
by the company on request. 
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AMERICAN HARDWARE FOR NOVA SCOT} 4, 


Since the establishment in Sydney, Nova Scotia, , 
dozen years ago of Canada’s greatest iron and ste¢| 
works, the city has passed through a period of indys- 
trial construction in which American contractors haye 
been freely employed, especially in the technical work 
connected with the iron and steel company’s plant, 
writes Consul Charles M. Freeman from Sydney, 
Before further construction is undertaken by any o{ 
the manufacturing concerns the present capacity must 
be fully utilized. 

Although the construction of dwellings has been ex- 
tensive, ranking Sydney high among Canadian cities, 
it has not kept pace with industrial construction and 
must continue, even though the city should not ad- 
vance in manufacturing. While little of this branch 
of construction work is open to American contractors, 
there is a good market for the disposal of building 
materials, and lumber, machinery, and electrical sup- 
plies are purchased in the United States in consider- 
able quantities. 

Hardware, however, was imported into this district 
from the United States to the value of only $11,420 
in 1912, out of a total for American goods of $1,250,- 
ooo. As all the hardware dealers of this district carry 
American goods in stock, it is believed that the greater 
part of American hardware sold here is brought into 
the country at other ports and disposed of to Sydney 
dealers through the large distributing centers. But 
even though the amount of American hardware used 
is large compared with the importation figures for 
1912, a still greater quantity could be disposed of in 
this district. In entering this market American manu- 
facturers have in the production of specialties a great 
advantage, as those of American make are considered 
superior to all others, and both local and magazine 
advertising has made it necessary for the district 
dealers to carry advertised articles of merit. 

The contractors here also carry in stock builders’ 
hardware, and there are two contracting firms having 
woodworking factories employing many skilled me- 
chanics and laborers. 

Hardware is not imported to any extent except 
from the United States and England; and in_ finish. 
general appearance, and packing the American prod- 
ucts are superior to those of Canadian and British 
manufacture. The names of hardware dealers of the 
Sydney district may be obtained from the Bureau of 
Foreign and Domestic Commerce, Washington, D. ‘ 


—_— 
OBITUARY. 


Charles C. Philbrick. 

Charles C. Philbrick, a member of the wholesa! 
hardware firm of Foster, Stevens & Company, Gran 
Rapids, Michigan, died suddenly in Chicago, Illinois 
on February 16. He was in the latter city in com 
pany with his wife for the purpose of joining a part) 
of excursionists on a trip to the Panama Canal 
Death was caused by apoplexy, Mr. Philbrick being 
stricken while walking on the street. He was at onc 
taken to his apartments in the Congress Hotel and 
never regained consciousness.° 




















( harles C. Philbrick was born in Cassopolis, Mich- 
joan, sixty-nine years ago and was taken to Grand 
kapids by his parents in 1847. He received his educa- 
tion in. the schools of that city and, after graduating, 
entered the employ of Foster & Metcalf, who con- 
ducted a retail hardware store in Grand Rapids. This 
irm later became Foster, Stevens & Company, and 
for the past thirty-six years Mr. Philbrick had been a 
member of the firm. He has been a prominent figure 

the annual convention of the National Hardware 
jobbers’ Association for the past twenty years and was 
one of the best known men in the trade. He was 
yrominent in Masonic circles and was identified with 
, number of Grand Rapids business institutions. He 


is survived by a widow and one son. 
Joseph C. Taylor. 
loseph C, Taylor, one of the oldest stove salesmen, 
in point of service, in the United States, died on 
ebruary 18, at his residence, 1507 West Adams 
Street, Chicago, Illinois. Death was caused by dia- 





The Late Joseph C. Taylor. 


betes, Mr. Taylor having been confined to his bed for 
three weeks prior to the end. 

Joseph C. Taylor was born at Bridgeport, Connecti- 
cut, on May 30, 1845. He served through the Civil 
War, having enlisted on October 28, 1863, as a private 

Company E. Sixth Infantry, New Hampshire Vol- 
unteers, and being mustered out with his company 
and regiment on July 17, 1865. At the close of the 

ar he went to Newport, Kentucky, where he was 
cmployed by the United States Government as regi- 
nental clerk. He later became identified with W. C. 
avis & Company, the predecessors of the Favorite 
~tove & Range Company, now of Piqua, Ohio. At 

at time the business was located in Cincinnati, Ohio, 
ind Mr. Taylor became identified with the selling end. 
‘le removed to Chicago on January 1, 1905, and be- 
ame secretary of the Blymyer Company, Chicago 


‘epresentatives of the Favorite Stove & Range Com- 


any. 


AMERICAN ARTISAN AND HARDWARE RECORD 29 


Mr. Taylor was an active member of the G. A. R. 
and was Past Commander of the Colonel James W. 
Abert Post at Newport, Kentucky. He was also a 
member of the Knights of Pythias, having been in- 
strumental in organizing one of the lodges of this 
order in Newport. He leaves a widow and two sons, 
John P. and William P., and a daughter, Catherine. 
Interment will be from his late residence on Sunday, 
February 22. 

John E. Clarey 

John E. Clarey, who, with Mr. Weir ef Boone, 
Iowa, first manufactured the Weir Furnace, at Des 
Moines, lowa, passed away recently at his home in 
Madison, New Jersey. After the business of Messrs. 
Clarey and Weir was purchased by the Meyer Fur- 
nace Company of Peoria, Illinois, Mr. Clarey became 
prominent in municipal and newspaper circles of Des 
Moines and was known as the-“‘fighting editor.” This 
title was given to him because of his successful fight, 
through the columns of his paper, against high gas 
rates in Des Moines. During his residence in that city 
he was secretary of the old Commercial Exchange. 
From Des Moines he moved to Great Barrington Falls, 
Massachusetts, and became a member of the Massa- 
chusetts legislature. He was 59 years old at the time 
of his death. 

William Strangward. 

William Strangward, who was president and general 
manager of the Forest City Foundry & Manufacturing 
Company, and also of the Walworth Run Foundry 
Company, of Cleveland, Ohio, passed away on Feb- 
ruary 15, at his home in that city. Mr. Strangward 
had been ill for a long time. In 1881 he engaged in 
the foundry business in Cleveland, by assisting in the 
starting of the Viaduct Foundry Company. In 1888 
he and his associates formed the Standard Foundry 
Manufacturing Company. However, he only remained 
with this company for two years, and in.1890 he was 
one of the principals in organizing the Forest City 
Foundry & Manufacturing Company. In 1904 this 
company purchased the Walworth Run Foundry 
Company. William Strangward was 66 years old at 
the time of his death. He was a hard worker and a 
man of sterling integrity. He was beloved by his 
employes because of his fairness. 

D. H. Smith. 


David Harrison Smith, who conducted a wholesale 
and retail hardware business for many years in Sedalia, 
Missouri, died in that city on February 12. Death was 
caused by stomach trouble following an illness of six 
weeks. Mr. Smith had conducted his hardware busi- 
ness in Sedalia continuously since 1866. He was a 
veteran of the Federal army, having been in the com- 
missary department during the civil strife and was 
with the Army of the Potomac. He was prominent 
in Masonic circles, being a Knight Templar. His 
wife, a son, Harry Smith, who is connected with the 
D. H. Smith Hardware Company, and a brother and 


two sisters survive him. 
Pay aaa 


Hand things—don’t toss, or throw, or tumble them 
out; always keep your stock of politeness full. 
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Sixteenth Annual -Convention of 
Iowa Retail Hardware Association 








With an estimated attendance of 600, the Sixteenth 
Annual Convention of the Iowa Retail Hardware 
Association at Des Moines proved to be one of the 
best meetings in the history of the organization. The 
reports of officers showed that the Association is in a 
healthy condition and that it is keeping abreast of the 
movement to improve the condition of the retail 
hardware merchant. A well-balanced program was 
carried out and the Hardware Exposition was up to 
the standard of former years. Great credit is due to 
the officers and committees which had charge of ar- 
rangements for the Convention and the delegates were 
profuse in their expressions of appreciation. 


OPENING SESSION. 

President C. T. Gadd called the convention to order 
at 10 o'clock on the morning of Tuesday, February 17, 
and after welcoming the members of the Association 
and guests present, read his annual address, as 
follows: 

Annual Address of President C. T. Gadd. 


It has fallen to my !oi as a member of the Iowa Retail 
Hardware Association, to serve you in many capacities and 
in all that has been done much pleasure and satisfaction has 
come to me, whether it was in endeavoring to lubricate a hot 
joint with the oil of gladness, secure a meeting place on 
twenty-four hours’ notice, or clean up the Augean stables of 
an indoor circus between Saturday midnight and Sunday 
noon; but the task you have given me now, to preside over 
the deliberations of your Sixteenth Annual Convention, makes 
me hesitate and feel that I am up against a proposition where 
I might fail to make good and lose whatever prestige has 
been gained on many former occasions. And it is only with 
the assurance of those who have been schooled and drilled 
by years of platform service, that a flying wedge of interfer- 
ence and a bodyguard shall be furnished me at all the trying 
junctures that meet the novitiate parliamentarian, that I have 
consented to attempt the role of your presiding officer. With 
this understanding, and bespeaking your consideration during 
the sessions of the Convention, it shall be my endeavor to 
render to you the best service of which I am capable, to the 
end that our Convention may be worthy of the Association 
represented in your present gathering. : 

Perhaps the first important duty that came to me as 
president of the Association was in the line of Chairman of 
the Iowa delegation to the National Convention held at Jack- 
sonville, Florida, which goes down in hardware history as the 
largest, most important and most intensely interesting of all 
the gatherings of the National body. 

The Convention was presided over by an Iowa man, whom 
it is unnecessary to call by name, who did his work, arduous 
as it was, to the supreme satisfaction of all the diversified 
and contending interests represented there, bringing to him- 
self and the state that he represented halos of glory for his 
clearsighted view of the complicated questions at issue, the 
absolutely fair and impartial decisions that he rendered, and 
the ready tact and mastery of the Convention in its most 
exciting crises. 

No chairman of any of our National gatherings ever 
faced so manv contending delegates, so many great questions, 
or was ever presented with so many parliamentary complica- 
tions to solve, as were met and promptly disposed of at that 
Convention. As an endorsement of his ability and fine 
service, the Committee on Nominations promptly decided to 
tender him a renomination, but in a committee of eleven 
there was one dissenting voice, favoring a candidate from 
his own state, and the nomination was declined because of its 
lack of unanimity, which our representative thought essential 
in view of the critical situations to be met during the 
incumbency. 

It is unnecessary to relate the details of that historic 
gathering, as they have been fully presented in the journals 
of the hardware world and the full story of the Convention 








is to be related in your hearing by one of the delegates wh, 
has been selected for that purpose. It was a Convention in 
which “taffy” and “bumcombe” were at a discount. Jobber: Ts 
and manufacturers’ association representatives pulled off thei; 
coats and vests, rolled up their shirt sleeves and Sande’ as 
hard as they could strike, and our own people not only called 
“spades” by their right name but spelled them out in capital 
letters. The end of that Convention is not yet. Many im- 
portant questions were unsettled and at our executive session 
tomorrow morning the representative of the National wi! 
have some important messages to give you in this connection. 
So intense was the interest on some topics that in the deciding 
vote even our own delegation was called upon to divide its 
support of the issue, a situation unheard of heretofore in the 
National gathering. 

Following the National retail convention as a sequence 
of the issues and principles stated and formulated in the 
resolutions, following the debates and conferences with job- 
bers’ and manufacturers’ representatives who were in attend 
ance, association circles have been in a ferment of unrest 
on the fundamental issue of price.. Sessions of the Trade 
Relations Committee of the National in conference with the 





President C. T. Gadd. 


leading manufacturers have been held at various dates. The 
Bulletin has voiced the universal demand at every issue since 
the March convention. Finally came the now famous Atlantic 
City convention of manufacturers and jobbers, both organiza- 
tions having invited our representatives to their meetings for 
the purpose of arriving at a better solution of the ¥ 
question. The manufacturers stood up to the line and < 
courteous hearing was granted to the retailers and their 
grievances, but the jobbers “took to the woods” and sent word 
that they were “afraid of the cars” or something else. They 
put up a sign “Stop! Look!! Listen!!!” and we together 
with out committee have been waiting to find out what it w as 
that seared them, something coming or something past. 
consensus of opinion among retailers is much inclined to the 
latter view, but whatever it was it certainly injected’ into the 
price campaign a sensation that is still pulsating the thought 
waves of hardware circles. The situation was embarrassing 
to our committee but it likewise must be more so to the 
individual jobber when he meets a retailer. 


Instead of eliminating the difficulties of the price problen 
it has intensified the feeling of the retailer that he has not 
been permitted to know all the factors that make up the true 
equation of distribution. All agree that price is the great 
ultimatum of retailing and by it must we rise or fall. When 
the price is right, the profits are right. Of course, you must 
couple with this a fair allowance of service and personality. 
The attitude of the trade press today is anything but satis- 
factory to progress of this kind. Personally, they feel the 
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iler is right; but as a business proposition, they cannot 
ke a positive stand, as their support comes very strongly 
iay from that class of men who dominate in the question 

price and distribution, They are very willing to place us 

the gridiron of criticism if we attempt to step out of the 
easy path of listless buying, but when brought right down to 
the point of being honest in their opinion in personal con- 
versation, they take another stand. 

Yet, in many cases, possibly 50 per cent of our dealers, if 

ey would develop a more careful study of values, could buy 
better today through the present channel—the jobber, if they 
" ty only think so. Too much personal friendship in buying, 
and a listless way of handling our business is what causes 
many of the high prices today. Every manufacturer and 
‘obber looks upon a dealer as a selective risk in the sale of 
merchandise. If he discounts his bills promptly, makes his 
claims judiciously, and does business on a business-like basis, 
there is no liability in this risk, so the rate is very small. 

Our principles do not condemn any channel of distribu- 
tion, whether producer, jobber or broker, and it is wrong for 
any of those channels to say so, orto even criticize the 
National Association for their attitude when we asked that 
prices be reduced. Why do we ask it? Because we know the 
other fellow is getting it. The buying of goods should be a 
cold-blooded business proposition, and the representative with 
the goods and the price merits attention; even if not in the 
market, a careful notation of his values should be taken. 

We are not creating an evolution in the retail trade (that 
is, we retail merchants); we are simply following the evolu- 
tion that has been created by the mail order house. But we 
are in the lime-light of criticism for saying that the retail 
merchant is paying tuo much for his merchandise, and that 
we demand and must have a better price to maintain the local 
prestige in our community. 

Leaving the price situation or “what to pay,” another 
topic that faces the average hardware man is “what to buy.” 

Since the early days of our organization and the present 
a marvelous change has come to the hardware stock. The 
nail keg as a store ornament has given way to the vacuum 
cleaner, the wash-tub has side-stepped for the electric washer. 
The familiar grindstone that ornamented the sidewalk has 
given. way to the safety-razor grinder in the show window, 
the ox-yoke and chains are less prominent than automobile 
and motor supplies, while the machines themselves are often 
found as a part of the stock. The good old-time coffee-pot 
still does duty, but its stylish cousin, the aluminum-ware, has 
dimmed its lustre and that is now being relegated by the 
brilliant electric percolactor. 

Our exhibits illustrate the same development. Instead of 
being stowed away in some dark hall or back room of the 
hotel headquarters with the never: failing bottle of booze 
to inspire big orders, we now rent the best building obtainable 
and stage an exhibition with decorations and music and bring 
to eur membership all the variety of a metropolitan mart. 
If they buy, it is under no stress or undue influence, but it is 
in the open market with competition available and advice and 
counsel easily obtainable. Our exhibit has always maintained 
the principle of information and instruction as its first ele- 
ment as opposed to the plan of a market. The latter idea 
prevails in many states and the whole convention degenerates 
into a scramble for trade and large purchases. This is 
entirely foreign to the convention idea, which is primarily 
a place for conference, education, comparison and betterment, 
with the exhibit of the best goods and a demonstration of 
their utilities and processes of production. 

We want the people attending our Convention to feel 
perfectly free to spend as much time as they can possibly 
give to inspection of each and every exhibit, without any 
compunction of feeling that they must make purchases, except 
where it is strictly to their own advantage to do so. 

You will note some new features on our program. We 
are bringing to you messages from people who are recognized 
as experts in their fields of advertising and credits and we 
want to extend a special invitation to all to be present at 
these sessions and take advantage of these opportunities. 

On Thursday morning we are to have with us Iowa’s new 
Industrial Commissioner who will explain to us the obligations 
imposed upon us by the Employer’s Liability Law and Work- 
men’s Compensation Act. 

From the time whereof the memory of man runneth not 
to the contrary, the responsibility of employers for injuries 
or death suffered by their employes has been a part of the law 
of all nations. Recently, however, a system has been inaugu- 
rated in many states which has been codified into specific 
laws which obligates the employer to pay for all injuries 
according to a prescribed schedule. Moreover, the employer 
is compelled to carry insurance which guarantees the pay- 
ment. This law becomes fully operative on July 4, 1914. The 
opportunity thus afforded to have the Commissioner with us, 
doubtless will be highly appreciated by our members. 

The situation may again give us another practical line 
upon which to co-operate. It is hardly probable that we can 
organize a liability insurance department, owing to the limita- 
tions of our field of operation, but it is highly probable that 
a saving can be effected over the regular tariff rates of this 
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insurance by placing our business through one channel and 
effecting our contracts through our Secretary’s office. 

The details of finance, membership, the work of com- 
mittees, board of directors’ sessions, the meeting of the state 
secretaries’ conference, complaints and other matters of our 
Association work for the past year will be given to you in 
our Secretary’s report at another session. ; 

The President then announced committees as fol- 


lows: 

NOMINATING COMMITTEE. 

W. J. Deering, chairman, Atlantic. 

Mr. Snider, Bellevue. 

Mr. Briggs, Red Oak. 

C. R. Keating, Mt. Ayr. 

A. C. Vieth, Oakland. 

Mr. Hamilton, Oskaloosa. 

F. A. Johnson, Farnhamville. 
RESOLUTIONS COMMITTEE 

Joseph Mattes, Odebolt. 

C. S. Barger, Albia. 

F. R. Currie, Mason City. 

C. N. Reese, Belmond. 

I. C. Plane, Independence. 

Dave Bullock, Ames. 

Mr. Jones, Williamsburg. 
LEGISLATIVE COMMITTEE. 

Dan Kavanaugh, Fairbury, Neb. 

C. T. Woodward, Carlinville, If. 

Chas. F. Ladner, St. Cloud, Minn. 

John F. Howe, Freedom, Pa. 

J. R. Gamble, Wetumpka, Ala. 

Louis. J. Ernst, Rochester, N. Y. 

F. C. Seerest; Chillicothe, Ohio. 

L. C. Abbott, Marshalltown, Iowa. 

Sharon E. Jones, Richmond, Ind. 

H.eL. McNamara, Janesville, Wis. 

AUDITING COMMITTEE. 
E.. H. Schilling, State Center, ‘on part of the Hardware 
Association. 


In taking up the Question Box the President intro- 
duced L.. C. Abbott, of Marshalltown, who said: 

‘The question box of the Associatiofi is the melting 
pot of all the work we do in the year. When trade 


. 


problems come up béfore you in a personal way, it is 
well to bring them here and have them threshed out. 
Possibly some of these problems have been solved by 
some member in another part of the state. Every- 
where in this country where I have been, the question 
box seemed to bring out the keenest interest on the 
part of the members of the various organizations, and 
these sessions were always well attended. 

“We have had presented by the various members 
a number of subjects. We have also had questions 
sent to us from other states. Before proceeding fur- 
ther, I want to say that the Trade Relations Commit- 
tee will go over the work with you in a general outline 
as pertains to the past year. The discussions have 
generally been on the question of price and distribu- 
tion. The trade press has been full this fall with 
Association work, and you will remembér the interest 
that was taken at Atlantic City and the Jacksonville 
conventions.” 

Among the subjects discussed were: “The Cost of 
Deing Business”; “Dealers’ Catalog Schemes”; “Ex- 
tension of Credit and Future Dating’; “Does the 
Parcel Post Hurt the Dealers’ Business?” ‘“Compari- 
son of Catalog House Prices.” A considerable number 
of the delegates took part in the discussion and the 
interest was sustained throughout the session. 

On the subject of mail order prices Mr. Abbott said: 

“T have an account with Sears-Roebuck. If I strike 
a proposition I buy it. I have bought circular saws, 
shot guns, vices, etc. I bought $150 worth of goods 
of that firm to find out why I wasn’t buying goods as 
cheap as they were buying them. We have reduced 
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our circular saws one-third, and I used to try to get 
5¢ off the list. I find out where these articles are made, 
and I put the two side by side, and in nine cases of 
ten my clerks and myself sell the high grade goods. 
The same thing applies to jobbers and manufacturers. 
If you can tell them why you want those goods cheaper 
and how they can be bought cheaper, and you want 
the same quality to compete with these mail order 
houses, you get it. Those mail order houses are on to 
their job. They employ the highest priced men they 
can get to handle that mail arder department. That is 
why that you pick up those catalogs and read “We 
can undersell your local merchant?” They have made 
a great success out of it since 1896, from $200,000 
business a vear to $120,000,000. It shows conclusively 
the retail merchant has not had the price or he does 
not know how to handle the proposition. As I said 





L. C, Abbott, President lowa Hardware Mutual Insurance Asso- 
ciation. 


in my address at Jacksonville, I believe 75 per cent 
of the retailers’ troubles today can be solved by him- 
self if he studies these questions.” 

At 12 o'clock adjournment was taken until 9 o'clock 
a. m., Wednesday, February 18. 


WEDNESDAY, FEBRUARY 18. 


The morning session on Wednesday, February 18, 
was opened by W. J. Deering, who presented his 
report of the annual meeting of the National Retail 
Hardware Association at Jacksonville, Florida. This 
report follows: 


Report of W. J. Deering of Annual Meeting of Na- 
tional Retail Hardware Association at 
Jacksonville, Florida. 


In presenting a report of the National Retail Hardware 
Convention held at Jacksonville last March, I feel that much, 
if not all, I shall offer will be ancient history to most of you. 

I. cannot hope to add anything not already a matter of 
printed record, because four trade papers were represented 
there and published full accounts of the proceedings. 

Personally I regard these reports in the same class as an 
address of welcome and a response thereto, while they may 
be all right in their place, they should not be allowed to 
consume our valuable time here which is all too short at best. 
In my endeavor to practice what I preach I shall be as brief 
as possible. 

We from the Middle West gathered in Chicago in time 
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to take the Hardware special which left at noon Satu: .),, 
March 15. The party included the delegates (and in 5; 
cases their ladies) from Nebraska, the Dakotas, Minne<>;, 
lowa, Wisconsin, Michigan, northern Illinois and Indiana. .;, 
later in the day we were joined at Cincinnati and Indiana) >| 
by others from Ohio and Missouri. 

Our train now became a double header and included :\in¢ 
Pullman sleepers, two diners, an observation and a buffet car 
a combination which attracted considerable attention wher: \c, 
we stopped. 

Sunday, March 16, we spent in Chattanooga going «\¢; 
the famous battlegrounds of Missionary Ridge and Look.; 
Mountain, and although the weather conditions were ag::n< 
us we all enjoyed the stay to the fullest extent. 

We left Chattanooga at sunset and awoke the next morn- 
ing in “Dixie” on a siding in Rome, Georgia, waiting for the 
railroad officials to get up and give us orders to move. 

During the night we had encountered high water and ;: 
became necessary to continue our journey over another |in: 
of road. This change of route caused us to arrive in Jack 
sonville about twelve hours late, a trifling matter to ¢h 
writer, who happened to live and do most of his traveling o: 
en Great Rock Island; in fact it made him feel quite a: 
10me. 

Tuesday we spent in a trip to the historic city of St 
Augustine, where we put in a most of the time dodging 


oe. 


1$ 


showers and trying to determine in our own minds which o: 
of the several houses pointed out to us as such was really t! 
oldest house in the United States. 

Wednesday morning the Convention opened. And such 
a Convention. Conceded by all to have been the best national 
hardware gathering ever held. What shall I say of it? | 
cannot begin to tell you all, I will have to leave most of it 
to your imagination, only reminding you that it was presided 
over by the biggest man there, who when he is not gunning 
for a better price for the retailer, spends his time in Marshall- 
town, Iowa. 

The Convention was called to order at 10:00 a. m. and 
after the invocation, usual addresses of welcome and re- 
sponses, and a few introductory remarks by President Abbott, 
their time was given to our visitors, members of the trad: 
press and jobbers. 

In his opening remarks, President Abbott sounded th 
keynote of the Convention, which was to be “Price,” and 
thereafter throughout the sessions of the Convention, 1 
matter who the speaker or what the subject, the question was 
continually bobbing up for discussion. 

If any of you imagine that the delegates were not inte: 
ested in the Convention let me remind you that when Secretar) 
Corey called the roll 142 out of a total of 143 answered the 
call. We learned later that the one man absent was sick in 
bed and had to be watched to keep him there. 

When you consider the fact that most of the delegates 
were from the northern and western states, and had been 
snow and ice bound all winter, and that now within two or 
three days had been turned loose in the land of sunshine and 
flowers, with new and strange sights on every hand, it might 
seem that the temptation to go sightseeing instead of attending 
the Convention would prove too strong for some, but not so 
as the roll call indicated. 

Wednesday afternoon we listened to President Abbott's 
address and the reports of the Secretary and Treasurer. | 
wish T had the time to read to you now the long and careful]; 
prepared address of the President; it was as full of good 
things as a hickory nut is of meat. 

He discussed such subjects as the following in thei: 
relation to the hardware and other business lines of today 
“Duties of Officers,” “Cost of High Living,” “Do We a: 
Retailers Perform a Real Service to Our Customers?” “I: 
The Bulletin Covering the Field as Thoroughly as it Might’ 
“The Committee on Trade Problems,” “Hardware Buying,” 
“Can We as Retailers Get Along Without the Jobber?” “Mu 
tual Insurance and Parcel Post.” It was a business man’s ad 
dress to business men and was thoroughly enjoyed by all. 

The matter of the Bulletin, about which so much has 
been talked and published, was another interesting matter t 
come up. The plan presented by Mr. Lewis of Pennsylvania 
to incorporate the Bulletin for $100,000, issuing stock to th: 
amount of 20,000 shares at $5.00 per share to be distributed 
among the states in proportion to their membership, and t 
change the Bulletin from a monthly to a weekly publication. 
seemed at the time to be very popular with the delegates, but 
fortunately for the Bulletin’s best interest the matter was 
referred to a committee who were to meet at -some futur 
time and work out the details. 

You are all familiar with the findings of that committee 
I imagine when they came to look the matter squarely in the 
face, and figure on the increased cost of a weekly publication, 
in paper, postage, labor, etc., and then wonder if the adver- 
tisers would be willing to.multiply their contribution by four. 
that the plan did not look so rosy. 

Thursday morning we had talks by Mr. Cutler, a jobber 
of Waterloo, Iowa; G. H. Jantz of the American Wringer 
Company; President Abbott; J. D. Moore, a Birmingham, 
Alabama, jobber, and Mr. Sample of the Simmons Hardware 
Company. 
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nowing that the jobbers would be given a chance to 
deicnd their position on the price situation at this session, the 
delecates were On hand to a man. The very air seemed to be 
charged as from an electric battery with a current of ex- 
pectancy which ran through the entire delegation. We all 
felt that something was about to happen, we did not know 
exactly what, and we were not disappointed. 

\Vhat, with such men as Abbott of Iowa, Hussie, McAllis- 
ter and Roberts of Nebraska, Dunbar of Indiana, Williams 
of Arkansas, and Woodward of Illinois on the one hand to 
put the questions, the jobbers had about all they could handle. 
The discussions, however, were friendly and the best of good 
fellowship prevailed. Our one regret was that there were not 
more of our jobbing friends present to enjoy the feast. 

I will name only a few of the questions to come up for 
discussion, prominent among which were the price and distri- 
bution problem, price discrimination, quantity prices, high 
cost of distribution, retail jobbers, the joint resolution of the 
Chicago conference, and the unfair attitude still maintained 
by the manufacturers of many of the trade mark lines of 
goods. : 
~ | would like to be able to state to you that the whole 
matter was settled to our entire satisfaction that Thursday 
morning, but unfortunately just as we were getting things 
lined up in shape we had to adjourn for dinner. 

It seems to me that Mr. Abbott had the whole thing 
boiled down in the following words: “Remember, brother 
hardware dealers, this great question of price and distribution 
is not a legal one but a moral one.” 

It is agreed that price is the most essential feature in the 
success Of any business, but this would not make much pro- 
gress if it were not seasoned with a fair allowance of sales- 
manship, personality, assortment, display and business meth- 
ods. However, you cannot cure a patient if he loses his 
nerve. The first dose of “buy right” followed in ten days 
by a liberal allowance of discount, kept up regularly will cure 
many ills in the retail trade, and once a year take the 
laxative known as inventory, it will clear the business of all 
= capital and put the circulation in fine condition for spring 
trade. 

Thursday afternoon we were the guests of the Jackson- 
ville Hardware Association and Commercial Club on a trip 
down the beautiful St. Johns River to the ocean. This enter- 
tainment was planned for Monday afternoon before the 
Convention, but owing to the fact that our train was late 
had to be postponed, and rather than refuse the hospitality so 
ireely offered, the Convention decided to go with them Thurs- 
day afternoon. 

It was a beautiful day on a beautiful river and thoroughly 
enjoyed by all. It afforded many of the delegates and their 
ladies their first glimpse of old ocean, who though in one of 
his kindly moods was still able to impress some of those on 
board with his influence over the human anatomy. 

Friday morning the session was marked executive, but as 
some more visitors had dropped in the President could not 
sr the temptation to hear from them and we were well 
repaid. 

The convention room now reminded me of a court room 
more than anything else, and a stranger might have supposed 
that the jobbers were on trial for some of their many crimes. 

The first witness called was T. James Fernley, Secretary 
of the Jobbers’ Association, who after giving his testimony 
was cross-examined on such points as the results of the 
Chicago conference, jobbers closing buying channels to retail- 
ers, jobbers’ private brands, the Successful Merchant's plan, 
the situation in regard to the Enterprise line, the Winchester 
line, Three-in-One oil, Goodell Pratts goods, Victor traps, the 
Smith & Wesson line, and many others of like nature, by 
Abbott, Hussie, Woodward, Kavanaugh and Bogardus, who 
appeared as counsel for the plaintiff, and the case then went 
to the jury, who, failing to reach an agreement, decided to 
submit the question for retrial at the Indianapolis convention 
n May. The principal indictment against the jobber seemed 
to be his failure to meet the price. 

_ The closing meeting of the Convention was held Friday 
afternoon, the time being taken up with reports of committees, 
election of officers, etc. The Place of Meeting Committee 
reported in favor of Boston for 1914, but when the matter 
was left to the delegates they decided on Indianapolis as being 
more centrally located. 

It was also decided to hold a four days’ session this yeat 
nstead of three, as the work to be done could not be crowded 
into three days. 

After short talks by the newly elected officers the Conven- 
tion closed, voted by all to have been the best convention in 
point of work accomplished in the history of the National 
Hardware Association. 

Friday night those of us who could spare the time and 

thought we could spare the money, boarded the train for the 
side trip into central Florida and the West Coast. 
; We awoke next morning among the orange and grape 
Truit groves and all day long as we went from place to place 
we were shown by the good people along the way what is 
meant by Southern hospitality. 

Easter Sunday, warm and sunshiny, we spent in Tampa 
Bay and at almost the very hour in which the Omaha cyclone 
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was doing its work of destruction many of us were enjoying 
our first plunge in the waters of the Gulf. 

Sunday night we started for home and after some delay 
on account of the floods at Cincinnati and Louisville, we 
arrived in Chicago and the party broke up to scatter out 
over the country, and in a day or two most of us were back 
in the harness selling 22 shorts two for a quarter. 

The price and distribution question will never be settled 
by conventions. The most they can hope to accomplish is to 
point the way for the individual retailer. It is up to us, men, 
to take advantage of the thoughts and ideas brought out in 
meetings of this kind and then go home and work out our 
share of this great problem. 

It might also be well to remind you that the National, like 
our own state convention, depends largely on committees to do 
the real work of the Association, using as their guide the 
thoughts and suggestions brought out in the meetings, hence 
it is impossible for a delegate, who devotes only his spare 
time to such matters to have any just conception of the vast 
amount of work accomplished outside the convention proper. 


M. L. Corey, Secretary of the National Retail Hard- 
ware Association, then spoke as representative of the 
national body. 

The Question Box occupied the remainder of the 
executive session and at 10:30 a. m. the meeting was 
turned into an open one. The principal feature was 
an address on “Credits” by A. W. Britt, manager Des 
Moines Credit Clearing House: 


Address of A. W. Britt, Manager Des Moines Credit 
Clearing House. 
CREDITS, 


The largest factor in the world’s activities is credit. 
Mere figures which would represent the total volume of busi- 
ness done on the basis of credit would be utterly beyond 
human comprehension. Reliable authority states that the 
volume of business transacted in the United States alone for 
the year of 1913 was upwards of one hundred and ninety- 
three billions of dollars. It is hardly conceivable that a 
volume of business of such tremendous magnitude, involving 
so many channels and avenues of intercourse could be con- 
ducted except as the result of deliberate and highly intelligent 
plan conceived and executed by almost superhuman wisdom. 
But on the contrary, the business life of the present times is 
a spontaneous growth, respondent to the laws of supply and 
demand and a natural evolution, each grand division and 
department and individual developing and assuming and per- 
forming its particular functions in response to and in con- 
formity with the nécessities and conditions which gave it 
birth and affords it sustenance. 

In the United States there is a national organization of 
credit men numbering more than seventeen thousand mem- 
bers devoted to the systematic study and improvement of 
credit conditions. Wholesale houses are resorting to every 
known device in arriving at a scientific basis for granting of 
credit. Credit granting is only one of the many features of 
the wholesale life. Scientific credit granting deserves propor- 
tionate attention from the retailer. 

The retail merchant has the advantage of the wholesaler. 
The retailer can know his customers personally in every 
instance. The antecedents and social environments, the per- 
sonal and family habits, the standards of honor and honesty 
of every patron can be easily a matter of definite knowledge. 

The largest element in credit is honor. The man who 
will deliberately take advantage of a pretense of honor to 
separate another from his property is more to be despised 
than the robber who accomplishes the same purpose at the 
point of a revolver. The man who betrays a commercial con- 
fidence imposed in him is a greater curse to society than the 
man with the gun. 

Extravagant personal and family habits, a deficient sense 
of honor, actual dishonesty and several other such traits of 
character are easy enough to discover and avoid. The most 
troublesome accounts are those which ought not for any 
particular reason to be bad but which have piled up too large 
while you were not looking. It is difficult to explain how 
some of the worst things happen. 

A retail merchant should study himself as well as his 
customer and determine carefully what kind of a policy he 
can and will carry out with each customer without such 
friction as will destroy trade. 

There can be no fixed rules of proportion of book ac- 
counts to stock or total volume of business. A little attention 
should easily discover an amount of credit disproportionate 
to available capital. —~ 

Iowa merchants are not exposed to such extreme condi- 
tions as prevail in the cotton fields of the South or the mining 
and lumber districts of the North and Northwest, but pay 
days, crop sales, bad roads and other periodicals require their 
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which has been enacted and which should be enacted. The 
bankruptcy law, while it is subject to some abuse, is of the 
utmost value in preserving business equilibrium in times of 
panic and has other important functions. 

The bulk sales law is of advantage, both directly. and 
indirectly to the retail merchant. The exemption laws of 
lowa should be amended, 

Inattention to credits and collections is certain to bring 
about trying if not disastrous combinations with your own 
creditors. You have failed to reach a standard if you have 
not at all times so planned and controlled your credits and col- 
lections that you are able to take your discounts. 

Careful inventories at least once a year and such a set 
of books as will enable you to determine quickly at all times 
cash, stock, accounts receivable and accounts payable is abso- 
lutely necessary for the safe conduct of your business. 

Do not deceive yourselves. There no longer are, if there 
ever have been, any flowery beds of ease in retail mercantile 
life. On the contrary, the rosy roads to ruin are more 
numerous than ever, and he who would attain to the best 
must pay the natural price of eternal vigilance in all ‘things, 
among the most important of which are credits and matters 
incidental thereto. 


After another session of the Question Box, in which 
topics were furnished by members, adjournment was 
was taken until 10:30 a. m., Thursday, February 109. 


THURSDAY, FEBRUARY 19. 


The Eleventh Annual Meeting of the lowa Hard- 
ware Mutual Insurance Association was called to order 
at g o'clock a. m., Thursday, February 18, with Presi- 
dent L. C. Abbott in the chair. The President pre- 
sented his annual report, and was followed by Sec- 
retary A. R. Sale, who read a report covering the 
business of the Insurance Association during the 
past year. 

An address on “Employers’ Liability Law,” by Hon. 
Warren Garst, State Industrial Commissioner, fol- 
lowed, and at its conclusion the subject was discussed 
at length, with the result that by a unanimous vote the 
convention instructed the board of directors of the in- 
surance association to investigate the feasibility of 
forming a liability insurance concern. The board was 
instructed to take the matter up with the state insur- 
ance department and if found advisable to organize for 
business by the time the law goes into effect July I. 

Officers of the Iowa Hardware Mutual Insurance 
\ssociation were re-elected with the single exception 
of one director, the name of W. B. Baumgartner of 
Dubuque being substituted for that of L. Lindenberg, 
also of Dubuque. The officers are: President, L. C. 
Abbott, Marshalltown ; Vice-President, Joseph Mattes, 
Odebolt; Treasurer, F. R. Currie, Mason City; Sec: 
retary, A. R. Sale, Mason City. Executive Committee 
—President Ex-Officio; H. F. Leibsle, Des Moines; 
Th. N. Petersen, Council Bluffs. Directors—Jacob 
Seither, Keokuk; C. R. Keating, Mt. Ayr; R. J. 
Breckenridge, Brooklyn; A. F. Mueller, Webster 
City; Wm. McQuesten, Muscatine; Geo. A. Bieber, 
Fort Atkinson; W. B. Baumgartner, Dubuque. 

At 10:30 a. m. the Iowa Retail Hardware Associa- 
tion reconvened and listened to the following address 
on “Advertising” by C. H. Weller, President of the 
lowa Ad Club: 

Address of C. R. Weller, President of lowa Ad Club. 
SOME POINTS ON ADVERTISING. 

Don’t spend too much money in advertising. Perhaps 
you will be surprised that a representative of an oragnization 
which stands for the promotion of advertising should begin 
an address upon that subject in such a way. But that is just 
what I mean. An expert has estimated that as much as a 
billion dollars a year is spent in the United States for adver- 


tising. Another figures that about 12 percent of this amount 
really brings results. The rest is wasted. Isn’t it about time 


that someone said: “Don’t spend too much money in ad\er. 
tising?” Advertising is an agency for the promotion. of more 
and better business and if it is only 10 or 12 per cent-effec:;,, 
does it not seem as though something were wrong? 

The remedy for this disease may be said to lie in a wig; 
spread misconception of what advertising really will a, 
should do. Some business men look upon it as a gigant; 
speculation. They think it is worth while to:gamble on wh; 
it will do.. They are, aware that advertising: sonfétimes bring, 
remarkable »returns. ahd: they think they.. wiltstry: it. O:he; 
business men are entirely too sanguine as to. what advertising 
will do. They seem: to believe that all that .is-mecessary js , 
buy a stock of goods, get it on. the shelves..and advertise ;; 
Customers will hurry in and buy off .the:stock: Still others 
do not have any confidence at all, or. at least very little con; 
dence, in advertising. _They have tried it. sometime and th, 
results were not what they expected and they will have n. 
more of if. What’is the trouble? Is it important to discoy: 
the truth? 

Advertising- is not yet a.science. A science implies « 
known series of rules and laws that work and will- work 
more or less invariably. We don’t know much yet about th: 
principles of advertising—not very much. Even the best 0: 
our writers on the subject are still vague and leave much t 
be desired in the way of definiteness. But gradually we ar 
beginning to understand the: subject better. ‘The Associate: 
Advertising Clubs of America are studyitig the subject fron 
most practical points -of. view, “ They: are realizing the im- 
portance of it and are trying’ to discover how they may mak 
their appeal for effectiveness: Not-a few of the universitie: 
and colleges are introducing the subject of advertising int 
their courses of study. Our work at the University of Iowa 
is rather typical of what these institutions are doing. . Perhaps 
some of them have advanced rather farther along the same 
lines. At the University we. have three or four graduat 
students in our department of: psychology engaged in investi 
gations and research in the laws: and ‘principles of advertising 
appeal. The. same process is going on in many institutions 
and some day we shall know about these things with greater 
exactness. Then we have an undergraduate course at the 
University. About thirty students are pursuing it under the 
joint instruction of Mr. Harwood and myself. In this course 
we are trying to impart something as practical as we can of 
these same laws and principles which the advanced student 
has discovered and is discovering for us. 


I speak of these things to show that the subject is becom 
ing recognized as more and more worthy of attention, not 
only on the part of business men, but on the part of educa 
tional institutions. It is clamoring to obtain a place as a 
science. Now what does science mean to the man in practica 
business? It means that it is time for him to take account 
of stock and see if he is looking upon advertising in the right 
way. Unless circumstances are unusual a merchant who says, 
“T will not advertise,” has signed his death warrant. His 
demise is only a matter of time. In fact the sooner he dies 
the better, for he is taking up space. The man who regard: 
advertising as a gamble and who throws his money right an: 
leit in the hope that some of it will be “a bread upon the 
waters to return after many days,” is also wrong. To come 
to the point at once, the intelligent merchant will look upon 
advertising as a regular part of his sales plan. He will 
regard it as just as important as one of his clerks—more 
important than most clerks—and work out his whole system 
of salesmanship with advertising in. This means that he will 
recognize the part that advertising plays in the distribution 
of goods, and will stop advertising at random. If you want 
to realize better just what part advertising should play in 
merchandising, I know of nothing better than to suggest the 
reading of Cherington’s “Advertising as a Business Force, 
recently published under the direction of the Associated 
Advertising Clubs of America. One of the first things Mr 
Cherington does is to emphasize the need of analyzing the 
product which one has to sell and the field available befor« 
one begins to put his money into advertising. He quotes a! 
instance which is well worth repeating, I will give it in his 
words. 

“A canner of baked beans had been advertising for som« 
years that his beans were the best canned beans that could be 
produced. In spite of careful devising and skillful executio1 
of his advertising plans his sales increased only moderately 

“One day he—or his advertising agent for him—made a1 
analysis of his market. His methods of analysis and hi 
figures are his own secret. But he found something like this 
About 60 per cent of the families in ‘his market’ did not us¢ 
baked beans at all as a regular part of their diet. About 2/) 
per cent preferred to bake their own beans, and about 10 pet 
cent of the possible trade was in the hands of his competitors 
Then he saw a great light. He had been advertising merely tc 
keep a 10 per cent of the possible bean trade of his region 
which he already had, but he was making no effective appeal 
to 80 per cent of the possible trade. He had analyzed his 
product, but he had not made a study of his possible market.” 

How this investigation influenced the sales plan and the 
advertising plan I shall not stop to discuss now. The point | 
want to make is that this firm analyzed its product and its 
field. It found that it was wasting both in its selling and its 
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Is it not evident that the fullest knowledge must 
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ee hand in all those matters and that the sales plan must 
he co-ordinated? There must be team work if the fullest 


restiits are to be obtained. ’ 

‘ow many, I wonder, of the merchants in the state of 
Iowa have ever analyzed their possible field of distribution 
pefore entering upon an advertising campaign. Is not the 
following the usual procedure? Mr. Merchant orders and 
received an invoice of certain kind of goods. He has decided 
that he can sell about such a quantity. He sets the goods on 
his foor and leaves his sales force to sell them. In comes an 
advertising solicitor. He says, “Don’t you want to take some 
advertising today?” Mr. Merchant says, “No, I guess not. 
Business is dull these days. I can’t afford to put in any 
money on advertising.” Mr. Solicitor looks around and sees 
this new stock of goods. His eyes are opened for doing 
business. He says, “Don’t you want to put in an advertise- 
ment about this new stock?” Mr. Merchant says, “Well, you 
might run a small ad for this week.” Then he dismisses the 
subject from his mind until the newspaper bill comes in; then 
he growls either to himself or abroad bécause he has wasted 
this amount of money. 

Now what should he have done? We will suppose that 
he knows to a tolerable certainty that about the quantity of 
goods which he has ordered can be sold in his trade territory. 
I say, suppose he knows. As a matter of fact he may have 
made the wildest kind of a guess; but suppose he knows. 
Now if he wishes to dispose of his goods at the least possible 
expense for overhead charges, including wages of clerks, he 
cannot do better than look carefully over the territory, see 
who will want these goods and how much will be demanded 
by each person. Having done this, why should he not inform 
his customers as directly and forcibly as he can just what 
these goods are and why the customer should purchase them? 
If he takes advertising into his service, does it thoughtfully 
and with as much intelligence as he used in purchasing the 
goods and as he will use in trying to sell them off the floor, 
his expense should be correspondingly decreased. If the ad- 
vertising is done effectively, two-thirds of the seiling has 
already been accomplished. Stated another way, this means 
that a large part of what he pays for clerical help is saved by 
his advertising, for the customer has made his decision before 
he has entered the store. 

This is not a very clear statement, I fear, of what I wish 
to say. I am anxious to make the point, and that really is the 
one point which I am eager to impress at this time. I am 
anxious to make the point, I say, that the advertising should 
be done deliberately and as a regular part of his sales plan 
and that it should not be taken out merely at the solicitation 
of the newspaper man. ~I believe that the man who does this 
is almost bound to succeed. 

An excellent example of what can be done by taking 
advertising into one’s sales plan has recently come to my 
attention. A certain man with some experience in the store 
of another merchant, but with almost no capital started a 
store of his own. His stock was very small and it was neces- 
sary that he turn it over as rapidly and as often as possible. 
He began with an intelligent sales plan, in this case, to meet 
established competition. This means merely that he had to 
offer good goods at lower prices. Then he told the people 
about it through the newspapers, and he kept telling them 
about -if. The result was that his stock rapidly grew, his 
capital increased, and he had a Christmas business which 
probably equaled or exceeded that of most established mer- 
chants in that city. The plan will work. 

Not long ago I expostulated with a certain merchant 
because he had allowed a seasonable ad to keep on running 
long after it had served its purpose and the season had 
passed. He replied, “Well, I am so busy that I haven’t had 
time to change my ad.” As a result, it appears to me, not 
only did he get no returns for the advertising, which was 
counting up into money, but he actually injured his business. 
\ possible customer read his ad and said: “This fellow must 
be dead. He is telling me something which long ago passed.” 
If a merchant hasn’t time to change his ad, to keep it 
changed, to have something new to tell the public all of the 
time, something is wrong. Ten chances to one if you look 
into his store you will find everything in confusion. Neither 
he nor the clerks know the stock. Ask any of them if a 
certain commodity is on hand, and he shouts across the store, 
“Jim, have we any hose-pipe?” Probably his accounts are in 
the same condition. If a customer enters the store, four or 
five clerks are busy, each over some trifling matter, and the 
customer is allowed to stand ten or twenty minutes before he 
receives attention. If a merchant’s business is in a healthy 
condition, he has time to write new advertising. He must 
take time. It may be, of course, that his method of advertis- 
ing is not the newspapers but his show window; then he must 
have time to change his show window every day or every few 
days. If he doesn’t, sooner or later trade will drop off. 
People like to buy of a merchant who acts alive. 

Just a word now about some details in the matter of 
advertising. In the first place, let me speak about the matter 
of space. In order to be effective it is not always necessary 
that an ad be large. If the investigations thus far have been 
of any definite service, they have shown that quality is very 
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much more important than quantity. In fact, a law seems to 
be very well established. It is called the law of inverse 
squares. Stated simply this means that in order to produce 
twice the result of a small ad a large ad must be four times 
it size. Stated in another way a full-page will sell twice and 
not four times as much as a quarter-page. The quality is the 
most significant feature. One investigator reports a quarter- 
page brought him thirty-two replies. Another quarter-page ad 
with life in it brought him seventy-five replies. The observa- 
tion of this condition should save many a dollar. 

Repetition of a small ad is more effective than occasional 


use of a large ad. That is, a quarter-page ad used for ten 


days will bring better results than a full-page ad used three 
or four days, and will cost much less. 

About copy writing, there is no special mystery, except 

«that one must remember consciously or unconsciously the 
stages in an advertisement’s influence. There are four steps. 
First: Get the attention. Second: Hold the atten- 
tion. Third: Make a definite and favorable impression. 
Fourth: Impel your customer to buy. Humorous and gro- 
tesque ads are rarely successful. Merchandising is a seirous 
business. The customer is looking to see where he can get 
the most for the least money, or the best for the least money. 
Sometimes perhaps one may make a joke to catch the atten- 
tion but he would better look out, or his customers will read 
no further than the joke. Then the joke is on the merchant. 

The list of details might be continued indefinitely, but 
time will not permit. Let me enfphasize again the main point 
upon which I wish to insist—that the advertising should be 
made a part, and regularly recognized as a part of the sales 
plan; that it should not be done merely at the request of an 
advertising solicitor, and above all that it must be done 
consistently and as intelligently as possible. 

Advertising and selling go hand in hand. An article that 
is well advertised may be two-thirds sold but it is only two- 
thirds sold. Salesmanship on the floor is another serious 
study, but that is outside our present province. The elements 
are easily enumerated. The goods must be of first quality. 
The salesman must tell the truth about them. He must be 
courteous and accommodating. He must be business-like. 
Last, but not least, he must remember, as it has been said I 
believe by John Wanamaker, that “The customer is always 
right.” 

Let me speak briefly of two more things. I want to call 
your attention to the work which the Associated Advertising 
Clubs of Iowa are trying to do. They are interested, I may 
say, in two things: First, the promotion of better and more 
honest advertising in the state. A good ad club in any town 
should help business, should improve advertising, and prevent 
waste. A good ad club should also be a prominent booster 
organization for its own town. These are briefly some of the 
things that the clubs stand for. Secondly, they are interested 
seriously in the great question of advertising Iowa, to the 
end that our own people may be kept here and that other 
people and capital may be attracted here. A year or so ago 
at Waterloo an Iowa State-wide Publicity Commission was 
resolved upon. This Commission, which I had the pleasure 
of appointing, has already done an excellent work and it is 
planning to do more. I regret that time will not permit me to 
state now just what has been done and what is planned along 
this line, but the work is significant. It is going forward and 
it is going to win success. We want to have the co-operation 
and sympathy of every member of this association in the 
work which we have undertaken. Everything that has been 
done by other organizations we wish to encourage. Every- 
thing that is being done we hope to systematize and make 
more effective. The commission has now employed a man to 
carry out some of its plans. You will hear from the work 
later. We should appreciate it very much if you see fit to 
honor our association with a vote of approval and encourage- 
ment in the work of advertising Iowa. 

The second thing I wish to say is this: At the last 
meeting of the general assembly of the State of Iowa a 
moderate appropriation was made for what is called Univer- 
sity Extension. One thing that is in the mind of those who 
are managing this work is that the university may be of 
some practical help to the business men of the state. College 
professors are often supposed to be of an impractical sort of 
men. Doubtless sometimes they are. So far as actual prac- 
tice is concerned, some of us have had it, some have not. 
We are very ready to defer to you men of practical affairs 
in matters of this kind. We believe, however, that there are 
many ways in which the university can be of service to you. 
Along lines of municipal government and service we already 
know that there is much for us to do. What can we do for 
this association? We shall be glad to have you tell us, and 
so far as our means will permit you may rest assured that 
we will endeavor, with all the self-denial we can muster, to 
devote ourselves earnestly to the cause of better business in 
the state of Iowa. 

J. W. Kennedy of New York was scheduled for an 


address but was unavoidably detained. 
The session closed with a discussion of the Question 


Box. 
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FRIDAY, FEBRUARY 20. 

The convention was called to order at 9 o'clock on 
the morning of Friday, February 20, and listened to 
the report of Secretary A. R. Sale: 

Annual Report of Secretary A. R. Sale. 


RESULT OF PARCEL POST LEGISLATION AND AWAKENING TO PRICE 
SITUATION. 

Associated activity of retail hardware people began with 
the rising of the giant combinations of capital that proposed 
to furnish our customers standard goods at practically the 
prices that we were paying for them ourselves. Their litera- 
ture circulating in every school district in the United States, 
brought, first, consternation and demoralization of the indi- 
viduals engaged in regular trade, and finally organization to 
meet the advances of these powerful foes who dominated the 
sources of supply and attempted to monopolize the avenues 
of distribution. 

What has been accomplished in the past sixteen years by 
the two parties to this contest forms the history of the 
affiliated associations of the National Retail Hardware Asso- 
ciation and that institution itself. One of the greatest battles 
of this fifteen years of warfare was the one which was fought 
over the issue of the parcel post. 

Money, eloquence, discussion, untold volumes of corre 
spondence, never-ending pages of editorials, pamphlets and 
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papers, conferences, investigations and reports made up the 
ten years’ campaign. Money and a manufactured public senti- 
ment won a signal victory over association efforts, but the end 
is not yet. A demoralized public service is already. calling on 
the government for special appropriations to bolster up a post 
office department swamped with merchandise. Warehouses, 
billing clerks, dray lines and freight trains are demanded to 
care for a service originated for the carrying of written and 
printed communications. And in the end, as was predicted 
by experts, the people at large will be mulcted to the tune of 
many, many millions for the benefit of the mammoth retailers 
who have been subsidized to prey upon the logical channels 
of trade, which gave to the country natural trading centers in 
every county of the Union; the ideal being, evidently, to 
further centralize all distribution from the great centers of 
wealth and population and destroy the local merchant system 
for one that would foster the European plan of petty shop- 
keepers and itinerant peddlers. 

In the face of such a coalition of power and millions, 
government and capital arrayed against him, the plucky little 
retailer turns to his natural coadjutors for advice and assist- 
ance and they with far-away smiles sing him the song of 
“Service,” “Salesmanship,” “Personality,” “Proximity” and 
“Accommodation,” while he in turn is demanding the price. 
He turns the pages of the picture-book and he finds it there. 
You know it, we know it, everybody knows it. His customer 
knew it before he left home by the last edition, or by phone 
from the neighbor who has one. The manufacturer, his 
broker, or the jobber who handles his output made that 
picture-book price and the retailer now demands that he be 
furnished the facilities for using it. 

Our national officers, through their Trade Relations Com- 


mittee, have been doing heroic work to bring this sit, |, 
clearly to the minds of the big producers and the big ; rib. 
utors, and many concessions have been made and many ....... 
promised. But really little has been accomplished. 7 
the retail merchants lack co-operation. Our efforts shou be 


to this one goal: That we be allowed the same privileg.. }, 
the producer that our retail competitors are now enj. »¢ 
The situation is chaotic. The picture-book men handle |... 
than 25 per cent of the factory output, yet their publ:.jje, 
prices betray a purchasing price that is an unknown qua::jty 
to the retailers who dispose of 75 to 80 per cent of the entire 
manufactured product. 

Such conditions cannot remain permanent, with the { 
ties for distribution being cheapened and simplified for ;}. 
long distance retailer by a series of modifications of he 
government service which reduces prices of parcel po<i:ve 
increases weights, and in every way caters to the people who 
instigated, fostered and are the recipients of a govern: 
beneficence, which unblushingly ignores the interests ; 
small retailers and the community life that they repres:yt. 
smiles patronizingly on the dear people, and winks at :}, 
plutocratic retailer as he steps from his limousine at 10 « y 
to read the ticker in his private office. 

The smile that broadens his heavy jowl betokens no gid 
to the business of thousands of small retailers located on th, 
steel roads radiating from his establishment. 

This picture is somewhat pessimistic, but judging 
the tone of the discussions at Jacksonville, the editorials ;; 
the trade press, the utterances of the Chairman of the Track 
Relations Committee of the National, the tenor of the discus 
sions in this season’s conventions, the tone of the larg 
number of questions in the Question Box list, the constant 
inflow of correspondence, it must be nearly the situation and 
very close to the eternal truth.. President Ireland of 
National in his address to the Secretaries in Chicago 
October said as follows: 

“In going over the country on convention work, | 
find the one thing most needed by the smail retailers 

is information as to where goods can be bought at 

competitive prices.” 

We are, like the Children of Israel, awaiting a Moses | 
lead us out of the Wilderness to the Promised Land of 
Fair Competive Price. * * * * * 

THE NEW ASSOCIATION OF SECRETARIES. 

On October 14 and 15, there was convened the first annual 
meeting of “The National Association of Retail Hardware 
Secretaries” at the Hotel LaSalle, Chicago. Two days were 
devoted to discussion of the work of the associations repr: 
sented by twenty-one secretaries present.and a number of 
state presidents and officers of the National body. 

This meeting was rather severely criticised by some 0! 
the trade press publications because of an alleged effort | 
make the sessions executive, or in other words to exclude the 
trade press representatives. No such action was taken at thi 
meeting and if anyone interested was refused admission, such 
ruling was not made known to the body of. secretaries present 

The Hardware Reporter, in one of its final spasms befor« 
giving up the ghost, proposed the theory that the organization 
which was then just formulated was launched to usurp th 
National Association and carry on an inner circle work to 
control that organization and its various activities, including 
the publication of the Bulletin. 

But those pipe dreams of a short-copied reporter ar 
probably inspired on a general theory that the hardware publi 
are to be amused as well as informed. As a matter of fact 
the new organization is but the putting on of a little more 
stylish dress and more dignified and stately demeanor by the 
old conferences as they were called for a number of years 
and probably the assuming of all the paraphernalia and func 
tions of a distinct organization, with constitution, by-laws 
and officers, with annual dues, etc., is rather of an impediment 
than a help to the real work of the conferences. They had 
formerly been characterized by short, terse discussions of th 
problems confronting the secretary. But being now 
National organization the secretary felt called upon to inflict 
us with an annual address which consumed nearly one-half 
of our first session, which illustrates nicely the amount of 
lost motion that arises in using a big machine to do a simple 
job, like the fellow who waits ten minutes at the passenge! 
elevator to get up to the second floor. 

Prominent among the topics discussed at the meeting 
were the following: Annual dues; amount, when delinquent 
how collected; pro-rating dues. Exhibjts: “Prices of space 
Diversified goods, Convention buying and prizes. Introduc 
tion of new lines. Demonstrations, division of time betwee! 
program and exhibits. Contracts. Collections. Closed an¢ 
Open sessions of the Convention. Local Associations, their 
management and relation to the State Association. Informa 
tion Bureau at the National office on Competitive Prices 
Freight bill auditing and overcharges. Bad debt collections 
Employment of an expert buyer in the National office. Plans 
for securing co-operation of members in Convention discus- 
sions. The development of The National Hardware Bulletin 

Following the two days conference the Hardware Mutual 
Secretaries, ten in number, were in conference on October 16 


a.<— = 











| of the Presidents of the Mutuals were also in attend- 

\mong the topics discussed were the following: Why 

se a perpetual re-insurance policy instead of one for 

risk? I would like to hear a discussion as to whether 
any practical plan can be found whereby we can verify 
which are given when application is made for insurance. 
id we adopt special clauses and permits to be used uni- 
lly and concurrent? Can we do anything to eliminate 
ites? Can we arrive at an understanding as to the class 
sks we shall carry. Would it be wise to cease writing 
ies on general stock, covering dry goods, clothing, boots 
shoes, etc.? Is it wise to use the three-quarter clause? 
id the Secretary adjust losses? What factors determine 
nercentage of Return Premiums of Dividends? Should 
iware Mutual Policies bearing a dividend of 35 per cent 
more be written at usual long term rates on mercantile 
> At distant points how can co-operation in adjustments 
t be secured? When an adjuster remarks, “assured will 
pt cash discount for prompt check,” should the discount 
deducted if pre-payment is made? Should the tariff or 
ird rate be insisted on? When, if ever, do you cancel at 
t rates? Where fire loss occurs, how large a portion of 
the policy must be destroyed to cause total cancellation? If a 
loss equalling say, 25 per cent occurs, should a return pre- 
um or dividend be paid at expiration, on total premium? 
Shall not this body go on record as opposing the present 
xcessive state taxes and insurance fees? Would you favor 
federal supervision or a national insurance department a3 
preferable to the present chaotic conditions? Should not the 
Hardware Mutuals have a minimum price for policy of, say 
$1.00? When rebate claims made on account of reduced 
rate, should rebate be figured from receipt of letter or should 
time previous to receipt be allowed if claimed? Before finally 
accepting a risk do the several offices have an office form of 
qualifying questions by which the risk is carefully scrutinized? 
If so what is your list of questions? What maximum amount 
f carbide allowed? How do you figure rates on property of 
which you have no rating? 
TRADE PROSPECTS FoR 1914. 

Prospects for the coming season’s trade in Iowa are 
ertainly good. The government crop reports shows Iowa’s 
corn crop to be 340,000,000 bushels, the ranking state, Illinois 
heing second with 285,000,000 bushels, these two states yield- 
ing 25 per cent of the entire corn crop of the country, which 

given as 2,500,000,000 with an estimated farm value of 
$1,750,000,000, the highest value of any corn crop ever pro- 
duced in this or any other country, the nearest being the 
crop of 1909, which fell below 1913 by $300,000,000. Iowa’s 
share of this vast sum if marketed at the farm price of 70 
ents would be $238,000,000,.or about one-seventh of the total. 

These figures are all the more encouraging when we 
remember the dry weather and the short crop talk of the late 
summer and early fall. The average yield in Iowa is placed 
at 34 bushels per acre, or only. nine bushels below 1912. 
lowa’s yield is 11 bushels above the average yield of the corn 
producing states. And the average acre is valued at $24. 

When we reflect that 25 per cent of the 1912 crop is still 
on the farm, or, at least, this is the government estimate, and 
the further fact that 75 per cent of the 1913 crop is there for 
feeding, and that 50 per cent of the balance is in the bank in 
the farmer’s name, it would indicate good business for 1914. 
With this goes another good indication for the 1914 crop. 
The Iowa farmer was plowing until nearly Christmas Day 
and the winter up to the present has been a most favorable 
ne for stock and medium expense in operation. 

Oliver Bros., the largest purchasers of Hardware prod- 
ucts, in a recent letter to hardware jobbers say: “Funda- 
mentally speaking, and overlooking for the moment any 
particularly dark spots upon the surface, and viewing the 
ountry’s mercantile or commercial interests in a broad sense, 
we should say that natural conditions are sound with great 
possibilities for profitable development.” 

The cause for the depression hanging over the market, 
particularly the banking and large corporate interests, are 
ilmost entirely political, and we might say sentimental. 
These causes are, the tariff changes, the currency question 
ow before Congress, the Federal Government’s efforts 
towards the regulation of the so-called trusts, combinations 
ir agreements of any kind in restraint of trade, i. e., all 
questions bearing upon the Sherman anti-trust law, and 
inally the Interstate Commerce Commission’s policy towards 
the railroads, and in a measure the Mexican question. 

We argue that when the government’s policy in reference 
to these questions is definitely settled, and understood by the 
anking and business interests, whether or not it should be 
palatable to those interests, we will probably move forward 
vith one of the strongest waves of prosperity in the history 
{ this country. 


The Question Box was again taken up and was 
followed by the reports of committees, a considera- 
tion of unfinished business and-the election of officers. 

The officers who have served the Association so 
efficiently during the past year were re-elected as fol- 
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lows: - President, C. T. Gadd, Des Moines; Vice- 
President, W. J. Deering, Atlantic; Secretary-Treas- 
urer, A. R. Sale, Mason City. 

Three new names appear in the Board of Directors, 
G. S. Merriman of Keokuk, Frank B. Lomas of Cresco, 
and M. Klauer of Akron. The complete Board of 
Directors is: G. S. Merriam, Keokuk: W. S. Thomas, 
lowa City; E. M. Healy, Dubuque; Frank B. Lomas, 
Cresco; E. H. Schilling, State Center; Geo. Haw, Ot- 
tumwa ; C. T. Gadd, Des Moines; A. J. Hoffman, Mur- 
ray; W. J. Deering, Atlantic; W. F. Mueller, Fort 
Dodge; M. K!auer, Akron. 

At 2:30 p. m. the Board of Directors held their 
organization meeting. 


—_—_ 


CONVENTIONALITIES. 

The R. E. Dietz Company, New York City, dis- 
tributed propelling lead pencils. C. K. Woodburn 
was in charge. d 

The Coleman Lamp Company of Wichita, Kansas, 
showed their Air-o-Lite gasolene lamp, and had a very 
attractive exhibit in charge of F. H. Day. 

C. G. Watrous of North Chicago, Illinois, was ex- 
plaining the merits and advantages of the tinners 
furnaces made by the Double Blast Manufacturing 
Company. 

R. J. Schwab & Sons Company, Milwaukee, showed 
their line of Gilt Edge warm air furnaces as well as 
a hot water heater and a steam heating boiler; all in 
charge of their W. Gunton. 

L. C. Matthews of South Bend, Ind., one of the 
inventors of the Range Eternal, came on to Des 
Moines to assist their V. F. Holihan in entertaining 
their many friends in Iowa. 

George M. Clark & Company of Chicago, Illinois, 
showed several styles of oil stoves and ranges, and 
their J. G. Harvey was busy demonstrating these 
stoves to their many visitors. 

The Iowa retail hardware dealers who visited the 
warerooms of the Luthe* Hardware Company of Des 
Moines were rewarded by being presented with a high 
grade pocket knife of neat design. 

Frank B. Ungar, representing the Ludlow Saylor 
Wire Company of St. Louis, Missouri, was a very 
busy man, as he was distributing flies so close to na- 
ture that many thought they were the genuine article. 

The Wise Furnace Company of Akron, Ohio, had 
an exhibit showing the popular Wise All-Cast Warm 
Air Furnace, as well as the Steel Plate O. K. Fur- 
nace. Their interests were looked after by W. S. 
Armstrong. 

The Excelsior Steel Furnace Company of Chicago, 
Illinois, had a complete exhibit of their double wall 
furnace pipe and a complete line of warm air regis- 
ters. Their interests were looked after by E. W. 
Noah, and Ed. Granberg. 

“Andy” Collins, the popular representative of the 
Majestic Malleable Range Company of St. Louis, 
Missouri, received a vote of thanks for his thought- 
fulness in sending a monster bouquet of beautiful 
roses to the table of the President for Wednesday’s 


. 


session. 
The Ringen Stove Company of St. Louis, Missouri, 
had a very attractive display of their different style 
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of enameled stoves and ranges for different fuels, 
including those for burning coal, gasolene and oil. 
Their interests were looked after by L. O. Bernicke, 
and R. L. Dieckoff. 

The Coldwell Lawn Mower Company of Newburgh, 
New York, decorated their booth with a beautiful 
oil painting showing a Cold Well in a field which was 
being mown by one of their lawn mowers. They also 
showed one of their mowers in operation by electric 
power. G. A. Metcalf had charge of their interests. 

The warm air furnace business and retail hardware 
business apparently are closely allied in the state of 
Iowa, as. there were no less than 18 distinct lines of 
warm air furnaces on exhibition at the Hardware 
Show at the Coliseum at Des Moines, lowa, in con- 
junction with the Retail Hardware Dealers’ Conven- 
tion. 

Walter bivins, the popular lowa state represen- 
tative of the Meyer Furnace Company and F. Meyer 
& Bro. Company, Peoria, Illinois, was very much 
missed and his many friends in lowa were pleased 
to learn that he is at present on the road to recovery 
from his serious illness and will soon be calling upon 
them. 

Richards & Wilcox Manufacturing Company of 
Aurora, Illinois, gave a conspicuous place to their now 
well known slogan “We do not sell catalogue houses.” 
They showed a full line of their various hardware 
specialties and door hangers, and the many friends 
of this company were welcomed by their M. H. Mel- 
rose, A. E. Ryall, Guy Barber, and W. G. Newman. 

One of the most prominent and accessible exhibits 
was the joint display made by the Meyer Furnace 
Company and F. Meyer & Bro. Company, both of 
Peoria, Illinois. They showed a sectional cut-away 
Weir Steel Plate Warm Air Furnace, and their Handy 
Double Wall Furnace Pipe in all its styles and ramifi- 
cations of elbows, tees, headings, heels, joints, ete. 
This exhibit was in charge 6f Chas. F. Uhlig, assisted 
by Christ Streibech. They were very profuse in the 
souvenirs they were distributing, which consisted of 
watch fobs, flag pins, propelling lead pencils, paper 
clips, and memorandum books. 





NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION MEETS AT ROCHESTER. 


The Twelfth Annual Convention of the New York 
State Retail Hardware Association was held at Roches- 
ter on February 17-20. 

In his annual address President James F. Williams 
of Baldwinsville touched on fire prevention in a hard- 
ware store, the workmen's compensation law, a reduc- 
tion in first-class postal rates, which he advocated, and 
the catalogue houses. 

“The enormous profit that the government is mak- 
ing on first-class postage,’ said Mr. Williams, “is not 
being used to meet general expenses, but, to use the 
words of former United State Solicitor-General Bul- 
litt, ‘to make up the deficit caused by the loss on sec- 
ond-class mail,’ and hence is in effect a subsidy col- 
lected from our 90,000,000 people for the benefit of 
fewer than 30,000 periodical publishers, most of whom 
have descanted eloquently against all special privileges 


save this one. Much more might be said about thj: 
matter, but these glaring inequalities in postage rates 
should be settled right and be settled soon.” 

Speaking of the catalogue houses, Mr. Williams 
said: 

“The catalogue houses no doubt have a strong at. 
traction for many of our people, because they sen 
catalogues filled with cuts and overdrawn descriptions 
of their goods, and offer every inducement possible to 
get orders by mail; yet through the untiring efforts of 
the American Fair Trade League, of New York City. 
for honest advertising, and of the Committee on Fair 
Trade Relations, under the direction of our nationa! 
secretary, Mr. Corey, I think you must agree with me 
that the catalogue house is on the wane.” 

The program included the reports of delegates, and 
of the secretary, treasurer and Finance Committee, an 
address on “Credits, the Basis of Modern Commerce,” 
by J. H. Tregoe, of New York city, secretary of the 
National Association of Credit Men, and another on 
“The New York State Workmen’s Compensation 
Law,” by John A. Robertson, of the Eastman Kodak 
Company. 


TRADE=MARK PATENTED. 








The Hero Manufacturing Company, Incorporated, 
Philadelphia, Pennsylvania, have secured United 
States patent No. 52,128 for a 
trade-mark in Class 13, for hard- 
ware, plumbing and steam-fitting 
supplies. The particular descrip- 
tion of goods to which the trade- 
mark will apply is sheet metal 

52.128 sprinkler-roses, sheet metal spouts, 
sheet metal nozzles, sheet metal can-screws, sheet 





metal can screw-caps, sheet metal shipping screws, 
sheet metal lemonade shakers, sheet metal salt and 
pepper tops, sheet metal drinking cups, sheet metal 
collapsible cups, sheet metal funnels, sheet metal dip- 
pers, sheet metal tea strainers, sheet metal coffee 
strainers and sheet metal numbers. The Hero Manu- 
facturing Company claim use of this trade-mark since 
the year 1883. 





—_ — 
> 


NEW COLDWELL SELLING FEATURES. 





A new selling feature in lawn mowers is pointed 
out by the Coldwell Lawn Mower Company, New 
burgh, New York. This is the Coldwell demountable 
cutter for horse and putting green mowers. Two or 
more of these cutters go with each machine. One cut 
ter can be taken out and another attached in less than 
a minute, in the same manner that spare blades are 
fastened in a safety razor. 

The company calls attention to two other selling 
helps which they claim dealers cannot afford to be 
without if they handle lawn mowers. One is the 
Coldwell name and the other Coldwell “quality.” Cold- 
well lawn mowers are claimed to make satisfied cus- 
tomers and insure permanent business from them. It 
is stated that the standards of this line are the same 
in every one of the 150 styles and sizes that are man- 
ufactured by the company. A complete catalogue de- 
scribing the many styles and sizes will be mailed on 
request. 
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Twentieth Annual Convention of 
Michigan Retail Hardware Association 











“\Velcome Hardware Men” was the slogan adopted 
hy the residents of Kalamazoo during the four days 
while the Michigan Retail Hardware Association was 
holding its Twentieth Annual Convention in that city 
and the sentiment was backed up by a showing of 
genuine hospitality. In the matter of attendance the 
meeting this year was ahead of any previous gathering 
of the Association, and the interest shown in the con- 
vention proceedings is evidence of the capacity of 
those who made up the program. The Hardware Ex- 
hibit was heid in the new state armory and in the 
number and class of displays left nothing to be desired. 
In fact, it was pronounced one of the most complete 
displays of the year. Every booth was filled and the 
decorations were tasteful to a degree. 


TUESDAY, FEBRUARY 17. 


Following the formal opening of the Hardware Ex- 
hibit and a meeting of the Executive Committee in 
the morning, the Convention proper was called to 
order in the convention hall of the new Burdick Hotel 
by President Fred A. Rechlin, of Bay City, at 1:30 
p.m. on Tuesday, February 17. 

\fter the invocation the delegates joined in singing 
a revised version of “Michigan, My Michigan,” led by 
State Treasurer William Moore of Detroit. 

Immediately after the song President Rechlin was 
presented with a handsome gavel, a symbol of friend- 
ship, brotherhood and truth, by the delegates. The 
president then made a brief speech of acceptance. 

Mayor A. B. Connable, of Kalamazoo, welcomed 
the delegates to the city, officially turning over the 
kevs of Kalamazoo to the delegates. President James 
Grant, of the Commercial Club, who followed the 
mayor, complimented the delegates on the impressive 
way in which the convention was opened and extended, 
for the citizens, a cordial hospitality. 

J. H. Whitney, of Merrill, responded excellently to 
the two addresses of welcome. 

President Rechlin then delivered his annual address: 

Address of President Fred A. Rechlin. 


Officers and Members of the Michigan Retail Hardware 
\ssociation : 
Men are growing more associated ; 
You can see it in this meeting, 
Indicated by the emblems worn, 
By the hundreds that you are greeting. 
Have you seen the hardware button? 
Here it is upon my coat, 
_And ’tis fraught with deeper meaning 
Than a passing glance would note. 


_ In looking over this audience before me, I see many 
tamiliar faces, and it makes me feel at home. It is with no 
small pride that I point back to the small gatherings that 
were held twelve years ago when I joined this Association. 
It’s been more than just Association to me—it has made me 
interested in the work, it has made me many friends and 
business acquaintances. I do not think I have missed a 
convention during this time, for it has been a part of my 
dusiness, 

‘ Through all these years I have watched the Michigan 
Retail Hardware Association grow, until it now numbers 





nearly 1,000 of the livest, brainiest and most progressive 
hardware men of the state, who have gathered here from all 
parts of the state to attend their Twentieth Annual Con- 
vention. 

It affords me great pleasure to greet you here this after- 
noon. I hope your stay here during the convention will be 
profitable to you, as well as the Association, that the discus- 
sions will interest you and you will assist us to try and solve 
some of the problems that are before us. 

The hardware man of today has attained a position of 
prominence in the eyes of the commercial world. He has 
kept strides with other great industries that have developed 
in the past few years. And now let us put our shoulders to 
the wheel and keep in the front rank, keep the hardware 
trade where it belongs, keep up the fight for better business 
and a fair dal to all. 

OUR ASSOCIATION, 

The Michigan Retail Hardware Association has had a 
splendid growth this past year, and the officers have been 
kept very busy the entire year. It has been a great pleasure 
to me to be surrounded by such an able set of officers, who 
have given their time to this good work, and I cannot help 





President Fred A. Rechliin. 


but commend and thank them at this time for their loyal 
support. 

The year has been a problem to many of us in the hard- 
ware trade. The year started right and just about the time 
when Nature began pouring out her abundance of crops and 
everything Jooked as though it was going to be a banner 
vear, the pessimist started going around the country calling 
“hard times” and “panic.” It went from coast to coast; 
everyone got the fever and hung onto their pocketbooks; it 
was like a run on the bank. But, thank God, the confidence 
of the American people has been restored. The tariff and 
currency bills have passed and men are being put back to 
work by the thousands and by spring we will find the hegin- 
ning of the best and most prosperous year we ever had. 

Be a booster, tell the people that business is good, say it 
and say it until you convince the calamity howlers that there 
is no such a thing as “panic,” that they have made a mistake 
and you can prove it for business is good. 

Your Association was also well represented 
National Retail Hardware Convention held in Jacksonville, 
Florida, last March. It was a very interesting meeting. You 
no doubt have all read the complete reports in the Bulletin 
and other hardware publications. We brought back with us 
our brother Charles A. Ireland, of Ionia as the National 
President, which is a great honor to this Association, to have 
the National President among its members. 

We have inaugurated this year a freight auditing bureau 
through the office of our Secretary, where every member can 


at the 
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send his freight bills and have them audited and collect the 
overcharges and damages. This service costs you nothing 
and we hope you will avail yourself of it. 

In October your secretary and I attended the National 
Secretaries’ conference in Chicago, and took an active part 
in the conference and gained some valuable knowledge that 
will be of use to this Association. 

Your exhibit committee has been a busy one. When | 
walked into the exhibit hall and saw all the work done, I 
could not help but admire the men who are so able to do the 
things they start out to do; they deserve a vote of thanks. 

When you look at the program and see what the enter- 
tainment committee has in store for you, you will say how 
do they do it, and that they deserve a place on the roll of 
honor 

PARCEL POST. 

The National as well as the state associations has done 
its best to prevent this condition, but it is here to stay. We 
cannot lie down and let the trade send to the large mail order 
houses for their goods, but every hardware merchant must 
now equip himself to its use. Get out letters, circulars and 
catalogs to your customers, so that they know that you can 
serve them by mail as well as over the counter. 

Establish in your store a parcel post department; that is, 
have some one who will take charge of the correspondence, 
who knows the weights of the different goods that you can 
send, also the cost of carrying to the different zones. 

It is a new area that the merchant finds himself in, and 
I think if it is handled intelligently you can get the business. 
It is just a matter of education, and in this age when every- 
body can read and write, and with the literature that the 
mail order houses are sending out, the public is being edu- 
cated to buy from illustrations and sending money for goods, 
let’s get some of it. 

Why should they send 100 to 500 miles for hardware 
when they can buy it only a few miles from their home, save 
postage and get quick service? 

PRICE AND DISTRIBUTION, 


The price of today holds our very existence in a balance 
The merchants of this great country are an evolution of the 
times; they are the servants of the people and serve them 
with merchandise in any quantity at the time when they 
want it. 

What attracts the people to the so-called mail order con- 
cerns? Surely it is not the quality of merchandise. Nor can 
it be the service. So it must be the price. We can show them 
our merchandise, let them see it with their own eyes, feel 
it with their hands, and, what is more, they can try it before 
they buy it. We can give them the best service in every way. 
But we cannot always give them the price, for if we take the 
published price and just allow a percentage for our service, 
can we exist? No! 

We cannot employ intelligent sales people and keep the up- 
to-date stores that the people of today demand. We cannot lie 
down and let the catalog houses and large trading centers get 
the business. We have got to make a strong effort to get the 
price, study this situation carefully and become better ac- 
quainted with the line of goods we are selling, both in quality 
and price. 

And if you cannot meet the catalog competition take it 
up with your jobber or manufacturer and see rf they cannot 
give you a better price. 

There are some solutions to the price problems such as 
local organizations, buying together, co-operation and quan- 
tity buying, cash discounts, etc. No doubt this will be taken 
up in the question box. 


ADVERTISING, 


We must endorse the movement of the Fair Trade 
League, by getting our local newspapers to put before their 
readers the necessity of buying at home and from local adver- 
tisers. 

Co-operate with the advertising clubs which are working 
for honest advertising. We must all carry local advertise- 
ments of the national advertised goods if we wish to get the 
benefit of the demands they create. I do not know the con- 
ditions of your business, I do not know how determined you 
are to increase your business, I do not know what resources 
you have to get more business, but I do know this, that we 
have cast aside the candle-light, the oil papered windows 
and the mail coach. We are living in the Twentieth Cen- 
tury and the Twentieth Century means speed, dispatch and 
activity. If your business would have a natural growth of 
say 50 per cent in the next five years, good advertising can 
accomplish it for you in ‘half the time. It accomplishes in 
one year what would otherwise require three to five pe. 


ONE-CENT LETTER POSTAGE 


We ought to, each and every one of us, endorse the one- 
cent letter postage that the one-cent letter postage association 
is trying to bring about. The rate of an ordinary letter from 
New York to Buffalo in 1843 was twenty-five cents for the 
distance of 500 miles. The rate was gradually reduced until 
in 1883 when the two-cent letter postage bill was passed. 

There has been no reduction in the first class mail in over 
thirty years; and we know that the one-cent letter postage 





will so stimulate the use of letters that the revenue de: \.; 
thereof will take care of the reduction. 
MUTUAL INSURANCE. 

There are now a number of our mutual companic : 
mitted to write insurance among our members. By taking oy; 
this insurance we are saving 40 to 50 per cent on the pre. 
miums and are having our losses settled more prom tly 
There will be some of them represented at this conver:icy 
who would be glad to talk it over with you. 

In closing there are many things that should not be © \er- 
looked, including the untiring work of our highly estee ie, 
Secretary, Arthur J. Scott, and Treasurer, Wm. Moore, \)}; 
are always ready to do anything for this association, ani 3)! 
the other committees and individual members who have as- 
sisted in making this convention the success it promise. to 
be, not overlooking the work of the officers of the Nationa] 
Retail Hardware Association, nor the co-operation of the 
traveling salesmen. 

And when I lay down the gavel for my successor, I tris; 
you will extend to him the same loyal support that has been 
rendered me. 

And I wish to assure you that this year has been one of 
the most pleasant years of my life, and that the acquaintance 
and friendship that I have formed will never be forgotte: 


A chalk talk on “The Cost of Doing Business,” by 
Curtis M. Johnson, of Rush City, Minn., followed, 
after which the delegates listened to greetings from 
manufacturers, wholesalers, associate members and 
the press. 

The session adjourned at 4:30 p. m. 

WEDNESDAY, FEBRUARY °18. 

The convention was called to order at 8:30 a. m. 
on Wednesday, February 18, the first order of busi- 
ness being the report of Treasurer William Moore, 0: 


. Detroit. This was followed by the annual report oi 


Secretary Arthur J. Scott of Marine City: 


Annual Report of Secretary Arthur J. Scott. 


‘The year which has just closed has been a profitable o1 
for our Association from every standpoint, and in enumerat 
ing the various events which have transpired during that 
period, I will endeavor to be as brief as possible. 

In the first place, our membership has again shown « 
healthy percentage of increase. 

At our last Convention, the Secretary’s report showe: 
908 active members on our list. “Of these forty-six have gor 
out of business; thirteen were dropped for non payment 
dues and six have resigned, leaving 843 of our old members 
still with us. During-the year, we have added 105 new mem 
bers, making a total membership teday of 948. 

This places us within reaching distance of the 1,000 mark, 
and I am in hopes we will come to our 1915 Convention wit 
well over 1,000 members on our list. 

I believe that we now hold second place amongst the stat 
hardware associations of the country, in point of membershi). 
being only exceeded by the state of Minnesota. 

The-105 new members were added in the followin: 
manner : 

Sixteen joined at the last State Convention; 27 have sev! 
in their applications by mail; 39 have been brought in throug! 
the efforts of Mr. F. W. Davis, who has canvassed the stat: 
in the interests of the Hardware Mutual Fire Insurance Com 
panies, while 23 have been brought in through the kind efforts 
of our associate members amongst the traveling men. 

Not only has the membership grown in numbers, but fron 
the nature of the correspondence received by the Secretar) 
it is apparent that a greater degree of genuine interest in th: 
affairs of the organization exists amongst the members than 
at any time in our history. 

While local associations exist in some of-the larger citic- 
I believe that we are not taking full advantage of eur oppor 
tunities in this connection and that in every section of tl 
state, the merchants ought to get together and form som: 
local or district association. There are a great many matter: 
of purely local interest which could be handled by organiza 
tions of this kind and the possibilities which they would ope: 
up for the improvement of local conditions, can not be over 
estimated. I hope that at this Convention the members ©' 
the different local associations now in the field will tell u- 
something of the actual benefits which have accrued to thei: 
membership and will offer suggestions calculated to help th: 
dealers in other parts of the state to get together. 

Our Bargain Sheets this year have attracted a great dea 
of interest and my attention has been called to a number 0! 
cases where members have saved considerable money by tak 
ing advantage of the special offers listed therein. While w: 
have not published these lists as frequently as we did last 
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e have been able to secure a2 larger response from the 
rship and feel that we can safely consider this one of 
jortant permanent features of our organization. 

u have all been advised of the inauguration of the 
Tr: Department to superintend the auditing of the freight 
’ our members. While the returns from this depart- 
may not have been as large as was anticipated, we have 
imber of cases returned to members, amounts equal to 
times their annual cost of membership. 


yc 


me 


-ed by the carelessness of railroad employes in making 
ovt expense bills. I think I am safe in saying that nearly 
ninety per cent of these bills are improperly made out, the 
trouble in most cases being that the point of original ship- 
ment is not shown. 

By keeping continually after our freight agents and com- 
pelling them to see to it that full information is shown on 
each bill, the work of auditing will be greatly facilitated. 

\luch progress has been made this year along the line of 
improving the price situation and the Trade Relations Com- 
mittee of our National Association is entitled to a great deal 
of credit for the conscientious efforts which it has put forth 
in this connection. The National organization realizes that 
one of the most important problems now before the average 
retailer is, “How can I secure prices sufficiently low to en- 
able me to meet all forms of competition ?” 

Through the National Bulletin our membership has been 
apprised of the efforts put forth in their behalf and we ought 
to keep closely in touch with this movement so as to take full 
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advantage of the concessions which are being secured for us 
in various ways through the activities of our National or- 
ganization. I.will not enlarge upon this feature, as we will 
lave with us both President Ireland and Secretary Corey, and 
| am sure that they will have some very interesting informa- 
tion te give us along this line. 

We have received a number of complaints during the past 
year and have given our best efforts to bringing about a satis- 
eer settlement of all matters of this kind placed in our 
hands, 

There is one thing which we must always take into con- 
sideration and that is, the fact that as an Association, we 
must be careful not to overstep the mark in our zeal to 
emecy trade evils. 

The Sherman law is not as explicit as it might be in re- 
zard to the limitations placed upon an organization such as 

urs and we have been very careful to keep within the law in 
king up with manufacturers and jobbers, matters affecting 
ur mutual interests. 

_ On December 18 a conference was held in the city of 
hicago at which the officers of retail trade associations in a 
reat many different lines were present for the purpose of 
msidering ways and means for securing an adjustment of 
llr anti-trust laws, so that associations of retail merchants 
vonld be guaranteed the right to meet and consider problems 
ttecting their business which, in view of present rulings, are 
able to be construed as a violation of the Sherman law. 

After going thoroughly over the matter, it was decided to 
end delegates to Washington to interview President Wilson 
nd to present before him the cause of the retailers of the 

nited States with a view to enlisting his support in the 
raming of legislation that will not prove a menace to the re- 
ailer’s interest. 


One of the difficulties which has arisen in this connection ° 


AMERICAN ARTISAN AND HARDWARE RECORD 41 


Mr. J. R. Moorehead, of Lexington, Missouri, and L. C. 
Boyle, formerly attorney general of the state of Kansas, were 
appointed as a committee to wait upon the president. 

These two men made the trip to Washington the latter part 

of January, and in an exceedingly comprehensive memorial 
set forth the cause of the retailer in an able manner. 
__ The gentlemen, among other things, suggested that leg- 
islation be framed which would specifically give the retailers 
the right to disseminate truthful information amongst their 
members, and further that it should not be considered unlaw- 
ful to give the widest publicity to the business policy and pur- 
poses of all persons, firms or corporations doing an inter- 
state business. 

What the effect of this movement will be it is impossible 
to fortell at this time, but I believe it is a move in the right 
direction, and if the retailers as a class stand together, they 
should get the recognition to -which they are entitled in the 
framing of new legislation and in the amending of old legis- 
lation bearing upon the subject of trusts and combines. 


There have been some matters of state legislation in 
which we are interested during the past year, but I believe our 
Committee on Legislation will submit a report touching speci- 
fically upon these measures, and I will not attempt to do so. 


The Hardware Mutual Fire Insurance Companies have 
continued to confer great benefits upon our membership 

The fire loss ratio was exceptionally large over the United 
States during 1913, and I believe that we should each feel an 
individual responsibility devolves upon us in the matter of en- 
couraging measures which will cut down this enormous waste. 
There are many ways in which we can assist in the way of 
fire prevention, and whatever we do along this line, we must 
remember is. strictly in our own interests. 

Upon previous occasions we have considered the matter 
of incorporating our Association and I now feel that the time 
has come when we should take this action. This recom- 
mendation is based upon precautionary grounds, for I believe 
that we, all of us, ought to feel that the organization as a body 
and not the individual members should be responsible for 
its acts. 

We have all been obliged to give thought during the past 
year to liability insurance, and this item of expense has in 
some cases appeared to be excessive. 

I believe that it would be a good plan to have a commit- 
tee appointed at this Convention to look into the responsibility 
of concerns carrying liability insurance on a co-operative 
basis, secure the lowest rates that will be given to us as an 
organization and submit a recommendation along this line to 
our membership. I believe this has been done in some other 
states, and the result has been a saving to the members. 

We have endeavored to work with the National One Cent 
Letter Postage Association, as our organization has gone on 
record as approving of the campaign which that organization 
has mapped out for cutting down the cost of first-class 
postage. I believe it would be in order to again endorse this 
movement and I also feel that we should endorse the pur- 
poses of the American Fair Trade League, the objects of 
which are set forth as follows: 

1. To aid in the re-establishment and continuance of fair 
competitive commercial conditions. 

~2. To promote honesty in manufacturing, in advertising 
and in merchandising, for the mutual interest of the consumer, 
the middleman and the manufacturer. 

8. To bring to public attention the existing evils in mer- 
chandising methods which operate to the injury of society. 

4. To act as a clearing house of information concern- 
ing trade practices and systems, and legislation relating 
thereto. 

5. To aid in securing the enactment and enforcement of 
laws, state and national, that will— 

(a) prohibit and penalize unfair competition; 

(b) prohibit and penalize dishonest advertising ; 

(c) prevent the elimination of the smaller business men 
by unfair methods. 

6. And to secure to the public the benefits and protection 
of stable, uniform retail prices upon all trade marked and 
branded goods. 

Before closing my report, I would like to take the oppor 
tunity of commenting upon the improvement which has oc- 
curred in the National Bulletin during the past year. I feel 
that every one of us ought to read each issue of this pub- 
lication from cover to cover and keep fully posted on the de- 
velopments in association work which are accurately recorded 
therein. 

I believe the associations are deeply indebted to the trade 
papers for the co-operation which they have extended to us 
and believe that we will all become better merchants if we do 
subscribe to and read these publications. 

Through a Press Committee which has been appointed by 
President Rechlin, we hope to extend every possible assistance 
to the papers in securing a comprehensive report of this 
Convention. 

The work of preparing for this Convention has made 
some heavy demands upon the time of those of our members 
who have acted upon the several committees, many of whom 
have been obliged to make heavy sacrifices to take charge of 
the responsibility placed upon them. 








1 am sure that this Convention will take cognizance of the 
loyal and conscientious efforts which have been put forth by 
these committeemen in our behalf, for they are entitled to a 
world of credit for what they have done. 

The Secretarv’s task has been made easier through the 
degree of co-operation extended to him by the officers and 
members, and | want to publicly thank you for the consider- 
ation that has been shown me in my humble efforts to. work 
at all times for the good of the cause. I thank you. 


Charles A. Ireland, of Ionia, President of the 
National Retail Hardware Association, made an ad- 
dress in which he reviewed association work during 
the year from a national standpoint. 

The next speaker was A. T. Vandervoort, of Lan- 
sing, Michigan, who presented the following paper: 
How to Make the Mail Order House Catalog a Leader 

Instead of a Bleeder. 


Mr. Chairman and Members of this Association: J] think 
we are all agreed that a hardware convention that did not 
take a pass at the mail order proposition would seem like a 
Thanksgiving dinner without turkey, possible but not prob- 
able, therefore when your Program Committee began to 
arrange for this twentieth Convention and reached the mail 
order subject for the twentieth time, they took an inventory 
of their star performers, who had been on the firing line for 
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a generation, and found that they had all been to bat. Be- 
sides foreign talent had been enlisted, for instance our friend 
Norvall, who came up from Missouri three years ago to 
“show us” how to put a crimp in Montgomery Ward without 
interfering with the bested rights of the jobbers, who up to 
that time had done nothing more serious along this line than 
to print in big red letters across their stationery “We Don't 
Sell Catalog Houses.” This bone thrown to the country 
dealer had mighty little meat on it, and I think had about as 
much effect on Dick Sears, George Thorne, the Harris Crowd 
and Bill Galloway as the proposition of the devil did on Christ 
when he took him up on a high mountain and pointing to the 
rolling scenery, that would not support a jack rabbit to the 
quarter section, and the lots in the new addition to Jerusalem 
that would break a man’s neck to fall off from, said: “You 
can have it all if you will only vote for me.” The Committee 
concluded to impress new material and went out into the 
bleachers after some rooter, who could come into the game. 
Well, I got the job, and if I fall down in the attempt, | 
hope you will have as much sympathy for me as the cowboy 
did for the bull which tried to stop the Pacific Express train, 
and, after it was all over, said: “The bull may have used 
poor judgment, but he sure did his damnest.” 

Now, I want to assure you that it is mighty embarrassing 
to tail after the men who have made the Big Noise in the 
past, and I feel a good deal like the Irishman, whom you 
have all heard about. Pat was going home one night with a 
load on, and, attracted by the music and light from a revival 
meeting, drifted in, sat down behind the stove and went to 
sleep. The minister was exhorting on the text of the Sheep 
and the Goats and, after describing the advantage of being a 
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sheep, and what-would happen to goats, brought his fist dowy 
on the pulpit and demanded, “Who wili be a goat?” There 
was nothing stirring. Then he hit the pulpit and again (e- 
manded who would be the goat. Still no response. Wher he 
hit the pulpit the third time, Pat awoke and, rubbing his ee. 
got up and said: “Your riverence, rather than see the meet. 
ing bust up I will be the goat.” I accepted the offer in jhe 
same spirit, and if I don’t tell you anything you don’t know. 
or do tell you something you don’t want to know, blame the 
Committee, as | am just the goat. 

Seriously, gentlemen, 1 think that as we grow older and 
we get more bumps, our horizon broadens and we see farther 
and learn to look from the other fellow’s viewpoints. Thijs 
applies to us as individuals and as an organization. As a 
result, we have accomplished more in the past four years 
along this line than in the prior sixteen years, and the futur 
promises far more than the past. We can all remember hoy 
we tried to meet mail order house competition, by refusing 
to sell goods handled by the catalogs. Now it did not 
us anything to side-step on a saw, hammer, or anything els 
the catalog offered; besides the boycott and black-list ar. 
crude weapons, beneath the dignity of such an organization 
as this. We only belittle ourselves to resort to them, and 
step backward instead of forward by such tactics. So far as 
! am concerned, I don’t care who sells catalog houses, but | 
am vitally interested in being able to sell at the same price 
they do and make pro‘t. | can't help thinking that too much 
time has been wasted on the symptoms, and not enough on 
the cause, which, if carefully and honestly analyzed, mig! 
suggest practical remedies. 

During the past few years it has been my privilege 
get in closer touch with the farmer and-the mechanic than 
ever hefore. I know more about their viewpoints than I used 
to, and now realize that there are many angles to this mat- 
ter, and if we only consider our own, we fail to do ourselves 
or others justice. In the first place, conditions have under- 
gone a wonderful change in the past generation, and more 
especially in the last very few years. The farmer, the pri- 
mary producer, on whom the small town directly and the 
city indirectly depends, has been growing mighty fast. “Going 
some” doesn’t express it. He drives an auto, lives in a 
modern home, buys the Jatest and best machinery and equip- 
ment, reads the daily papers. The Grange and similar organ 
izations have taught him to do effective team work. He is in 
touch with every activity; he is a power in politics; owns 
the bulk of the deposits and a good deal of the stock in the 
country banks, and furnishes the majority of the college 
students, while our professions and industries are largely 
recruited from the farm. The country store-keeper of today 
has made small progress when compared with the farmer, 
who fifty vears ago swapped produce for sugar and calico 
with the village trader and looked upon the man in business 
as away above him socially and mentally, but he has been 
sleeping at the switch and now wakes up to recover some of 
his lost opportunities that have gone past. 

You can readily see how in this evolution the catalog 
house came to get into the game. It started in an opportune 
time. The consumer was groping in the dark toward better 
economic conditions. The reformers and agitators were mak- 
ing their burdens seem heavier and their blessings lighter 
than they actually were. He had long had a suspicion that 
he was getting the worst of it, and now he was convinced 
that he was actually being robbed. The catalog, with its 
many illustrations, and prices that seemed, on the surface far 
lower than he was paying, interested him. Its iron-clad guar 
antee of “money back if not satisfied,” appealed to his sense 
of caution, and it looked like a square deal. The whole 
family read it from cover to cover and discovered things 
they never heard of before and that they knew they needed 
now. The chance to cut out the middleman, who was 
looked upon as a useless expense, and the opportunity to do 
business like a business man, was another big factor in the 
development of the “direct to user” habit, which grew by) 
leaps and bounds and diverted an enormous cash business to 
trade centers and left the home dealer to do the trusting and 
support the churches and every other public enterprise. The 
rural free delivery eliminated thousands of country postoffices 
and made no further excuse for the farmer to go to town 
every day; besides, he could drive his auto to a big town as 
easily and as quickly as he used to a few miles to the village: 
and with his mail delivered to his door his visits became 
less frequent and his interest in its developments naturally 
waned. 

We must take the bull by the horns and meet this issue 
squarely and honestly. The revivalist always lines up his 
church and insists on his congregation getting right first and 
then getting after the sinners; and, say, you have got to get 
in right all along the line before you can expect to meet 
the proposition right. In the first place, good generalship 
demands that success in battle necessitates our not only know- 
ing the real strength of the enemy, but what is more 1m- 
portant the weak spots in our lines of defense or formation 
for attack, and the most of us are likely to be too prejudiced 
to figure it out alone. Better have a confidential heart to 
heart talk with your farmer friends. Avoid doing this in 
vour store. Visit him in his home and he will be more apt 











e you unconsciously information or advice when you 
s guest. 

-k him to tell you, as a friend, where you fall down, 
, what respect the catalog house offers any advantages 
jver you. Is it on price, on quality, on service, on assort- 
> See where he thinks you are weak and find out where 


mel 

“y inks the catalog house is strong. Don’t resent what he 

tells you, as he will do you more good than hurt. Then, if 

possible, repeat this program with some intelligent, thrifty 
wnics, and get the same information from active, pro- 


meché 
gressive women who are interested in social and economic 


problems. Then study the catalogs, compare their selling 
with your cost, bearing in mind that they are figuring 
nywhere from 15 to 100 per cent gross profit on hard- 
ware, and I am informed they intend to make an average 
gross profit of about 30 per cent on this class of goods. If 
little iguring indicates that at least part of your goods are 
ting too much, you must manage some way to remedy this 
condition, as it is vitally important that you own your goods 
right, for perlraps you are more to blame for trying to sell 
your wares too dear than sve customers are in attempt- 
ing to buy their wants too chez 

Then look over the smuoitmant of staple and profitable 
goods offered in the catalog, see how many new goods they 
show that you do not carry. Go over your stock and see 
how much dead merchandise you own that the catalogs have 
discarded, because they don’t list much stuff that don’t move. 
Con are changing so fast that many goods considered 
taple today were unknown a few years ago, while goods that 
we used to sell readily are no longer wanted. Perhaps you 
are unconsciously compelling your best customers to order 
from catalog houses by your failure to supply their needs, 
for I want to impress upon you that you can’t sell an ox- 
yoke to a man who wants an automobile tire; his grandfather 
might have stood for it but he won't. 

One of the weak points of the too conservative dealer 
is his neglect or refusal to keep his stock up-to-date and 
to clean out dead goods that no longer pay to own or sell. 
This point is brought home to me very forcibly. As I am 
located at a, distributing point and have the reputation of 
carrying a big assortment, we get several telephone orders 
every day from hardware dealers in small surrounding towns 
to send them quickly by express some little item that there is 
absolutely no excuse for their not having in stock. In many 
instances the expense of the telephone message and the ex- 
press charges is two or three times as much as the goods. This 
makes a big burden for the consumer in addition to his delay 
in not getting goods urgently needed when wanted. Of 
course, the country hardware dealer can’t carry everything, 
hut he can keep in closer touch with the conditions and de- 
mands than a good many of them do. A most serious prob- 
lem, and one that I can give you the lease advice on, is the 
matter of guarantees. The catalog house takes a long shot 
because it inspires confidence, and they know that a man who 
is in urgent need of something that may not be at all satis- 
factory is not likely to repack and return it even if he has 
the option to do so, while the customer with the same guaran- 
tee would bring the stuff back to the local dealer. As a re- 
sult, it is very difficult to give as unlimited and unconditional 
a guarantee as we would be called on many times oftener to 
make it good than the mail order house who was not within 
convenient reach: Still it is absolutely necessary to be fair 
and liberal. If we try to work the guarantee stunt at the ex- 
pense of the manufacturer and allow unjust, unreasonable 
claims, and fall back on them to make it good, we get in bad 
and soon have a reputation that we have got to pay for in- 
directly, as no manufacturer will stand for continual unfair 
claims. Therefore, I say that every dealer must use judg- 
ment and diplomacy to meet this guardntee question, as there 
- absolutely no rule to be laid down for it. The matter of 
Irices is easier to meet, as it is not a difficult matter to con- 
vince a fair minded man that he should pay a little more for 
gocds when needed, that he can select and inspect, and with 
the additional service that the home dealer can give him, 
than to the catalog house. 

We find it an easy matter to make the same price that 
- catalog does on the same item, on the same terms; that 

s, tell the customer that he can have goods at the same price 
is the catalog, but he must lay down his money, wait perhaps 
ne or two weeks for the factory to ship it to him. If he 
wants to take it out of stock we must add a small advance 
for freight, handling, etc. We have no trouble in working 
this system on saws, paints, stoves, building material and a 
good many heavy goods, with the result that we seldom make 
a factory shipment. I actually believe that the catalogs of the 
mail order houses have created more business than they have 
done harm, and that in the aggregate the retail dealers have 
doa just as much as if the mail order houses had never been 
n existence, because they stimulate a demand for new goods 
and induce the consumer to want stuff that he could other- 
Wise never know about, and that the local dealer ought to 
be able to largely supply. Be ready and willing to meet mail 
order house competition and you will be surprised at the 
amount of business you can save thereby. Don’t attempt to 
discredit the goods sold on the method used by the mail 
order houses, as it will only create sympathy for them; be- 
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sides their stock will compare very favorably with yours any- 
way. The better way is to keep all their catalogs on your 
front counter and when a customer asks if you buy from 
them say, “No, we use these catalogs to sell by.” It will give 
the customer a better object lesson than any tirade against 
them. As example, last year a young farmer living ten miles 
north of us, who had married the daughter of a neighbor and 
was about to build a modern home, which the parents of 
himself and wife were able and willing to pay for, came in 
one day with a big roll under his arm, said that he had read 
our ad offering to meet mail order house competition and 
wanted to know if we meant business. I assured him that 
we did and asked him if he knew what he wanted, and he 
stated that he ought to, as he had been figuring for about 
three months on it, and to confirm his statement spread out a 
mass of correspondence, blue-prints, plans and specifications 
from several mail order houses, that must have cost them 
considerable money to furnish. He had a list made out of 
his initial order that he was ready to send in t Chicago. I 
suggested to him that we would duplicate any price that he 
had and add 10 per cent for freight, privilege of cbemeion 
goods not wanted, and such advice and service as we could 
give him from time to time. He said that was perfectly sat- 
isfactory and gave us his first order, which amounted to about 
$100, which was filled on basis of 10 per cent advance; and 
from that time on until he had completed an elegant home 
there was little figuring against the catalog. He knew what 
he wanted, knew what it was worth, and we knew what to 
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Treasurer Wm. Moore. 





charge him for it. We furnished him about $700 worth of 
hardware, heating material, plumbing goods and paints, and 
have been doing business with him ever since, and he has 
been sending his neighbors to us. 

We have done the same thing with others and I do not 
believe there is a dealer here today who cannot take ad- 
vantage, to his own profit, of much business that the mail 
order houses are developing and working up. [ believe that 
the farmer must be asked to co-operate with the business 
man in every activity that will tend to the betterment of their 
community. Show him that the prosperity of your home 
town will add dollars to every acre he owns and that any- 
thing that injures the town makes his farm — Show 
him how good roads and good schools financially benefit him. 
Take an active interest in your lodges, fer in a small town 
they are largely made up of farmers. You can get in closer 
touch with them thereby. Bear in mind that you can’t have 
a good town without good lodges, and it will pay you bet- 
ter returns for the time and money invested than anything 
else. If your lodges grow and thrive, your town will do the 
same, because men who make good lodges are progressive. If 
your lodges are losing ground, find out what is the trouble, 
as that indicates lack of co-operation and harmony on the 
part of its members, which will reflect in business and other 
matters. It is a bad symptom and needs prompt attention. 

Be consistent, don’t expect your customers to buy hard- 
are buying your drygoods and fur- 


ware of you while you ; 
possibly from a mail order 


niture in the larger towns, or 
house. Don’t expect your neighbors to hold up your business 
while your wife is working up a Larkin soap club, and last 
but not least, pay more attention to publicity—keep your 
town and your business on the map. It took printer’s ink to 
make the mail order business what it is, and nothing else 
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will enable you to successfully compete with it. Your local 
editor is the logical factor in the fight. His co-operation and 
assistance is needed and you should divert every dollar you 
can afford to spend for advertising to your local papers, as 
it belongs there and will give better returns than anything 
else you can use. Pass up the smooth fakers, who come 
along with rotten advertising schemes that take good money 
out of the town and leave little or nothing in return. Go 
slow on directories, programs, hotel registers and other ques- 
tionable and expensive schemes. 

After experimenting with pretty nearly everything in the 
advertising line, we are spending over $2,500 per year for ad- 
vertising, nearly all of which is newspaper space and from 
which we get quicker and better returns than from any other 
medium. Of course, you must use judgment in preparing 
your copy and change it often. Make it readable and inspire 
confidence in the people who read it that you mean what you 
say. It is useless to advertise summer goods in winter or 
winter goods in summer. Emphasize seasonable merchandise 
and keep just a little ahead of the season in doing it. Do 
not wait until the season is over before you talk about stuff 
that your customers have already bought somewhere else. 

Get better acquainted with your competitor and you will be 
surprised to find that he is a pretty decent fellow. In fact, 
I count today among my best friends my hardest competitors, 
but they are on the square and we can work shoulder to 
shoulder to the mutual advantage of both. Above all, don’t 
knock your competitor. I believe that the solution of the mail 
order problem will be worked out in connection with other 
things and I have faith that it will come out all right in the 
wash, if we all do our duty and our part and assume our 
share in the blame for unsatisfactory conditions in this and 
other directions. Don’t try to lay all the blame on the other 
fellows and knock, but let’s all take our part of the respon- 
sibility and boost. 


After a discussion of Mr. Vandervoort’s paper, 
E. J. Morgan, of Cadillac, spoke on “Shop Relation 
to Store.” ; 

The Question Box occupied the remainder of the 
session, which adjourned at 12 o'clock. 

A closed session for hardware dealers only was 
held at 7:30 p. m.,-the entire evening being given over 
to the Question Box Committee of which Porter A. 
Wright of Holly was chairman. 


THURSDAY, FEBRUARY 19. 

The session was called to order at 8:30 a. m. and 
P. J. Jacobs, Secretary of the Hardware Dealers’ 
Mutual Fire Insurance Company of Wisconsin, read 
the following paper: 

How to Prepare Proof of Fire Loss. 


Many merchants imagine that as long as they are in busi- 
ness alone there is no necessity of keeping a record of any- 
thing except an account with their customers. Some go as 


far as not even to keep a record of their purchases, and wait. 


to pay their bills when they get a statement from the house 
or their salesman. 

Our National Treasurer, Mr. W. P. Bogardes, in his ad- 
dress before the Missouri convention, a year ago, said that 
the merchant that is on the ledgers of the jobber and is car- 
ried by him, is in no position to make money. Discount your 
bills and keep track of them. 

Most of us know little about insurance until after we 
have had a loss, and then it’s usually too late. We buy in- 
surance carelessly, leaving ‘it entirely to someone else, often 
not even looking at anything but the amount. Have you ever 
thought when you turn the key in the door at night that pos- 
sibly all there may be left of your entire assets in the morn- 
ing, are your insurance policies, and you know nothing of 
them only to guess at what they may total? 

A merchant should understafid the insurance game him- 
seif from “A to Z” and not leave it to anyone else. Once 
you have mastered it, it’s not necessary to think much about 
it again except to see from time to time that you are sufficient- 
ly covered. How many ever read a policy to really know 
what their contract is? 

Let’s take it for granted that a fire occurs right now at 
one of your stores while you are here. Your wife or some- 
one phones you that the stock is partially destroyed and asks 
you what to do. How many know what to say? Very few. 
Tell them to go right ahead and protect the goods, as if you 
had no insurance whatever, empty the water cut of all gran- 
iteware, pails, etc., before it freezes, and get extra help to 
clean up and save things, as I said before, as if you hadn't 
a dollar of insurance. You all know what you would do in 
a case of that kind, then go to it. 


Notify all the companies on your risk by wire, if ag. n;; 
do not live in your home town, so that they may arrange jo; 
adjustment. It might be well to include the names of o:\)¢; 
companies on the risk with them. You will.get a much  ¢- 
ter settlement, if, on the arrival of the adjusters they 
that you have protected your property. Many have the w: » 
impression. They imagine that they should not touch 
thing until the adjusters arrive. Let’s read lines 68 to + 
your policy which tells you what to do. 

“If fire occurs, the insured shall give immediate notic: of 
any loss thereby in writing to this company, protect the p:»p- 
erty from further damage, forthwith separate the damaved 
and undamaged personal property, put it in the best pos: i\le 
order, make a complete inventory of the same, stating the 
quantity and cost of each article and the amount claimed 
thereon.” 

By having this done when the adjuster arrives, a speedy 
settlement may be effected and thereby enable you to resume 
business at an early date. During the fire, protect your prop- 
erty from theft, as the insurance companies are not respon- 
sible for loss by theft, only by. fire or water. 

Suppose we take, for example, a man who keeps a record 
of his affairs and make up a proof of loss. Say his inven- 
tory amounts to $5,800. A great many merchants include 
everything they have, so we will deduct $800 for horse, dray, 
furniture and fixtures, which were included in this amount 
This gives us for easy figuring, a $5,000 stock the first of the 
year. A fire occurs July 4. 


[The following example was then explained from a black- 
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board.] 
Total inventory, January 1............... $ 5,800.00 
Less horse, dray, furniture and fixtures... 800.00 
PIN OUI ss i es Ay hiss ey aa ee $ 5,000.00 
Add subsequent, both cash and on time... $ 6,000.00) 
Amount of stock to account for...... $11,000. 
Gash and credit sales. iio. sine wsicc’s $8,000.00 
Legs SO4% : prOlite cris inca aes 2,000.00 $ 6,000.00) 
Stock on-hand day of fir€ i... voce cig gi ccs 5,000.00 
Less depreciation—l0%.............. 500.00 
$ 4.500 ( 
Salvage removed to another building..... $2,000.00 
Less depreciation—10%.............. 200.00 $ 1,800.00 
$ 2,700. 
Libs: S90-56P COBB. occ wee ae eon 54.00) 
$ 2,646.1) 
ART Bs ikki ask icows cmeinaa 135.1 
AGG Semoval .damawe... «eis s cd. sans ads 200.1 
Add labor protecting salvage............. 19.00 
Zoe: lots “and. -GAEOR. 656 beaks dd oehdewes $ 3,000.00 
Wisconsin Hardware Mutual pays........ $1,000.00 
GRE, DOB 5 0: ek ceeded sideteeins 1,000.00 
COMER, | BENS: oo. ib ak Ce sce oe 1,000.00 $ 3,000.00 
Horse, dray, furniture and fixtures....... 800.01) 
Leah ROESE OU GENTS jes ccc ene eee icons 300.0 
Furniture and fixtures........,....... 500.00 
Depreciation 25%. « . «sicie<iws sews ses on 125.00 
$ 375.00 
SION cla cx sv cota subaccaien tease $ 250.00 187.50) 
DeQeeiinthinns BOG joss caeann tabs Gwereoe 62.50 187.50) 
Add damage to salvage...........¢...... 12.50 
$ D000) 


He finds that he had three $1,000 policies on stock and 
a $200 one on fixtures, which makes it a total loss for the in 
surance companies while in reality it is but partial. Had ther 
been an 80 ner cent co-insurance clause attached, the settle- 
ment with this same amount of insurance would be entirely 
different. 

In the 80 per cent co-insurance clause he agrees to carry 
insurance to the amount of 80 per cent on the sound value o! 
the stock which in this case would be $4,000 and he becomes 
a co-insurer to the extent of such deficit, which is $1,(0. 
The settlement would therefore be on a basis of three-fourths 
of $3,000 or $2,250. 

When you get home and find an 80 per cent co-insurance 
clause attached to some of your policies written at the same 
rate as those without it, ask your agent to remove it. It 
doesn’t belong there. A reduction in rate is given where th« 
insured permits of the 80 per cent clause. 

Some imagine that if their stock is totally destroyed, all 
that is necessary is to make demand for your money, but this 
is not the case. The burden of proof is on your side, and 
without a record of purchases and all sales, cash and credit, it 
would be impossible to arrive at a settlement of any kind. It 


by 











he all guess work and you would stand a good chance 
ing the worst of the guess. If it did not increase the 
hazard, insurance companies would much rather see 
| over-insured than under, for in the case of a partial 
: does not become a total to the companies on the risk. 
evident therefore, that without some system of account- 
ing, in adjustment is simply impossible. It’s merely a settle- 
ment and those usually are not very satisfactory. Remember, 
irden of proof is on your side and without the necessary 
is how are you going at it to make a proof of loss? 


‘ugh Diamond, of Galion, Ohio, was the next 
speaker, his subject being “Pot Pourri.” Those who 
have been privileged to hear Mr. Diamond at other 
conventions can understand the hearty manner in 
which his efforts were received. 
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FRIDAY, FEBRUARY 20. 


fhe final session, called to order at 1:30 p. m., 
friday, February 20, was devoted to the reports of 
committees and other routine business. 

ENTERTAINMENT FEATURES. 

(On Tuesday evening the delegates and their ladies 
were guests of the Kalamazoo Commercial Club at a 
theater party and filled the Majestic Theater to its 
capacity. 

On Thursday evening a banquet at which W. L. 
Bronwell presided as toastmaster was given. The 
speakers and their subjects were: 

“The N. H. D. A.—Its Promises and Performances” 

Response by Charles A. Ireland, Ionia, president 
N. H. DUA, 

\Iusic by Fischer’s orchestra. 

Song, “When You and I Were Young, Marriage’ — 
By the Edwards & Chamberlin quartet. 

“What is Your Attitude Toward Restricted Prices?” 

Response by Porter A, Wright, Holly. 

Music by Fischer’s orchestra. 

‘What is the Best Advertising Medium ?’”’—Response 
by Richard Talbot. 

Song—By Detroit Hardware Men. 

“The Hardware Man—I See His Finish!’—Re- 
sponse by John A. Hoffman, steward Michigan State 
Asylum, “up on the hill.” 

Snowball Song, “Lookout for Snowballs’—By 
lischer’s orchestra. 

Some Vaudeville Stunts—By Majestic Artists. 

“The Yellow Peril”—Response by Prof. Wang. 

“M. O. B.”—Response by W. J. Dullion. 

Solo, “I Yump My Yob for You”—By Miss Alex- 
andria Svenson, Soderhamn, Sweden, accompanied by 
the Edwards & Chamberlin quartet. 

“Auld Lang Syne”—By the Whole Bunch of Us. 

MENU. 
Oyster Cocktail 
Hearts of Kalamazoo Celery 
Radishes Pickles Olives 
Roast Beef, American Style 
German Potatoes Spinach a la Mode 
Cabbage Salad Peanut Salad 
American Nut Ice Cream 
Cake 
Coffee 
Fruits Nuts Rasins 





There’s always lots of other folks you kin be sorry 
for ’stid of yourself—Mrs. Wiggs. 





AMERICAN ARTISAN AND HARDWARE RECORD 45 


COMBINED LATCH AND HANDLE PATENTED 
AND ASSIGNED. 


Edward L. Watrous, Des Moines, Iowa, has se- 
cured United States patent No. 1,086,571 for a com- 
bined latch and handle, which he has 
assigned to David B. Gann, Chicago 
Illinois. In a latch device of this 
tvpe there is comprised a hinged 
member of sheet metal, having a 
downwardly extending portion pro- 
vided with a slot, the lower end of 
the hinged member being extended 
outwardly to form a handle, a sheet 
metal plate having a rigid lug 
adapted to enter the slot, and a lever 
pivoted at an intermediate point to 
the plate, the lever having a handle 
nel at one side of the pivot and at the 
other side a curved extension. 





SOUTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION TO MEET AT SIOUX FALLS. 





The-ninth annual convention of the South Dakota 
Retail Hardware Association will be held in Sioux 
Falls on March 3, 4 and 5. The official program, as 
announced by Secretary E. C. Warren of Pierre, pro- 
vided for an address of welcome by the Mayor of 
Sioux Falls at the opening session on March 3, and a 
response in behalf of the Association by D. D. Gross 
of Yankton. The reports of Secretary E. C. Warren 
of Pierre and R. G. Wattson of Chamberlain are to 
be presented at this session, and there will also be an 
address on Practical Co-operation by Fred W. Mer- 
rill of Fargo, North Dakota. 

At the executive session on March 4, M. D. Hussie 
of Omaha, Nebraska, will speak as representative of 
the National Retail Hardware Association. 

A comprehensive hardware exhibit is being planned 
and it is expected that this will be one of the most 
interesting features of the meeting. The chairmen of 
the Sioux Falls committees are: Guy Maxwell, con- 
vention program; J. P. Rummel, local city commit- 
tee; Olaf Hanson, exhibition committee, and J. L. 
Gilbert, speakers. 





CLAMP FOR DOORS, WINDOWS AND THE 
LIKE PATENTED. 





Donald Donald, Masterton, New Zealand, has se- 
cured United States patent No. 1,086,281 for a clamp 
toms for doors, windows, and the like, 

(oO ™ comprising a bracket, a link that 
is pivoted to the bracket, a cam 
that is pivoted to the link and 
having an integral lever with an 
elbow, substantially as set forth. 
In a clamp of this nature for 
doors and windows, etc., it is 
claimed a decided advantage is 
: gained in that the clamp when 
"G7 v2 once fastened will not slip or 


work loose from its clamping position. 
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Thirteenth Annual Convention of 
Nebraska Retail Hardware Association 








President R. N. McCallister, of Grand Island, called 
the Thirteenth Annual Convention of the Nebraska 
Retail Hardware Association to order at 3 p. m. on 
February 17 in the auditorium of the Lindell Hotel at 
Lincoln. Governor Morehead, Mayor Zehrung, Presi- 
dent C. C. Quiggle of the Lincoln Commercial Club, 
and R. M. Joyce, former head of the club, welcomed 
the delegates to Lincoln. 

M. D. Hussie of Omaha made the response to the 
welcome extended to the convention. He said that the 
retail hardware dealers were not banded together to 
boost prices or do anything in restraint of trade but 
to lower prices when possible. Charges that they were 
organized for this purpose had no basis in truth. Mr. 
Hussie thought that the aims of the organization were 
no longer misunderstood. 

In his annual address President McCallister de- 
clared that truth and honor in merchandizing should 
be the slogan of the retail hardware merchants. He 
favored a uniform credit system in handling accounts. 
He thought that there should be a time limit placed 
on the extension of credit to customers and believed 
that the time had come when stocks of goods must be 
turned over in less time than heretofore. He sug- 
gested that the merchants should have representatives 
at chautauquas where their relations with communities 
may be made clearer and that the co-operative spirit 
among all classes may be fostered. He put the ban 
on secret sessions of commercial associations. He 
thought that the public was entitled to know how busi- 
ness was conducted. There was nothing to conceal, 
as he saw it. 

Secretary Roberts reported that four members of 
the association had died during the last year, among 
them I. W. Haws of Minden, president of the State 
Fair Board. Secretary Roberts complained that the 
state legislature was so engrossed in finding out the 
proper length of bed sheets during its session that it 
did not have time to pass a law asked by the hardware 
men to license peddlers in that line of business. He 
insisted that men should be elected to the legislature 
who will favor the masses and not the classes. He ad- 
vised hardware retailers to wake up and co-operate 
with farmers and other classes to improve communi- 
ties. He spoke of the friendship displayed by Presi- 
dent Wilson for the retailers of the country, and of 
the President’s determination that they should have 
a square deal and towns and villages should flourish 
and prosper instead of pining away and dying out. 
He said that live towns where merchants worked in 
harmony and advertised had no fear of the mail order 
houses, but dead towns have such fear. 

The report of Treasurer W. C. Klein, Milford, 
showed a balance on hand February 1, 1913, of 
$1,153.43. The receipts during the year were $6,530.20 





and the disbursements $6,902.23, leaving a balance on 
hand of $781.45. 

Secretary Corey of the National Retail Hardware .\s- 
sociation was then introduced. He asserted that state 
and national governments now admit that they have 
not been giving the business men a square deal and 
are now asking what they can do to help them pros- 
per. He advised his audience to find out what it 
wanted and go after it. There must be united action 
to accomplish the best results. 

After reports from the various districts of the state 
the session adjourned. 


WEDNESDAY, FEBRUARY 18. 

The call to order, at 9 a. m., Wednesday, February 
18, was followed by a song, after which N. H. Williams 
read a paper on “Selling Efficiency” and S. A. Ander- 
son discussed “One-Cent Letter Postage and Its Rela- 
tion to Expansion of Parcel Post.” 

The remainder of the session was devoted to a con- 
sideration of the Question Box. 


THURSDAY, FEBRUARY 19. 
The feature of the session on Thursday morning, 
February 19, was the following paper by D. F. Dolan: 
Suggestions on Business Ethics. 


In consenting to prepare a paper to be read here, I have 
decided to present some suggestions on the ethics of business. 

Ethics is the science of right conduct on which morality 
is based. I am well aware that when one begins to apply 
ethical principles to business, there are many difficulties in 
the way, not because the principles are wrong, or even im- 
practicable, but because their application under ordinary con 
ditions of life is difficult. 

On account of the severe competitive struggle in which 
business is conducted it is not easy to apply abstract rules 
of moral conduct to business and yet we must have these 
principles before us, to keep it on a plane of moral decency 
What is success in business? Is it the amassing of mone) 
only? That would be a poor substitute for the real success 
that is based on moral character. This latter success is 
often a better asset than large dividends acquired through 
the immoral use of business opportunities. 

It is of vital importance to our business system that 
there should be a true definition of the word success. There 
is a growing desire among business men, and it is the aim of 
this organization that there should be a proper conception of 
the kind of success to which an honorable man may in good 
conscience aspire. We are losing our regard for that dis- 
creditable smartness that indulges in cheap shrewdness of 
commercial trickery, which does not regard character as the 
true basis of success. The best man is he who gives his 
service and goods at a fair price and makes his living and 
fortune by giving value received. It was a splendid testimony 
to the integrity of General Wellington that Tennyson was 
able to say of the dead hero: 

“Whatever record leap to light 
He never shall be shamed.” 


We are told that the greatest benefactor of the race is 
the man who can make two blades of grass to grow where 
only one grew before. There is another type of man who 
deserves to be ranked as-a benefactor, it is the business man 
who follows moral standards and shows that they can be 
maintained in practice. 

In studying the business history of the world, it appears 
that during all the years, especially since civilization began, 
man has been inventing, devising and building new instru- 
mentalities for the easy transportation of persons, and the 
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. rhe centuries that have preceded ours never realized any- 
thine comparable to the system of transportation of per- 
<ons and goods, and the development of trade and business 
as now exists. : : 

Business never before accomplished so much in the way 
of production of goods, and the efficient methods of labor 
as has been accomplished in our day. This improved and 
more efficient system has brought in its train many complex 


conditions that are manifesting themselves in serious dis- 
turbances between capital and labor under the greatly cen- 
tralized industrial competition. Remedial legislation designed 
to remove these disturbances has been proposed in all civil- 
ved nations, and is occupying the thoughts more or less of 
every intelligent person, and nowhere more than in our own 
country. 

It is this longing, this growing desire to push the Golden 
Rule a little farther into our business life. To undo in ac- 
cordance with reason and justice the centralization of trade 
and business, by which a few men become despotic, however 
benevolent their intentions, as captains of finance and in- 
dustry. Human nature is so constituted that when a man 
is in possession of unlimited power he generally misuses it. 
This in’time gives rise to opposition on the part of those 
that are ruled. When a man has power without responsibil- 
ity, he is apt to become a tyrant, when he has responsibility 
without power, he becomes a slave, but when both power and 
responsibility are united, restraining the bad and leaving a 
clear field for the good, we are providing the best known 
condition in the affairs of life. 

It is a hopeful sign of the times when so many of the 
leaders of trade and industry, and of the labor organizations, 
are working for a better democracy of business and happi- 
ness of all classes. The poet Whittier, says truthfully: 

“O sometimes gleams upon our sight, 
Through present wrong the eternal right, 
And step by step since time began, 

We see the steady gain of man.” 

In order that there may be wise remedial legislation to 
remove the industrial and social evils, it is necessary that 
there should be a clear and reasonable recognition of the 
principles of equity and justice to bring about the best 
results. 

One of the most serious of the threatening evils of our 
business system, is the concentration of trade and business, 
and the consequent concentration of wealth in the hands of 
the few. During the last twenty years great corporations, 
syndicates and trusts have sprung into existence which have 
been aiming to get control of the trade and business of the 
country, and in connection with these of the means of trans- 
portation of persons and: goods, to enable them to raise or 
lower prices to suit their own interests. If any class of men 
should undertake to control the politics of the country as 
these men have controlled its business, the people would 
rise up against them as their fathers rose against the ex- 
actions of the English government at the time of the Revo- 
ution. 

One of the methods used itt concentrating business has 
come to be known as that of interlocking directorates. By 
this means the moneyelenders had come into control of nearly 
all of the large business enterprises, the manufacturing and 
transportation of goods and the investment of securities. 
They controlled the principal banks and most of the big rail- 
road systems of the country. This became a great concentra- 
tion of financial and industrial power. 

A considerable part of the wealth of the country is now 
n possession of a few families who control the big business 
enterprises in the large centers of population. The lack of 
uniformity in the laws of the several states relating to busi- 
ness enterprises has contributed to the wrongs practiced by 
unscrupulous syndicates, and trusts, and land speculators. 
Their victims have been numerous because there are many 
who do not realize the folly of expecting to get something 
for nothing, and hence wild-cat schemes have flourished with 
all the other plans of the “get-rich-quick” concerns including 
the lure of lower prices and cheaper goods away from home. 
Legitimate trade, requiring only a reasonable profit on the 
money invested without spectacular schemes to increase busi- 
ness, is the only safeguard against fradulent enterprises. The 
watering of stock, the blind pool concerns, and all the schemes 
to get rich outside of legitimate business enterprises have had 
their day and will soon be under the ban in all of the states. 
rhe people should give their patronage and support to such 
enterprises as are operated within reasonable bounds and 
are able to fulfil every obligation, and especially to patron- 
ize home trade for the benefit of their own communities. 

In our day production and wealth have been greatly in- 
creased, but the distribution of the money of the country has 
been largely concentrated. This concentration has not been 
eneficial to the welfare of the people generally and hence 
the currency bill just enacted into law to remedy this evil. 

Trade and business suffer when conditions are unfavor- 
able, when wealth concentrates and unscrupulous competition 
has full sway. The business conditions that produce extra- 
irdinary fortunes mounting up into millions are not calculated 
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to promote the interests of the people generally. There can 
be no doubt that it is better in every way to have a more 
widespread diffusion of wealth with its opportunities and re- 
sponsibilities. No thoughtful person will deny that mammoth 
fortunes are dangerous not only to society but also to those 
who own them. When we consider the danger that follows 
from the control of the business and trade of the country by 
the syndicates and trusts, our fears are still further in- 
creased by the operations of the recently established catalog 
houses.. In the same class with the former the catalog 
house becomes a menace ‘because if patronized to the ex- 
clusion of the rural trade it will kill.-the home town which is 
the source and center of the best things in American life. 
The future of these houses will depend on the attitude of 
the people toward them. Every locality must have some 
means of providing its people with trading facilities, a place 
where the people can sell their produce and buy the articles 
needed. 

The local merchant is therefore a necessity for the bene- 
fit of his community. It would be extremely inconvenient for 
them if there were no local trading places and they were 
compelled to send to distant points for everything needed. 

Town property and adjoining farm lands are materially 
increased in value through the prosperous extension of town 
trade. It must therefore pay the owners of land adjoining 
the town to patronize and stimulate home trade. What will 
happen to the farmer’s land after he has withdrawn his 
trade from the home town? 

Not much value would be placed on the land for farm- 
ing purposes, however fertile it might be on Robinson Cru- 
soe’s island, and it is this condition the farmer would bring 
about, to a certain extent at least, in diverting his trade away 
from the town where his religious, educational and social in- 
terests are all centered. Farmers cannot be expected to pat- 
ronize home trade from motives of sentiment only. If they 
can get better service, including personal inspection of the 
goods before buying and the guarantee to replace or correct 
any imperfections that may be found, they should find it more 
satisfactory than the supposed advantage of buying elsewhere. 

Some years ago it was advocated by some persons, espe- 
cially among the farmers, that the co-operative system would 
be an improvement on the competitive system under indi- 
vidual ownership; hence the Populist and Granger associa- 
tions formed at that time. There is an attempt now to or- 
ganize again the same system through the Farmers’ Unity 
and similar organizations, to which the catalog houses be- 
long. The advocates of these concerns apparently do not see 
that what they are advocating is a virtual surrender to the 
theory of socialism. 

When the ethical and moral principles in business pre- 
vail, goods are sold on their merits at a reasonable and tested 
price, without the glamor of misleading reduction prices and 
cut sales, which are often intended to blind the buyer’s judg- 
ment to induce him to buy. hose merchants who advertise 
cut prices below reasonable standards and figures are en- 
gaged in an immoral use of business opportunities. When 
an article that is sold regularly at $5 is cut down in price to 
$1.99 without any special reason therefor, what will intelli- 
gent customers think and what will be the effect upon busi- 
ness? That sort of merchandising is apt to give rise to the 
accusation sometimes made by customers that thev are over- 
charged when the same goods are sold at the regular prices. 
With fluctuating and cut prices customers come to fear the 
honesty of value in the goods. The man who advertises that 
he will not be undersold means that no one can reduce the 
quality more than he can to meet the lower price. 

The very nature of the merchant’s business requires that 
he shall be thoughtful and alert and a man of action. When 
these qualities are based on ethical and moral principles, the 
money made is a proper and gratifying reward for those 
who in spite of difficulties strive for success in their calling. 
The work of selling goods is a serious occupation. Business 
should be conducted on the high plane of equity and morality ; 
it should not descend to the lower plane of greed and 
selfishness. 

The craze for cheapness, in other words the “bargain 
counter,” has led to many abuses in business. A counter 
laden with a lot of miscellaneous articles and bearing the 
sign “Any Article on this Table for Ten Cents” will attract 
more customers than the same table would if it had upon 
it even better values at the regular selling prices. The ethical 
purpose of business is to give good, honest service to custom- 
ers and sell at a fair price. The price is just as essential 
from the standpoint of ethics as the good service and honest 
quality. 

President McKinley in one of his speeches, on the tariff, 
declared that in his opinion “Cheap prices make cheap men.” 
Secretary Bryan would put the man above the dollar. 

When General Grant returned from his trip around the 
world one of the first of his friends to meet him was Senator 
Stewart of Nevada. The Senator said: “General, before you 
tell me anything about your trip I want to ask if there was 
something that attracted your attention more than anything 
else.” “Yes,” said the General, “I have seen the Chinese out- 
trade the Jews.” In other words the Chinaman lived on so 
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cheap and so low a plane that he was able to drive the Jew 
out of business. 
THE CREDIT SYSTEM. 

It is a well known fact in the conduct of business that 
the credit system means increased expense, and therefore 
higher prices or less profit. It is not practicable to do away 
with the credit system altogether without which it is impos- 
sible to do business on a large scale. Not all men who fail 
to pay their debts are dishonest. Some may have met with 
reverses beyond their control and this class would pay if they 
could. There are others, however, who will take advantage of 
the merchant to supply their wants and then hold him off 
for months before he is paid for his goods. Many of this 
class have money on deposit in the bank while the merchant 
loses the profit on his goods wanting for their convenience 
to pay him what they owe. 

Customers who pay their accounts promptly are the main 
factors in the success of business. It is unjust and unethical 
to the merchant and to those who pay promptly to have busi- 
ness handicapped by the delinquent and slow-paying class. 
The remedy for this condition is largely within the power of 
the merchants themselves, by taking reasonable, concerted 
action to put an end to the abuses of the credit system. Con- 
certed action by the merchants acting unitedly in the inter- 
ests of fair trade, uniting their energies and influence for 
legitimate business, will place trade on ethical and moral 
principles by which success can be justified. 

Why don’t they pay their bills a little prompter? 

You ask with keen annoyance, not undue, 

Why don’t they make the time a little shorter; 

Did you ever,stop to think that “they” means you? 


If the credits were limited to thirty days, it would put 
the system on a fairer basis of business. 

Organization is the order of the day and with organiza- 
tion will arrive a new spirit which creates a confidence and 
co-operation. This organization is a practical business school 
where experience, the greatest of teachers, is the instructor, 
where we can have an interchange of ideas which may be 
profitably applied in our respective business. We can, through 
association, wield an influence and power that will materially 
help us to solve many, perhaps all, of the difficulties that be- 
set the retailer’s business. 

Our purpose should not be arbitrary, but should be such 
as to command the confidence and respect of our patrons 
and the public generally. Singly we can accomplish little or 
nothing of importance. Prompted by the spirit of fairness 
and justice, we can exert a most useful and beneficial in- 
fluence in the realm of trade and business. 


A short time ago the noted newspaper publisher, Joseph 
Pulitzer of the New York World, in his last will set apart a 
large sum of money to establish a school of journalism to 
bring about a higher and more ethical standard, of ethics in 
the conduct of the newspaper business. This old, but not 
always wise world, is beginning to realize that honest, ethical 
principles in business are the best policy. It is wrong in 
principle to charge one man more than another for the same 
article and the same quality and then send both away with 
the belief that each was getting the bottom price. 

When the manufacturers and jobbers charge a higher 
price to the retailers than to others they are conducting busi- 
ness on a basis that is ethically wrong. This discrimination 
was practiced by the railroad companies for years, and finally 
became an instrument of colossal wrong. There was a time 
when cut-throat competition had become a national curse, 
when competing railroads carried passengers free, and steam- 
boats not only carried them free but also threw in the meals. 
The small shippers were driven to the wall by the larger 
ones, who were favored in rebates and lower prices for the 
transportation of goods. The government finally interfered 
through the Interstate Commerce Commission and now the 
small shipper must not be charged a higher price per ton than 
the one who ships goods by the trainload. 

The wrong practiced by the railroad companies was large- 
ly due to unscrupulous competition. This is not the kind of 
competition that is based on a more ethical recognition of the 
public good. If we must have competition it should be pro- 
tected against the unscrupulous kind that is always an in- 
strument of evil. 

Competition, like the tariff question, is largely a matter of 
selfishness. The workingman tries to suppress it in labor, 
but clamors for it in business. The commercial leaders are 
trying to secure it in labor and to get rid of it in commerce. 
The farmer cries for it in business, but tries to suppress it in 
the sale of his products; the political leaders try to maintain 
it in commerce, but are wholly indifferent about it in labor. 
Out of these paradoxical conditions have arisen the different 
trusts, to stifle competition with their own interests while 
they insist upon it in matters that do not affect them. Out- 
side of all these classes the retailers of the country, who deal 
in too great varieties of merchandise, are not tempted into 
trusts of their own. As individuals they compete actively, 
but unfortunately in some cases too unwisely for the best in- 
terests of their trade. 

The president of the steel trust gives expression to the 
true policy. “Believe in competition, but not hostility; in rival- 


- 


ry, but not in antagonism; in progress and success fo: 3|| 
but not in punishment and destruction to any.” 

Retail dealers find themselves face to face with immora) 
competition, and hence the practice of giving discount; to 
the large purchaser which the small buyer cannot have. [}j, 
has been a long established custom and it may be difficu't to 
discontinue it. It is nevertheless wrong and is in line with 
the practice of the manufacturers who make a lower »rice 
to catalog houses and others than to the retailers. Any 
practice that creates class distinctions based on money ; lone 
is a violation of the fairness that should exist between mer- 
chants and buyers for the good order and safety of business. 

A workman who cleaned drains for a living came home 
one hot summer night. Being out of temper he scolded his 
wife and sent many sharp words at her as she worked to ce 
the supper ready. Exasperated at his bitter words she turned 
upon him and cried: “Ain’t you ashamed of yourself to trea: 
me like this after working hard all day over this hot broiling 
stove, while you have been having a nice time down in a coo] 
sewer.” The business man has to meet many troubles to 
achieve success which his patrons do not realize. 

THE RELATIONS OF THE JOBBER TO THE RETAILER AND THE PUDLIC 

The subject of the relation between a jobber and the re- 
tailers is worthy of careful consideration. A great many per- 
sons who are engaged in mercantile business, and €specially 
among the farmers, contend that the jobber, or middle man, js 
an added expense to the distribution of merchandise and 
should be eliminated. I think that the persons who are hold- 
ing this thought have neglected to see the importance of the 
jobber and his services to the public. 

In the first place, it would be physically impossible for 
the manufacturer to personally call on the retail trade and it 
would take very many salesmen to represent a small part 
of the hardware line. A merchant would only have to stop 
a minute to figure what it would cost the manufacturers of 
each individual line to sénd a representative, as the manu- 
facturers only could sell a merchant one of two items. For 
instance, the manufacturer who makes hammers, in some 
cases makes nothing else; in other cases, hatchets; a manu- 
facturer who makes tacks does not make saws or hatchets; a 
saw man could not sell shovels or spades or pitch forks; the 
shovel man could not sell axes or carriage bolts; the manu- 
facturer who makes planés does not make draw knives or 
chisels; so it would be very easy for anybody who under- 
stood the line to see that each purchase from each salesman 
representing a factory would have to be of sufficient quantity 
to make a minimum shipment, which would be a great hard- 
ship to the merchants. There are very few lines, even in the 
large cities that a merchant can buy direct to advantage. It 
would be a great hardship to.the smaller dealer, if he wer 
compelled to make up his orders three or four months in ad- 
vance, which would be necessary if he was to do business wit! 
the manufacturer direct. 

Representatives would call on the merchant not to exceed 
four times a year, in the majority of cases once or twice dur- 
ing the intervening time a merchant would be forced to send 
his orders direct by mail. As the ordinary merchant’s duties 
vary, he is in the majority of cases, the bookkeeper, the sales- 
man, the repairman, and usually handles other lines in con- 
nection with his hardware which divides his attention, it is 
physically impossible for him to be théroughly posted on each 
line of goods he buys, which he would have to be if he made 
up his orders and sent direct to a manufacturer. As the 
manufacturers in most cases are remote from most agricul! 


tural districts, and not familiar with the class of goods used 


in each individual territory, there would also be a possibility 
of mistakes being made in making up an order for the mai! 

This, however, is small in comparison to the other hard- 
ship on the merchant which we have enumerated above. Most 
any merchant could readily see how impossible it would b 
for him to order each one of these items in a hundred pounds 
or over. One of the duties of a representative of a jobbing 
house is to keep the merchant posted on the new goods that 
are coming out and their good qualities. The salesman, to- 
gether with the jobber, separates the poor items from t!i 
good. In other words, a jobber is a sifting house for th: 
retail merchants and keeps them from buying something 
that is not salable in their particular territory. The sal 
man’s duties are to assist the merchant in keeping his stoc! 
well assorted, and in an attractive manner, give him the ex 
perience of other merchants on his territory, show him 4! 
the new methods that some other merchant has worked o1'' 
and has proven a success. When a merchant confines hi 
business to a few houses, which a great many more are doing 
now than in former years, it is a salesman’s duty to preven! 
that merchant from over buying. He and the jobber hav 
an interest in that merchant’s business. It is very essenti 
that the jobber and salesman do everything they can to he! 
that merchant to succeed. Unless a merchant is successf! 
the salesman and jobbet cannot be. 

The successful merchant today is the man who buys h 
goods in small quantities, and buys them often. The profit « 
each transaction might be small, but if he can turn his stox 
three or four times a year, which is a very easy thing to d 
when he buys his goods of the jobbers tributary to his ter 
ritory, he can show a very satisfactory profit at the end 
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ear, whereas, if his investment were twice or three 
times as large, which it would be if he were doing business 
4) «he manufacturer, he would have the disadvantage of a 
»..¢ stock of goods than his trade might warrant. 

e jobber and retailer should work together, mutually 
‘| to promote the interests of both and for the ultimate 
ood of the public. 
~ Dersons who have made a scientific study of the human 
say that selfishness is the most imperious of human 
ns. It seems to be impossible to separate one’s self 
this feeling. : 
lope of reward and the fear of punishment has been the 
keynote of spiritual and legal philosophy. Since, therefore, 
n motives and actions are aia based on self-inter- 
<t. it is yet possible to turn selfishness into a virtue when it 

ased on moral principles that regard the rights of others 
4s well as our own. When it is based wholly on_private 

it is not worthy of public esteem. The Great Teacher, 
<aid: “Whosoever will save his life shall lose it, but who- 
<oever shall lose his life for My sake, /shall have it.” In 
other words the purely selfish class is not worthy of immor- 
tality. It was the same Master who took a scourge and drove 
the corrupt traders out of the temple. The proper conduct of 
hisiness is a matter of such vast importance that it is en- 
vaving the attention of the whole civilized world. 

It is being carefully considered by philosophers, economists 
and statesmen who are striving for an intelligent application 
of remedies to remove the cause of unjust standards of busi- 
ness. -That the principal evils of our industrial and business 
system can be removed is unquestionably within our power, 
else civilization would be a failure. 

We shall not fail, for “In the bright lexicon of youth 
which fate reserves for noble manhood, there is no such 
word as fail.” 

“You are beaten to Earth, well, well what of that, 

Come up with a smiling face ; 

It’s nothing against you to fall down flat 

But to lie there, that’s disgrace. 

The harder you’re thrown why the higher you bounce, 

Be proud of your blackened eye. 

It isn’t the fact that you’re kicked that counts; 

It's how did you fight, and why ?” 

It is a noble struggle to fight for high principles in business. 
Let us help to make it so. We have confidence in the future 
of our own country and we need not lack for evidence of 
the faith that is in us. This is the day of democracy in busi- 
ness, of equal burdens and equal opportunities for all. 
Lincoln said: “All men are not born equal, but I believe that 
every man should have the right to become another man’s 
equal if he can.” 

Industrial feudalism is passing away. The divine right of 
kings, which led naturally to special privileges for the few, 
is based on the assumption that God in His wisdom bestows 
on the chosen few the resources of the earth. 

In the struggle for justice in trade and business the his- 
torian of the future will be able to record a great advance 
in the interests of a better system in our day. We shall not 
reach perfection, however, for this life is a constant tuning, 
but the concert never begins. The time will come through the 
influence of a just system when every man will feel that the 
rights of every living creature on God’s earth are as sacred 
as his own, when “reason and the will of God shall prevail.” 

All honor to the administration, whether it be Democratic 
or Republican, Progressive or otherwise, that shall strive to 
bring about a just solution of our business troubles. Such 
honor, regardless of partisan feeling, will I am sure be 
freely accorded to him, who on the fourth of March last 
made declaration of his high purpose in the following words: 
This is the highest enterprise of the new day, to lift every- 
thing that concerns our life as a nation to the light that 
shines from the hearth fire of every man’s conscience and 
vision of the right. It is inconceivable that we should do 
this as partisans, it is inconceivable that we should not do 
t in ignorance of the facts or in blind haste. We shall re- 
store, not destroy. We shall deal with our economic system 
as it is and as it may be modified, not as it might be if we 
had a clean sheet of paper to write upon. Justice and justice 
only shall always be our motto.” 

_ The day is breaking, and to our people, fundamentally 
onest and by nature unafraid, may be applied the stirring 
vords of John Milton: “Methinks I see in my mind a noble 
nd puissant Nation rousing herself like a strong man after 
leep and shaking her invincible locks. Methinks I see her 
‘is an eagle, mewing her mighty youth, and kindling her un- 
izzled eye at the full midday beam.” 


“The Relation of Jobber and Retailer to Each 
ther” was the subject of an address by Geo. Wright 
of Omaha, and C. H. Beaumont of Lincoln spoke on 
“The Banker and Merchant—Treating on Credits, Dis- 
‘ounts and Loans.” 

The annual meeting of the Nebraska Hardware Mu- 
‘ual Insurance Company was held at 2 o’clock p. m. 
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Reports were read by President H. J. Hall, Secretary 


_ Nathan Roberts and Treasurer Ernst Hoppe, and a 


general discussion of insurance matters ensued. 


FRIDAY, FEBRUARY 20. 

The final session convened at 10 o’clock a. m., Fri- 
day, February 20. M. D. Hussie and Dan Kavanaugh, 
delegates to the National convention at Jacksonville, 
presented their reports and the remainder of the ses- 
sion was devoted to routine business. 


THE HARDWARE EXPOSITION. 
The Hardware Exposition in connection with the 
Convention was held in the city auditorium and was 
largely attended by the delegates. Fifty-nine exhib- 
itors had booths and the displays were tastefully ar- 
ranged. 


= 
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JOINT CONVENTION TO EXTEND OVER FOUR 
DAYS. 





The Executive Committees of the Southern Hard- 
ware Jobbers’ Association and of the American Hard- 
ware Manufacturers’ Association, at a meeting held 
in New York City on February 11, decided to have 
the forthcoming convention of these two organizations, 
to be held at White Sulphur Springs, W. Va., in June, 
extend through four days, Tuesday, Wednesday, 
Thursday and Friday, June 9, 10, 11 and 12, 1914. 
The four mornings are to be devoted to sessions of 
the two associations ; the afternoons and the evenings 
to be held open for the fullest possible enjoyment of 
the numberless natural beauties of this charming re- 
sort and of the many entertainments which have been 
provided by the appropriate committees. 

It is reported at the Secretary’s office of the Ameri- 
can Hardware Manufacturers’ Association that all the 
signs indicate that this approaching June meeting will 
be the most numerously attended as well as the most 
enthusiastic and valuable ever held by the two organi- 
zations. 





” 
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MILWAUKEE RETAIL HARDWARE AND STOVE 
DEALERS’ ASSOCIATION ADOPTS 
EARLY CLOSING. 


At the meeting of the Milwaukee Retail Hardware 
and Stove Dealers’ Association on Thursday evening, 
February 12, the members voted to close their stores 
at 7 o'clock every night of the week except Mondays 
and Saturdays. This move has been contemplated for 
some time and there was little opposition to the prop- 
osition. 

The by-laws and constitution of the association 
were changed at this meeting so as to make the rep- 
resentatives of manufacturers and jobbers eligible for 
associate membership and the following associate 
members were initiated: J. B. Freye, Quaker City 
Rubber Company; Diamond Joe, J. D. Owens; P. 
Jonas, A. J. Lindemann & Hoverson Company; F. 
Gassmann, Stove Dealers’ Supply Company; William 
L. Pipelow, Arcadian Malleable Range Company; C. 
W. Reukema, William F. Zummach; A. J. Kilian, J. 
Pritzlaff Hardware Company; H. H. Drath, Speich 
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Stove Repair Company; A. Klug, J. Pritzlaff Hard- 
ware Company. 

A smoker and musical program followed. The 
membership of the association now numbers over 
eighty and includes nearly every retail hardware deal- 
er in the city. 


OFFICERS OF PENNSYLVANIA RETAIL HARD= 
WARE ASSOCIATION. 

Officers elected by the Pennsylvania Retail Hard- 

H. Goodfellow, 





ware Association are: President, F. 
Altoona ; first vice-president, Mathias Liedlow, New- 
ark, N. J.; second vice-president, E. K. Owens, Sus- 
quehanna; third vice-president, C. S. Davis, Oakland, 
Pa.; executive committeeman, Walter McQuiston, 
Pittsburgh. 

F. A. Mitchell, of Philadelphia, and Charles Scar- 
borough, of Pittsburgh, were elected delegates to the 
national convention at Indianapolis in May. 


ee ae +o - ——— 


PRESTIGE GAINED BY QUALITY. 


The Lalance & Grosjean Manufacturing Company, 
1900 South Clark Street, Chicago, Illinois, have put 
a question to the trade which bears on the importance 
of handling goods that satisfy customers. They ask 
dealers: “Do you realize the prestige of handling 
wares that are the best?’ The company answers the 
question by stating that every customer who buys 
Agate ware, their product, is satisfied and will return 
to make further purchases because he knows the 
dealer who handles it gives value. 

The superiority of Agate nickel-steel ware is said 
to consist largely in the fact that the enamel is so hard 
that the fusing point is not reached until the nickel- 
steel, of which the articles are made, is nearly ready to 
melt, thereby combining with the pure vitreous com- 
position and forming a clinch and perfect union. It 
is claimed no heat or acid can destroy the joint thus 
formed. Agate nickel-steel ware is double coated with 
a hard vitreous covering which presents a smooth, 
highly polished and beautifully mottled gray surface. 
Catalogs and prices will be sent by the company on 


request. 
PN DP Tene ee 


RETAIL HARDWARE DOINGS. 


F. W. Dickinson & Company, hardware dealers, Colum- 
bus, Ohio, have leased the building at the northeast corner 
of Parsons Avenue and Schiller Street. 

The Claypool-Hendrick Hardware Company, Bowling 
Green, Ohio, have increased their capital stock from $10,000 
to $20,000. 

The Standard Hardware Company, Charleston, South 
Carolina, has been incorporated with a capital stock of $5,000. 
The incorporators are C. F. Cottinger and W. W. Meggett. 

T. C. Etheridge has purchased an interest in the Dixon- 
Hicks Hardware Company, Snow Hill, North Carolina. 

The Adkins Hardware Company, Lynchburg, Virginia, 
was damaged by fire 

Adams Brothers, Crescent, Oklahoma, have purchased the 
hardware store of Smith & Smith. 

The Vaughn Hardware Company, Maysville, Oklahoma, 
has been incorporated with a capital stock of $7,500. " The 
officers are: T. A. Vaughn, B. A. Vaughn and Tom B. Reed. 

The hardware and implement stock of J. E. Young & 
Son has been moved to Supply, Oklahoma, from Woodward, 
Oklahoma 

The Pendleton Hardware & Mercantile Company, An- 
dersorn, South Carolina, has been incorporated with a capital 
stock of $36,000. The incorporators are D. C. Brown and 
W. M. Crenshaw. 





“he hardware and implement store of C. W. Torn. 
Pilot Mound, lowa, was destro 1 Aaa. 
q : , was stroyed by fire on February 
_ _E. J. Skinner has taken over the interest of his p: rtner 
in the hardware firm of Nierling & Skinner, Algona, low, 

The first floor of a new building being erected in | nq. 
mark, North Carolina, will be occupied by the Alexander 
Hardware Company. 

The hardware store of S. D. Farr, Bristol, Vermon: was 
destroyed by fire on February 10. 

The Proffn Hardware & Furniture Company, Red Ba, 
Alabama, was destroyed by fire on February &. _ 

The Joseph Gruber Hardware Company will open at 
Antigo, Wisconsin. 

Walter and Frank Still will open a hardware store in (ro. 
noco, Minnesota. 

Jacob Utwies, hardware dealer, 3061 East Ninety-second 
Street, Chicago, Illinois, was robbed on February 12. 

The building occupied by Piggott Brothers, stove dealers 
1009-1011 North Water Street, Bay City, Michigan, was dam. 
aged by fire on February 6. 

W. A. Denton bought an interest in the hardware busj- 
ness of Denton & Wiggington, Macedonia, Iowa. 

A hardware store will be opened in Pleasant Valley, Kan. 
sas, by F. O. Matkin. 

D. B. Randall of Garnett, Kansas, has purchased the 
hardware store of W. S. Carr, Waverly, Kansas. 

Louis A: Thiebaud, Home City, Kansas, has sold his 
hardware store to Fred Blocker. 

Roscoe Mitchell, Kendall, Kansas, sold his hardware. 
lumber, coal and feed business to his father. 

J. F. Casebier of Yates Center, Kansas, purchased the 
hardware and implement store of Swallow & Bux, Meriden, 
Kansas. 

H. Kalthoff, Corder, Missouri, is closing out his hard- 
ware and implement business. 

S. F. Dysart, Savannah, Missouri, has purchased the 
J. C. Kirtley hardware store. 

>. E. Shearer has purchased the interest of his partner 
in the Shearer & Mann Hardware Company, Chillicothe, 
Michigan. 

E. E. Lyons, Braymer, Missouri, has purchased the in- 
terest of A. W. Coyle in the hardware firm of Coyle & Snod- 
grass Brothers. 

A. O. Anderson, Waverly, Nebraska, has opened his new 
hardware store. 

The Ladwig hardware store, Hardy, Nebraska, was sold 
to J. H. Johnston. 

D. F. Whalen, Cook, Nebraska, will succeed his father 
in the hardware business. 

Peter Reinfenrath, Wynot, Nebraska, has sold his in- 
terest in the hardware business to his partner, O. M. Konegni. 

G. Kratzenstein, Brady, Nebraska, has purchased the in- 
terest of his partner in the hardware and implement business 
of O’Rourke & Kratzenstein. 

H. D. Frost, Columbus, New Mexico, has purchased the 
hardware and furniture business of N. B. Hampton. 

\ branch house was opened at Texico, New Mexico, )y 
the E. T. Maddux Hardware Company. 

W. T. Berentz, Bartlesville, Oklahoma, is closing out his 
hardware stock. 

A large warehouse is being erected by the Buie & Wallac 
Hardware Company, Chickasha, Oklahoma. 

Mr. Morgan will conduct a hardware and furniture store 
at Plainview, Oklahoma. 

Mike Stepcheck will open a hardware and implement 
busiress at Eufaula, Oklahoma. 

The hardware business of C. M. Humphrey & Company, 
Bristow, Oklahoma, has been purchased by H. L. House 

The hardware and implement store of Oscar & McCo 
mick, Glencoe, Oklahoma, has been destroyed by fire. 

C. FE. Kennedy is now sole owner of the Kennedy Hard 
ware Company, Wynnewood, Oklahoma. 

The Grandfield Hardware Company has been purchas 
by Carr & Pritchard, Grandfield, Oklahoma. 

The hardware and implement business of Dvkes & Swan 
Maysville, Oklahoma, has been purchased by C. C. and J 
Swann, and will be known as Swann Brothers. 


The hardware store of Neyland & Son, Goliad, Texas, 


is being remodeled. 

Fire on February 12. destroyed the Nichols Hardwar 
Company, Rhinelander, Wisconsin. 

H. C. Wehrman, Manhattan, Illinois, is remodeling his 
hardware store. 

The Sherman hardware store at Tower City, North D: 
kota. was damaged by fire on February 12. 

Fire on February 6, destroved the Adams _ hardwar« 
store at White Earth, North Dakota. 

Frank Schillirg, East Dubuque, Illinois, has purchased th 
hardware store of J. F. Coyle. 

Louis Maier will open a hardware store at Tarnov 
Nebraska. 

The Harhart Lumber Company, Wayne, Nebraska, hav: 
purchased the Barrett & Dally hardware business. 

Andrew Cecil and Mel Shafer will start a hardware 
store at Plymouth, Illinois. 
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HEATING AND VENTILATING 











PLANT OF MICHIGAN SAFETY FURNACE PIPE 
COMPANY BURNED. 


(he plant of the Michigan. Safety Furnace Pipe 
Company at Detroit, Michigan, was destroyed by fire 
early on the morning of February 20. The building 
was owned by the Michigan Safety Furnace Pipe Com- 
pany and the loss to them and two other occupants 
js $100,000. In the case of the Michigan Safety Fur- 
nace Pipe Company the loss was fully covered by in- 
surance and arrangements are being made to resume 
business at once, as stated in the following telegram: 
\MERICAN ARTISAN, 

Chicago, Illinois : 

| lant destroyed by fire. Loss covered by insurance 
and we have already ordered an entire new outfit of 
tools and machines. Will resume business at once and 
will be better equipped than ever to care for wants of 
our trade. 

MICHIGAN SAFETY FuRNACE Pire CoMPANy, 

etroit, Michigan, February 20, 1914. 
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EXECUTIVE COMMITTEE OF NATIONAL 
WARM AIR HEATING AND VENTILATING 
ASSOCIATION BEGINS ACTIVE WORK. 


\t the first meeting of the Executive Committee of 
the National Warm Air Heating and Ventilating 
\ssociation, held at Detroit, Michigan, on February 
0, plans were perfected to carry out the objects of the 
\ssociation along the lines outlined at the meeting 
in Cleveland, Ohio, on January 22, when the National 
Warm Air Heating and Ventilating Association was 
formed. There will be no deviation from the ex- 
pressed purpose of stimulating the-demand for warm 
air furnaces by a campaign of education that is to 
include the public, the architect and the dealer. 

Recognizing the advantages of specialization, a 
number of strong committees were appointed, each to 
handle a particular phase of the work. One commit- 
ice will work out a formula for warm air installation, 
another will prepare a formula of dealers’ costs, a 
third committee will get in touch with architects, and 
tll other committees will work out the problems of 
lvertising, instructing the dealer and manufacturer 
ioW to sell warm air furnaces, credits, etc. 

Judging from the thorough and intelligent manner 
1 which the Executive Committee has gone about its 

ork, the warm air furnace industry is about to as- 
ime its rightful place in the heating field. The in- 
ctivity that has characterized the trade as a whole 
‘las given place to a spirit of progress that promises 
‘0 popularize warm air heating and greatly increase 


the demand for this type of heating apparatus. The 
members of the Warm Air Heating and Ventilating 
Association and the trade at large are to be congratu- 
lated on the selection of so able an executive commit- 
tee and the latter body deserves the support of the 
entire furnace industry in carrying out the plans it has 
made. 

\ memorandum of the meeting of the Executive 
Committee at Detroit follows: 

The meeting was called to, order at 10:15 o'clock 
a. m. 

Present: E. P. Miller, John A. Howard, Chas. F. 
Seelbach, members Executive Committee. John D. 
Green, President; F. T. Giblin, Vice-President ; W. G. 
Wise, Treasurer; W. F. Colbert, Acting Secretary, 
members ex-officio. 

Messrs. D. Rait Richardson and Allen W. Williams 
were present by invitation of the president. 

It was unanimously decided that the object of the 
association should be strictly adhered to, viz.: “To 
promote the proper installation of warm air heating 
systems through systematic education in every depart- 
ment of the industry. 

After careful consideration and full discussion, t 
President was directed to appoint committees to con- 
sider the following subjects, said committees to make 
reports at a meeting of the Executive Committee to be 
called within the next month. 


he 


FORMULA FOR WARM AIR INSTALLATIONS. 


The Executive Committee recommend that under 
this heading should be included a definite ruling for 
the figuring of heating requirements of any residence 
or other building, in conjunction with definite rulings 
as to piping installation and cold air supply, and at the 
same time to provide for means of automatic ventila- 
tion when desired. 

Committee—D. Rait Richardson; Richardson & 
Boynton Company; E. P. Miller, Lennox Furnace 
Company; Arthur R. Bradley, Kelsey Heating Com- 
pany. 

FORMULA OF DEALERS COSTS. 

It has been too often found that in making up costs 
the dealer counts only the cost of his material and 
labor and ignores overhead charges, thereby causing 
low and dishonest competition, and incurring a loss 
to the dealer unconsciously. 

Committee.—F. T. Giblin, Giblin & Company ; Ed- 
ward Norris, Utica Heater Company; Henry Wick, 
Fox Furnace Company. 

ARCHITECTS. 

It is designed to get in closer touch with the archi- 
tect, to show him the benefit of warm air heating 
systems, and to secure either by personal solicitation, 
or through the architects’ association, the adoption of 
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plans and specifications for the proper installation of 
warm air systems of heating. 

Committee.—William Ritchie, Boynton Furnace 
Company; R. C. Cook, Thatcher Furnace Company; 
J. M. McHenry, Detroit Stove Works. 

SELLING INSTRUCTIONS FOR DEALERS, 


It has been too long recognized that the merits of 
warm air heating have been misrepresented to the 
public, and methods and plans to get in closer touch 
with the buyer should be formulated and submitted to 
the dealers for their assistance. 

Committee—Lewis Moore, Moore Brothers Com- 
pany; A. W. Glessner, Excelsior Steel Furnace Com- 
pany; J. M. Trigg, Majestic Furnace and Manufac- 
turing Company. 

ADVERTISING. 

While all furnace manufacturers are certain of the 
superior merits of warm air heating, this knowledge 
is not known to the public, and it is deemed desirable 
to have adopted some approved regular methods of 
warm air installations, and follow these up by a pub- 
licity campaign that will not only appeal to the dealers, 
but will enlighten and attract the buyers. 

Committee.—John A. Howard, Estate P. D. Beck- 
with ; George Harms, Meyer Furnace Company ; Fred- 
erick Will, Sr., Sill Stove Works. 

SELLING INSTRUCTIONS FOR MANUFACTURERS. 

It shall be one of the objects of the Association to 
prepare itself to advise manufacturers as to the ways 
and means of educating and instructing their sales 
organizations to meet technical and scientific argu- 
ments as used by their competitors. 

Committee.—Lewis Moore, Moore Brothers Com- 
pany; A. W. Glessner, Excelsior Steel Furnace Com- 
pany; J. M. Trigg, Majestic Furnace and Manufac- 
turing Company. 

FORMULA OF MANUFACTURERS’ COSTS. 

It is recognized that manufacturers’ costs are much 
the same throughout the country, but it is the design 
of the association to secure the different methods of 
arriving at costs and submit this information in detail 
to the manufacturers for their consideration and adop- 
tion. 

Committee.—F. T, Giblin, Giblin & Company ; Ed- 
ward Norris, Utica Heater Company; Henry Wick, 
Fox Furnace Company. 

CREDIT BUREAU. 

Under this heading it is designed to exchange facts 
and opinions in regard to the standing of the trade. 

Committee.—Fred Will, Jr., Sill Stove Works; R. 
H. Hood, Hood Furnace Company; C. F. Mertz, Co- 
Operative Foundry Company. 

SALESMEN’S BUREAU. 

It is designed under this heading to secure and dis- 
seminate among the members of the association in- 
formation in regard to salesmen. 

Committee—I. T. Giblin, Giblin & Comipany; 
Chas. F, Seelbach, Forest City Foundry and Mahufac- 
turing Company; Henry Wick, Fox Furnace Com- 
pany. 





Anybody can cut prices, but it takes brains to make 
a better article —Alice Hubbard. 


ALLEN W. WILLIAMS NAMED AS SECRETARy 
OF THE NATIONAL WARM AIR HEATING 
AND VENTILATING ASSOCIATION, 


The Executive Committee of the National Warm 
Air Heating and Ventilating Association has elected 
Allen W. Williams of Columbus, Ohio, Secretary, and 
he will at once assume the duties of his office. 

In selecting Mr. Williams for this important posi- 
tion the Executive Committee of the National Warm 
Air Heating and Ventilating Association took into 
account his familiarity with every detail of the fuwr- 
nace industry and his experience in similar lines of 
work. Not only has Mr. Williams had practical ex- 
perience in the heating .business, but for the past 
eight years he has been actively identified with asso- 
ciation work as secretary of the Central Association 





Allen W. Williams. 


of Stove Manufacturers and the Midland Club of 
furnace manufacturers. 

Mr. Williams is a born organizer and has used his 
unusual ability to promote the interests of the warm 
air furnace industry. He is capable of a prodigious 
amount of work, and is a man who readily makes 
friends both for himself and the cause in which he 
is interested. As secretary of the National Warm 
Air Heating and Ventilating Association he will bring 
to the office a well-ripened experience, a broad under- 
standing of causes and effects and executive ability of 
high order. 


eo 
oo 


THE ‘‘PYRAMID” AIR BLAST FURNACE. 





The Forest City Foundry & Manufacturing Com- 
pany, Cleveland, Ohio, claim that their Pyramid 
Warm Air Furnace is positively the best on the mar- 
ket, that it has the approved features of other fur- 
naces, but no other furnace has the Pyramid Grate. 
The fire is rolled to the outside of the firepot, in 
shaking the grate, and placed in direct contact with 
the radiating portion. It is said that it burns hard 
coal to better advantage than any other furnace be- 
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cause the Pyramid Grate removes all the ashes with- 
out the loss of any coal and is especially adapted to 
the cheaper grades of soft coal. This grate can be 
dumped, cleaned of clinkers and replaced with never 
failing certainty without even stooping over. 

It is further claimed that there is positively no 
stop in the radiation of heat when fresh fuel is sup- 
plied. The fire is rolled to the walls of the firepot, in 
shaking the grate, and the fresh fuel is placed in the 
center. This leaves the fire free to continue burning, 
which immediately cokes the surface of the fresh 
fuel. 

All parts are easily replaced but the manufacturers 
state that replacement is seldom necessary, and that 
the entire furnace is a model of honest construction. 

The discomforts of damp, chilly weather after the 
regular furnace fire has been abandoned are entirely 
overcome with the Pyramid Furnace with its adapta- 
bility to the*use of soft coal. The fire is said to be 
as easily kindled as in the kitchen stove and the quan- 
tity of heat desired exactly regulated by the quantity 
of fuel supplied. Economy in quality and quantity 
of fuel, perfect adaptability to all kinds of fuel and 
ease and satisfaction in its operation are qualities 
that are easy to state, but the Forest City Foundry & 
Manufacturing Company claims that they follow the 
Pyramid Furnace as night follows day. 





SOUVENIR OF THE FIFTIETH ANNIVERSARY 
OF THE WROUGHT IRON RANGE CO. 

As the year 1914 marks the fiftieth anniversary of 
the founding of the Wrought Iron Range Company, 
St. Louis, Missouri, the company have issued a 
souvenir book of sixty pages to commemorate the 
occasion. Aside from being a beautiful example of 
the printer’s art, this souvenir book is unique in other 
respects. Realizing that many of their customers 
have never had an opportunity of visiting a large 
range factory, the Wrought Iron Range Company have 
sought to visualize range and furnace manufacturing 
by a series of photographs showing the different de- 
partments of their plant. Starting with an exterior 
view of the large new factory and office building, the 
souvenir book presents beautiful halftone reproduc- 
tions of the private offices of the officers of the com- 
pany, the general offices and all of the various depart- 
ments of the plant, from the forming room, where 
the bodies of “Home Comfort” Ranges and stee! 
warm-air furnaces are formed, to the shipping plat- 
form, where the finished product is loaded and shipped 
to all parts of the country. 

A feature of the Wrought Iron Range Company’s 
plant is the attention that is paid to the welfare of 
the employes. A rest room is provided for the women 
members of the office force, and in connection with 
the general offices there is a well appointed lunch 
room, equipped with a kitchen outfit, enabling the 
office employes to lunch at the plant when they so 
desire, 

Few people realize that the Culver Military 
\cademy, which is famous the country over for the 
excellent military and classical training it affords boys 
and young men, is conducted under the support and 
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management of members of the Wrought Iron Range 
Company. The Academy was founded in 1894 by 
Henry Harrison Culver, who, with two _ brothers, 
established the business of the Wrought Iron Range 
Company just fifty years ago. At the death of the 
founder, in 1897, the work was taken up by his 
widow and children, who have since essayed to supply 
the same broad business principles which have gov- 
erned so successfully the growth and conduct of the 
Wrought Iron Range Company. The Academy is 
owned and controlled entirely by stockholders of this 
company, who serve as executive officers and trustees 
without remuneration of any kind. In view of these 
facts, the souvenir book appropriately contains a num- 
ber of photographs showing the buildings which com- 
prise the Culver Military Academy, as well as pic- 
tures showing student activity. Altogether, the sou- 
venir book appropriately marks the fiftieth anniversary 
of the Wrought Iron Range Company’s business. 





PARAGRAPHS. 

A. F. Volette, for ten years in the heating busi- 
ness at Grand Rapids, Michigan, has started the A. 
F. Vollette Company, which will do a general heat- 
ing business with headquarters at Grand Rapids. 

A. W. Glessner of the Excelsior Steel Furnace Com- 
pany, 517 West Monroe Street, Chicago, I|linois, with 
Mrs. Glessner, is taking another trip through the Orient 
and Mediterranean, sailing on the Cunard Steamship 
Franconia Tuesday, February 24. 

The old board of directors of the Stanton Heater 
Company, Martins Ferry, Ohio, was re-elected at the 
annual meeting of the stockholders of the company. 
The board of directors is composed of F. H. Eick, Ira 
Sedgwick, W. Lipphardt and George L. Spence. 

es 2 


CROOKEDNESS TODAY AND YESTERDAY. 


Present day advertising looks better than the old 
and it is. We get stung with some present day ad- 
vertising, but the proportion of crookedness is ten per 
cent as against ninety per cent of straight business. In 
the old days it was ninety per cent crooked as against 
ten per cent straight. So we are moving along. 

But the present day ten per cent of crookedness is 
hard to eliminate. It is smarter than it was ten, fif- 
teen, or twenty-five years ago. It is more subtle. 
Those who lie today have made of it a great art. It 1s 
hard to detect modern lies. The reason is because 
they emanate from high places—from business men 
who pretend to a virtue they do not possess. The 
meanest man in the world is he who pretends to right- 
eousness and thrives on wrong-doing. 

The truth is a hard thing to combat. A lie always 
gets licked when Truth tackles it. Advertising lies 
are being attacked by Truth in Advertising—so what 
chance have the liars ?—W. C. Freeman. 


— > 
> 





Life is a hurdle race, in which we are always 
jumping at conclusions. 
Seo TREY a © el Be 
An optimist is a man who laughs at misfortune, 
never having had any of his own. 
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PRACTICAL HELPS FOR THE 
TINSMITH 














‘ DETAILS FOR CORNICE LOOKOUTS. 


BY O. W. KOTHE. 

On fireproof buildings where sheet metal cornices are 
used then lookouts made of iron must be used. So in 
the event of fire it will have no effect on the sheet 
metal work, beyond melting the solder in the seams. 
And as all seams are riveted a cornice would always 
remain in about the same condition, unless leaks oc- 
cur and cause it to deteriorate. The design “A” shows 
one used for holding large cornices in place on large 





sagging out of shape. Other fastenings must. oj 
course, be made as best suits the work in hand. Were 
the cornice is not so large or far projecting then the 
design shown by “B” is often used for fireproo{ 
buildings. The outer frame work is made of a sub- 
stantial angle iron to suit the size of cornice and the 
cross bars are made of band iron and bolted in the 
corners as shown. Angle iron anchors are often use: 
on the ends of the top and bottom bar to prevent them 
from pulling out of the wall at the top. Holes are 
punched in these angle irons to which the sheet meta! 
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Details for Cornice Lookouts. 


buildings. As will be seen it is attached to the con- 
crete wall with bolts and angle iron. These bolt holes 
are made in the forms and the bolts inserted before 
the concrete is poured, so the lookout can be after- 
wards bolted on and the front angle iron riveted or 
bolted in place, as shown. 

For a covering 2x6 inch timbers are bolted on the 
top angle iron all along the lookout, after which a roof 
is nailed on of sheeting boards on which the cornice 
covering, whether tin, galvanized iron or copper, is 
laid. Band iron straps are riveted to the facia of 
crown mould and bent around the front angle iron to 
hold in place, and the plancer is pulled up toward the 
bottom angle iron in the same way to prevent it from 





work is bolted through members best fitting up agains 
the angle iron as shown in this case. 

On the general run of buildings wood lookouts ar 
mostly used and for cornice of moderate size th 
lookout shown by “C” is often used. These lookouts 
are made and set in place by the general contracto: 
after which the sheet metal worker must hang th: 
cornice around them and then nail it at all convenien' 
places to the lookout. On small cornices a simp 
lookout as shown by “D” is used. It is simply a boar¢ 
of a fair width and cut out so as to take in as many 
members as possible after which it is set in the wal! 
and a sheet cornice is set and nailed wherever pos- 
sible, after which the cap flashing is put in place. Then 
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all cornices, as at “E” a fan shaped lookout is and with your dividers pick the distance 2 to 3 from 
of metal and riveted to different convenient C; any place on this line, as 2-3, erect a line at 3 and 
rs of cornice in the shop as shown. This holds with your dividers pick the distance 3-3’ from section 
nice in shape and when set in the wall will A and place on the vertical line just drawn. 

1 in its position. There are also other methods Now pick the distance 3 to 4 from C and with line 


| which often suggest themselves as demanded by 3 as center mark it on the line 2-M at the left of 3 and 
ihe different jobs. erect a vertical line as at 3 and with your dividers 
pick the distance 4-4’ from half-section E and place 


PATTERN FOR OVAL TO ROUND TAPERING on this line. Continue in this manner until 12 to 13 is 
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of 
= ELBOW. established and you have the true lengths from which 
he to develop your pattern. 

BY CHAS. MATTESON. For the pattern draw any line, as 1-2 in pattern, 


equal in length to 1-2 in C of elevation. Now pick the 


1 answer to “A Subscriber,” of Rochester, Min- 
space I to 3 from half-section A and with I as center 


ta, who asks, in the February 7 issue of AMeEr- 
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Pattern for Oval to Round Tapering Elbow. 


strike the small arc 3; then pick the space 2 to 4 from 
section E and with 2 in pattern as center strike the 
small arc 4. Now take the dotted line 2-3 from true 


lo get out a pattern of this kind proceed by draw- lengths for C and with 2 in pattern as center cross 
g your elevation to the required angle and size, as the small arc 3. Then pick the solid line 3-4 from 

wn by B, C, D; also describe the half sections true lengths for C and with 3 in pattern as center 

and E and divide in equal spaces, as shown by cross small arc 4. Continue in this manner until 
3, 5,7, ete., 2, 4, 6, 8, etc. points 12-13 are reached, then take the distance 13-14 
Project lines until they cut miter lines of 2-14-1-13. from elevation and with 13 in pattern as center cross 
hen divide the center piece into triangles by connect- small arc 14 draw lines through all points, allow laps 
ng points 3 to 4, 5 to 6, 7 to 8, etc., with solid lines, for seaming or riveting and the pattern for C is fin- 
nd 2 to 3, 4 to 5, 6 to 7 with dotted lines. Now draw ished. The rest of the patterns are laid out the same 
ny line, as 2-M, in diagram of true lengths for C as any common elbow, so need no explanation. 


\ ARTISAN, how to draw an oval to round tapering 
ow, will submit the following drawing, which will 
robably help the brother out of his trouble. 
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RECEPTION TO NATIONAL PRESIDENT JAMES 


the manufacturer if their jobbers do not carry this 








A. DAUGHERTY. torch in stock. CON\ 
The Sheet Metal Contractors’ Association and Sheet ENLARGED FACILITIES INSURE PROMPT De. Plat 
Metal Consumers’ Protective Association of St. Louis, LIVERIES. of the 
Missouri, entertained James A. Daugherty, President Zs he 
of the National Association of Sheet Metal Contrac- The Sykes Metal Lath & Roofing Company, \ jles. orgal! 
tors’ Association, at a special meeting and dinner on Ohio, have just completed the erection of a large new and it 
the evening of February 12. The entire reception plant and have installed new and up-to-date machinery tion V 
committee, consisting of twelve members, met Presi- for the manufacture of their products. The additional Che 
dent Daugherty on his arrival from Peoria and escorted space afforded by this new plant will enable the com- ident 
him to the Planters Hotel in an automobile, where pany to greatly increase their output and insure quick ciation 
they were served with a dinner, after which he was _ delivery. Michi 
escorted to parlor A and introduced to the members The company call special attention to the superiority motin 
of both associations. of their galvanized shingles, on which they are special- tende 
The special meeting was called to order by H. W. izing. These shingles are of a new design and include Febru 
Symonds, President of the Sheet Metal Contractors’ a patent side lock that is claimed to give them supe- at the 
Association, at 8:45 p. m. He introduced President rior and lasting qualities. \m 
Daugherty as the first speaker, who after expressing All styles of formed roofing products are also man- C. M 
his pleasure in again meeting his St. Louis friends, ufactured, as well as flat galvanized sheets, flat black Sagin 
proceeded to enlighten them on the work done by the sheets, Sykes expanded cup lath, Sykes trough sheet 
National Association. lath, corner bead and wall ties. A large stock of these k 
Addresses were made by members of both the local products is carried at all times. Further particulary Th 
associations, after which President Daugherty closed and descriptive literature will be furnished by the Stree 


the meeting in a graceful talk in which he expressed 
the hope that he would meet all those present at the 
Cincinnati convention of the National Association of 
Sheet Metal Contractors. 

A part of the committee consisting of Messrs. 
Gerock and Kohlmeyer took charge of President 
Daugherty the following morning, and showed him 
the workings of the building industries. In the after- 
noon and evening Messrs. Symonds, Kohlmeyer, Ruth 
and Cluss showed him through the David Ranken, Jr., 
School of Mechanical Trades. 


——— or? 


PUMP-IN-BODY GASOLINE TORCH WITH 


company on request. 





- 
~-oo 


BANQUET OF SHEET METAL MEN. 


The Sheet Metal Contractors’ Association of Bat- 
tle Creek, Michigan, tendered a banquet and smoker 
tc the sheet metal contractors of Kalamazoo, Michi- 
gan, on the evening of February 12. The banquet was 
held in the rooms of the Battle Creek Chamber oi 
Commerce and fifteen out of town guests, including 
President Chas. M. Rutherford and Secretary C. B. 
McDole of the Michigan Sheet Metal Contractors’ 
Association, were present. About fifteen local mer 
also were in attendance. Frank Walker was toast- 








POSITIVE SHUT-OFF. who 

chanelle master and the speakers included A. O. Jones, Presi- plete 

Otto Bernz, Newark, New Jersey, claims to manu- ent Rutherford, Secretary McDole, Frank Strong calle 
facture the only pump-in-body gasoline torch in the and Guy Fitzgerald of Battle Creek, and F. E. Ederk be i 
world which has a positive 0! Grand Rapids. the 

shut-off. It is known as the 2624 led 

Always Reliable, and, ac- TINSMITH DEPARTMENT A BIG HELP. ind 

cording to the maker, is the -—-— inte 

best torch for all-around AMERICAN ARTISAN, \ 

use. The construction of Chicago, Illinois. com 

the burner, it is claimed, is Gentlemen: You will please cancel - subscription by 1 

such that gas is generated for the AmerIcAN ArtisAN for another year when ing 

much faster than in other my time expires, as I am out of business, having sold req 

burners, enabling the user my sheet metal shop nearly one year ago to Huddles- sam 

to obtain a steady blue ton Brothers, formerly of Dublin, Indiana, who are ICA 

flame in a short time. Only continuing the business. I have been letting them use PR 


the best material is used in 


The “Always Reliable” its construction, and every 





torch is carefully tested and guaranteed to be in per- 
fect condition when it leaves the factory. Fuel con- 


sumption is reduced to a minimum, hence the cost 


of operation is relatively low. The Always Reliable 


the AMERICAN ARTISAN sent me. They said th 
would subscribe for it when my time was out. 

[ would not do without it if I continued in busine: 
The Tinsmith Department was a great help for | 
and no tinsmith should be without it. 

Hoping this will*be all satisfaetory and thanking 


torch is fitted with a patented adjustable one-piece you for past favors, I am, 
Yours truly, 
JoseErH HoLLowe 
Cambridge City, Indiana, February 4, 1914. 


soldering iron holder, One extra fibre filler plug 
washer and one leather cup pump washer is furnished 
with each torch. Dealers are requested to write to 








lery 
mal 
ym- 


lick 











CONVENTION OF MICHIGAN SHEET METAL 
CONTRACTORS’ ASSOCIATION. 





Plans are practically completed for the convention 
of the Michigan Sheet Metal Contractors’ Association, 
to be held at Detroit, on March 25, 26 and 27. This 
organization now has an active membership of eighty 
and it is expected that the attendance at the conven- 
tion will be large. 

Charles M. Rutherford of Jackson, Michigan, Pres- 
ident of the Michigan Sheet Metal Contractors’ Asso- 
ciation, and Secretary C. B. McDole of Kalamazoo, 
Michigan, have been unusually active of late in pro- 
moting the interests of the Association. They at- 
tended a local meeting at Saginaw, Michigan, on 
February 2, and on the following evening were present 
at the meeting of the Detroit local. 

\mong the new members recently enrolled are R. 
C, Mahon of Detroit, and W. H. McBratnie of 


Saginaw. 


— 


RED-HOT FIRE=-POTS AND TORCHES. 





The Ashton Manufacturing Company, 13 Alling 
Street, Newark, New Jersey, assert that their line of 
Red-Hot fire-pots and torches for 
gasoline or kerosene comprises dur- 
ability and economy because their 
fire-pots and torches are made 
from the best materials, by the 
most skilled workmen, and on the 
right principle. Fuel consumption 
is reduced to the minimum. 

The Red-Hot line of fire-pots 
and torches manufactured by the 
, company are said to meet the re- 

= - quirements of every mechanic and 
The “Red-Hot” Fires are sold by jobbers everywhere 
who desire to carry a com- 
plete stock of articles most 
called for and at all times 
be in a position to supply 
the demand. Wherever han- 
dled they are sold on merit 
and under the makers’ guar- 





antee, 

\ catalog describing the 
complete line manufactured 
by the Ashton Manpfactur- 
ing Company will be sent on 
request. When writing for 
same kindly mention AMER- 
ICAN ARTISAN, 





The “Red-Hot” Torch. 


a> 


PRAISES CORNICE WORK MANUAL HIGHLY. 





\MERICAN ARTISAN, 
Chicago, Illinois. 
Gentlemen: Please print the want ad in this letter 
ior me and as soon as I hear from them and get results 
will let you know. I am a reader of AMERICAN 
risAN. Your Cornice Work Manual is fine. I praise 
Yours truly, 
Yours truly, 


highly, 


L. O. BatLey. 
sterm Lake, Iowa, February 6, 1914. 
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‘“‘METAL STATISTICS.”’ 


The seventh annual edition of “Metal Statistics” 
has been issued by the American Metal Market and 
Daily Iron and Steel Report, 81 Fulton Street, New 
York City. Past editions have been characterized as 
being practically complete in the ferrous and non- 
ferrous metal field for buyers and sellers as well as 
plant managers and engineers, and in this edition of 
“Metal Statistics” for 1914 several additions of stat- 
istics that are very interesting have been added. Spe- 
cial attention is called to the fact that monthly aver- 
ages of iron, steel and metal prices are based upon 
the daily quotations published in the American Metal 
Market and Daily Iron and Steel Report. The book 
is of the handy pocket size, is neatly bound and con- 
tains nearly 300 pages of statistics for metals listed in 
a concise and practical manner. 

Se 
PROFITABLE FIELD FOR TINSMITHS. 

A new and profitable field for the tinsmith is 
pointed out by the Cortright Metal Roofing Company 
of Philadelphia and Chicago, who state that hundreds 
of the more progressive sheet metal workers all over 
the country are materially adding to their incomes by 
applying Cortright Metal Shingles to old roofs. 

One of the strong points claimed for this roofing 
material is that it is not necessary to remove the old 
wood-shingle roof in order to lay a Cortright roof. 
These metal shingles can be put on right over the old 
roof, thus obviating the necessity of exposing the in- 
terior of the building to the elements while the work 
is in progress. This plan also does away with the dirt 
any annoyance incident to laying an old-style roof. 
The fact that. Cortright Metal Shingles are firepoof 
and storm proof is an additional advantage that ap- 
peals to building owners. 

The Cortright Metal Roofing Company have a spe- 
cial.proposition which, it is claimed, enables roofers 
to do a bigger and more profitable roofing business. 
In writing for particulars, please mention AMERICAN 


ARTISAN. 
PRIZE WINNERS IN THE NIAGARA PRIZE 
COMPETITION. 


In June, 1913, the Niagara Machine & Tool Works 
of Buffalo, New York, announced, through the col- 
umns of AMERICAN ARTISAN, that they would give 
prizes aggregating $200 for the best suggestions for 
new and useful machines and tools or for suggestions 
on improvements in existing machines and tools for 
sheet metal workers. 

The Niagara Machine & Tool Company, believing 
that intelligent users of machines and tools notice 
opportunities for improvements which manufacturers 
overlook, offered these prizes in order to obtain the 
ideas of sheet metal workers throughout the country 
—the ideas of broad-minded men who would not hesi- 
tate to give their fellow workers the benefit of their 
ideas, if the opportunity came. Both workmen and 
employers were asked to participate in the competition. 

On account of the large number of practical sug- 
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gestions and ideas submitted, the committee appointed 
to pass on the merits of these suggestions and ideas 
found it a difficult task to pick the prize winners. 
However, after long deliberation, the following were 
chosen as submitting the first six in value. 

l‘irst Prize—M. J. Tierney, Pittsfield, Massachu- 
setts ; $100. 

Second Price—Wm. Thomas, Beatrice, Nebraska; 





$40. 

Third Prize—H. A. Bott, McCurtain, Oklahoma ; 
$25- 

Fourth Prize—E. Erickson, Jamestown, New York; 


eh 


15. 
Fifth Prize—A. E. Palmer, LaCrosse, Kansas; $10. 
Sixth Prize—C. H. Smith, Galt, Ontario; $10. 


o> 
~o 


CANTON ART METAL BOOK. 








The Art Metal Book issued by the Canton Art 
Metal Company of Canton, Ohio, illustrates and de- 
scribes in detail the line manufactured by this com- 
pany. Special attention is called to the accurate man- 
ner in which Canton ceiling plates are made. It is 
claimed that this product is accurate to I-1,000 of an 
inch, that all outside or lapping beads are re-pressed 
on special steel dies, and that all outside buttons have 
die-punched ‘nailholes. As a consequence of this ac- 
curacy, the Canton Art Metal Company guarantee a 
saving of 25 to 50 per cent in the erection of their ceil- 
ings. 

A complete assortment of steel ceilings, tin plate, 
black and galvanized sheets, eaves trough and pipe is 
carried at the company’s branch warehouses, where 
the stocks carried are large ones and all orders are 
handled promptly. A copy of the Art Metal Book and 
full particulars regarding the company’s line will be 
sent to those who mention AMERICAN ARTISAN in 
writing. 


NS 


NOTES AND QUERIES. 


GOLF STICKS. 
From W. P. Vrierck & Son, 1134 East State Street, Rockford, 
Illinois. . 

Kindly advise us where we can obtain good golf 
sticks. 

Ans.—Bullard & Gormley Company, 175 North 
State Street, Chicago, Illinois. 

METAL BOXES. 

From C. C. Bruscke & Son, Good Thunder, Minnesota. 

Please give us the name of a manufacturer of metal 
wall boxes suitable to hold tinshop rivets or section 
rivets. 

Ans.—Gem Manufacturing Company, Chelsea Sta- 
tion, Boston, Massachusetts. 

ADDRESS OF FEILBACH MOTOR COMPANY. 

From Ole S. Reiten, Hastings, North Dakota. 

Kindly give me the address of the Feilbach Motor 
Company. 

Ans.—1148 Holpon Street, Milwaukee, Wisconsin. 

CRUDE OIL BURNERS, 

From Howk & Sons, Bird City, Kansas. 

Kindly give us the address of a manufacturer of 
crude oil burners that can be installed in furnaces. 





Ans.—Standard Oil Stove & Burner Com) .::\. 

128% W. Grand, Oklahoma City, Oklahoma. 
“HERO” HOT AIR FURNACE. 

From Larsen & Son, Dwight, Illinois. 

Kindly advise us who makes the “Hero” Hoi \;; 
Furnace. 

Ans.—Charles Smith Company, 57 West | xke 
Street, Chicago, Illinois. 

MONROE AND NOVELTY WARM AIR FURNACES. 
From E. J. Arnold, Capital Sheet Metal Works, |; 
Rouge, Louisiana. 

Kindly give me the addresses of the manufacturer: ta | 

of the Monroe and Novelty warm air furnaces. 





‘ te, 
Ans.—Monroe Foundry & Furnace Company, \\.\»- i 
roe, Michigan, and Abram Cox Stove Company, 32; 
South Jefferson Street, Chicago, Illinois. 
ITEMS. P 





The tin shop of William Metzgar at Kalamazvo, 
Michigan, was partially destroyed by fire on February 
11. The loss is $3,000, partially covered by insurance. 

The Roofing & Insulating Company of Cleveland, 
Ohio, has been incorporated with a capital stock oi ao 
$5,000, to deal in roofing and insulating material: = | 
The incorporators are: John F. Croll, M. R. Dickey, 
P. B. Williams, M. T. Williams and M. Friedman. 

D. M. Buck, chief chemist of the American Shee 
& Tin Plate Company, Pittsburgh, Pennsylvania, ; 
dressed the men at the Detroit, Michigan, office 1 
the company on the evening of February 12, the sul) 
ject of his talk being “Copper-Bearing Steel.” {) 
talk was illustrated with lantern slides. 

For the purpose of taking care of additional wor! 
ing capital requirements incident to the increase: 
capacity of their works, the DeForest Sheet & Jin 
Plate Company of Niles, Ohio, have voted to increase 
the capital stock from $400,000 to $600,000. During 
the last eighteen months the plant has been approxin 
ately doubled in capacity. 

A new steel plant will be built at Massillon, Ol 
in the near future. It will be controlled by a separat: 
company, composed of men at present interested in 1!) 
Massillon Rolling Mill Company, Massillon, Ohi 
Canton Stamping & Enameling Company, Canto: 
Ohio; American Stamping & Enameling Compa: 
Bellaire, Ohio, and the Geiger-Jones Company, (@! 
ton, Ohio, The Massillon Rolling Mill Company 1! 
consume the larger part of the output of sheet bars | 
be made by the new company. 

A new concern has been incorporated at Massillo: 
Ohio, under the style of the Massillon Aluminu: 
Company, and will manufacture stamped aluminu 
cooking utensils. The capital stock is $200,000 an 
the officers are: President, Frank H. Snyder; Vic: 
President, E. C. Merwin; Secretary and Treasure! 
|. V. Miller; General Manager, Leon Ward. Boar‘ 
of Directors: The above-named officers.and J. | 
Corns, Charles F. Snyder, and Robert R. Hess. Leo: 
Ward was formerly manager of the Buckeye Alum: 
num Company, Worcester, Ohio. 


>? 


Genius begins great works, labor alone finishes them 
—Joubert. 
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1,086,986 
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|,086,378. Firearm. George S. Lewis, Springfield, Mass., 


issignor to J. Stevens Arms & Tool Company, Chicopee Falls, 


\iass., 


tS 


id. Filed Jan. 29, 1913. 


a corporation of Massachusetts. Filed Aug. 18, 1913. 

rial No. 785,298. 
1,086,388. Razor. Howard Osborne Michael, Baltimore, 

Serial No. 744,975. 

Sharpener for Lawn-Mowers. George W. 

Filed May 28, 1913. Serial No. 770,426. 


George A. Humphrey, 


1,086,389. 
ler, Chicago, Til. 
1,086,453. Self-Heating Sad-Iron. 


v York, N. Y. Filed Mar. 19, 1913. Serial No. 755,532. 
1,086,462. Sash-Fastener. Joseph E. Randa, Highland 


rk, Mich. Filed June 30, 1913. Serial No. 776,570. 

1,086,508. Tool Guide and Holder. Howard O. Brown, 
nsdale, N. Y. Filed Sept. 25, 1912. Serial No. 722,308. 

1,086,518. Door-Check. Emil M. Erdmann, Bucyrus, N 

Filed Sept. 12, 1910. Serial No. 581,594. 

1,086,524. Shingle and Roof Construction. Andrew P. 
snell, Los Angeles, Cal., assignor of one-half to Harry E. 
|, Los Angeles, Cal. Filed Dec. 11, 1912. Serial No. 736,164. 

1,086,525. Sheet-Metal Punching and Forming Machine. 
to J. Groehn, Detroit, Mich., assignor to Briscoe Manufac- 


‘ing Company, Detroit, Mich., a corporation of Michigan. 


led Oct. 30, 1912. Serial No. 728,686. 

1,086,545. Ruler. Henry Meister and George Birnbach, 
rtland, Oreg. Filed Dec. 29, 1911. Serial No. 668,561. 
1,086,596. Sieve. Mary Harrel, Houston, Tex. Filed 
e 16, 1913. Serial No. 773,955. 

1,086,610. Rat-Trap. Manuel Joseph Nunes, Niles, Cal. 
ed Oct. 5, 1911. Serial No. 653,022. 

1,086,616. Window-Screen. Willie S. Price, Albany, Ga. 
ed July 28, 1913. Serial No. 781,607. 














| 
, Ae 
1,086,910 


ss 











mag 
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Walter J. Zuill, Syracuse, 


Washing- Machine. 
Serial No. 730,898. 


1,086,660. Mop. Alexander Fischer, Jr., Cincinnati, Ohio. 


1,086,635. 
N. Y. Filed Nov. 12, 1912. 


Filed Mar. 19, 1913. Serial No. 755,270. 


“1,086,799. Clipper. Nicholas Accisano, Newark, N. J 
Filed Dec. 14, 1912. Serial No. 736,739. 

1,086,817. Screen. Joseph Gralinski, New Alexandria, 
Pa. Filed June 6, 1913. Serial No. 772,195. 

1,086,833. Padlock. Markar Margbanian, New Britain, 
Conn. Filed Sept. 17, 1913. Serial No. 790,197. 

1,086,847. -Detent Mechanism for Door-Closers and the 
Like. Albert A. Page, East Haven, Conn., assignor to Sar- 


gent & Company, New York, N. Y., a corporation of Con- 


necticut. Filed Dec. 13, 1912. Serial No. 736,575. 

1,086,849. Hotel-Range. Benjamin Putnam Pollock, Ap-. 
pleton, Wis. Filed June 20, 1910. Serial No. 567,955. 

1,086,870. Cooking Appliance. Alexander L. Sykes, Cov- 
ington, Ky. Filed May 24, 1912. Serial No. 699,499. 

1,086,910. Window-Sash Fastener and Lock. John ( Jwen 
Ford, Jacksonville, Tex. Filed Aug. 7, 1913. Serial No. 
783,592. 

1,086,911. Heating-Kettle. William Henry Gailor, Sara- 
toga Springs, N. Y. Filed Nov. 1, 1911. Serial No. 657,926. 

1,086,962. Door-Closure. Joseph Weiss, Bison, Kans. 


Serial No. 763,014. 
for Barn-Doors, Christopher 
Filed June 6, 1912. Serial No. 702,089. 
Hair-Clipper. Ernest E. Ap- 
pleman, Jasper, Tex. Filed Oct. 9, 1911. Serial No. 653,531. 
1,086,986. Cooking Utensil. George Warren Blodgett, 
Portland, Ore. Filed Feb. 20, 1913. Serial No. 749,611. 


Filed Apr. 23, 1918. 
1,086,977. Latch 

Adam, Molson, Wash. 
1,086,979. Double-Action 


etc. 2. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STEEL. 

The steel market continues to show signs of heavier 
production. Bookings of specifications are all that 
could be desired. Bookings of actual orders for tubu- 
lar goods to date are nearly twice as large as the 
bookings in a similar period during any of the past 
few months. 

There has been an increase in the demand for sec- 
ond and third quarter material. Regardless of the 
fact that concessions have not entirely disappeared, 
prices show more resistance than a week or so ago. 
$1.25 is the price held on merchant steel bars on reg- 
ular contracts, although for prompt orders a few 
mills will shade this price. Heavy melting steel has ad- 
vanced to $13. 

In the Chicago district prices are holding strong at 
the present level and indications of shading have 
lessened. A few increases of operation have taken 
place while some mills claim to be operating at prac- 
tically normal. Buyers and sellers appear to be care- 
fully considering the situation before further commit- 
ting themselves and ample tonnage is now held by the 
mills to give them sufficient grounds on which to re- 
fuse to take more on at the prices as they now stand. 
The prices are (f. o. b. Pittsburgh) : Mill shipments— 
Steel bars, $1.20@1.25; tank plates, base, $1.20@1.25 ; 
beams, base, $1.20@1.25; steel sheet piling, base, 
$1.50@1.60. 


WIRE AND WIRE NAILS. 

The present operating schedules are assured for at 
least two months, as specifications continue strong and 
there is sufficient tonnage on the books of the mills. 
No improvement is looked for in new buying, whiclt 
is still light, until full specifications are made against 
contracts placed some time ago. The quotation of 
$1.60 for nails looks firmer than it did a week ago and 
there are fewer contracts at $1 per ton less. Trans- 
actions in wire continue to be made at $1.35 to $1.40, 
while the maximum quotation is reported stronger. 
The prices are: Wire nails, jobbers’ carload lots, 
$1.60; retailers’ carload lots, $1.65; cut nails (western 
makers) jobbers’ lots, $1.60; painted barb wire, job- 
bers’ carload lots, $1.60; retailers’ carload lots, $1.65; 
plain wire to jobbers in carloads, $1.40, to dealers in 
carloads, $1.45; polished staples, $1.60; galvanized 
staples, $2.00. 


SHEETS. 

The sheet market continues active. There is a 
stronger pressure for second quarter sheets and mills 
are running at about maximum capacity. However, 
leading manufacturers have not yet consented to open 
their books for shipment after April 1. There are a 
few mills that are declining sales for any delivery. 





Policies for the second quarter will probably be given 
out within the next 8 or Io days. 

The following prices are f. 0. b. Pittsburgh, car- 
lots and larger, smaller lots, $2.00 extra per ton 
Jobbers charge the usual advances from store: No. 
30, black, $2.05@2.15; galvanized, $3.20@3.30. No 
29, black, $1.95@2:05; galvanized, $3.05@3.15. No 
28, black, $1.90@2.00; galvanized, $2.90@3.00. No 
27, black, $1.85@1.95; galvanized, $2.75@2.85. No: 
and 26, black, $1.804,1.90; galvanived, $2604 
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COPPER. 


The copper market is practically at a standstill. This 
is partly due to the persistent waiting attitude of the 
domestic consumers. Agencies still refuse to lower 
their asking price of 14%c for electrolytic and con 
sumers refuse to place any orders for future require- 
ments. This has created a deadlock in the domestic 
market. 

According to the producing interests, some Febru- 
ary and a large amount of March copper is yet to be 
bought. It is reported that there has been practi :all; 
no covering or inquiries against April requirements. 

Best grade of casting copper is held at $14.87%, 
30-day delivery, while ordinary grades can ‘be ob- 
tained at $14.62, 30-day delivery, and even as low 
as $14.50 for cash. Prime lake can be quoted at 15c, 
cash, nominal. The current prices in wholesale lots 
are: Standard, 14.12%4@14.50; Lake, 15.00@15.12 : 


Electrolytic, 14.6214@14.87%; Casting, 14.50@ 
14.62%. 
TIN. 


Although the tin market showed strength towards 
the latter part of the preceding week, it did not hold 
up and the market has continued very dull all week. 
Recent developments are not as encouraging as they 
might be. 

A sharp decline was the feature in spot, which has 
been held with confidence regardless of the market's 
downward tendency. The arrivals so far this month 
total 1,225 tons, while there are 3,765 tons still afloat 

The prices are: 


Deliveries in warehouses at net cash prices in quantities 
of not less than five-ton lots of 2,240 pounds each. 


Settling 

Straits or Malacca— Bid. Asked. price 
A eee a 39.65 39.85 we 
| OPT OET 39.75 39.65 

Nee ee 39.75 39.62% 
(I eee 39.8746 39.75 

RRR ee Reta: 27" 39.95 40.00 39 871% 
FUE FA <> sx sce dldeess eee 40.12% 40.00 

SPELTER. 


Markets on spelter remain firm, with 5.30 for East 
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ct, Louis for prompt shipment. Some sellers are now 
asking 5.32% and 5.35. Inquiries for March and 
April shipments have been numerous and in some 
cases have been sold at 5.35 East St. Louis. The 
market shows a slight tendency to advance. New 
York quotations are as follows: Prompt shipment, 
=o: retail lots, 5.65; February, 5.45; March 5.45 to 
20: April, 5.50. St. Louis prices are: Prompt ship- 
ment, 5.30, with February at 5.30, March at 5.30 to 
3.35 and April at 5.35. 

CHANGES IN METAL PRICES. 


The following changes in the metal market for the 


Lo a | 


current week are reported: 


LEAD, 

America PU MRR MUMECIGN og ws vc bee Ca aise sc ceeeweceas $4.25 
Bar .. +0fd et Pap ae WARNED Wii Wis sn Wad Succes wee veesbe 4.75 
TIN 
Pig tin, pet Misivas ovis coo y ewe payee cee nde cs ceenesesececs $0.43 
Bar tin, QR Website spar hie titties sks dtc pace cerscessecs A4 
COKE. 


The demand for coke has been large. Foundry coke 
has experienced good buying, while several large or- 
ders for furnace coke are recorded. Connellsville ship- 
pers hold to a firm asking price for prompt and for- 
ward shipments. A gain of 10 per cent in volume has 
been made by the Connellsville coke trade. 

Sales for second quarter at prices above $2 have 
followed the recent withdrawal by several interests of 
the $2 price on Connellsville furnace coke for delivery 
after April 1. A few rather heavy tonnages of furnace 
coke were sold during the week at $2.10, ovens and 
above. Those consumers who paid $2 ovens, for 
first quarter requirements, report a holding at $2.10, 
$2.15 and $2.20, ovens, for strictly standard coke. 
The first definite raise in the marking of contract coke 
prices since the latter week of 1912 is recorded. It is 
reported that two sales, one at $2.10 and the other at 
a figure a little higher, were made. It is certain that 
these established a price better than $2 for special 
coke of standard grade. 

Prompt furnace coke is selling as low as $1.85, ovens 
and a close quotation can not be made. The demand 
is quite limited. The position of the spot market has 
not changed and it is claimed that one consumer is 
still paying $1.75, oven for spot coke. Very little fuel 
is being offered for prompt shipment. 

Shipments remain at’ about 300,000 tons per week 
and appear firm at that figure with a likelihood of their 
increasing. The prices are: At ovens, Connellsville 
district: Foundry coke, prompt shipment, $2.40 to 
$2.65; contract, $2.50 to $2.75. Furnace coke, prompt 
shipment, $1.85 to $1.95 ; contract, $2.00 to $2.10. 


PIG IRON. 


Considerable interest has centered during the past 
week in a 10,000-ton purchase of pig iron, in foundry 
crades, by the Westinghouse Electric & Manufactur- 
ing Company, shipment to be made prior to July 1 to 
the company’s Allegheny and Cleveland plants. There 
as approximately 4,000 tons for the Allegheny plant 
it about $14 to $14.15 delivered Pittsburgh and 6,000 
tons for the plant at Cleveland, at about $13.25 de- 
livered. 
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The foundry iron market is apparently set at a 
minimum of $13.25 at furnace, which is equivalent to 
$14 or $14.15 Pittsburgh, with a firm tendency to- 
wards $13.50. A number of small sales have been 
made at the higher figure. The Bessemer market has 
been clearly established at $14.25, as a minimum, by 
the purchase of 10,000 tons at that price, by the Re- 
public Iron & Steel Company. It will be remembered 
that a shading on $14 was easily possible a few weeks 
ago. 

The rising trend in pig iron is firmly established. 
Consumption can hardly be considered as under the 
present rate of production. 

The prices are: 

PITTSBURGH. 
(Through First Half 1914.) 


ES Mel Bape ef i ag iar A oa $15.15 
Rare ck sabe hlte er wsa sy ts 14.15 
ON A OS oe a re Poe Sod eens 14.15@14.40 
tg ee 6 ce oe fe, 14.15@14.40 
oo eee Sit eR Baan gk Parnes 13.65@13.90 


(The freight from valley points is 0c.) 
BIRMINGHAM, 
(For southern delivery.) 
Disa e mOEE « a a alerct Adie d ohcils $11.50 12.00 
1 1.00 11.50 
10.50@11.00 
10.25@10.75 
10.25@10.75 


No. 1 foundry 
No. 2 foundry 
No. 3 foundry 
NE Sadak cei «  euliaiadan bua «e 
EE Ss ck cdckee ss 


EEE aera) aay ee =n la ae 10.25 
ES SA ee ee ee a 10.75@11,25 
ee AS os nee Ne le ee 11.00@11.50 
I re) Si MIRED Go ra Vine hd dy ale Lu 3 10.50@11.00 
ES a en ee 25.00 


CHICAGO. 
(Delivered Chicago, until July 1, 1914, except northern 
foundry and malleable Bessemer, which are quoted f. o. b. 
local furnace.) 


wake superior char., No. 1 to 4................. $15.50 
Ne) 14.00@14.25 
samemern foundry No, 2. :. 2.0.0... 0c. cc cece cess 18.40 
Jackson Co. silveries, 8 per cent................ 16.85 
Southern silveries, 5 per cent silver............. 14.85 
so oi. i's dice ee ou elncd bane ono ee 14.85 
Mrs Po EE Lo ie ones « ecnweldel & S¥eree es 14.00@14,.25 


Rogers, Brown & Company’s Market Report for 
February 21, says: 

Buying in large and small lots continues and a good 
amount of inquiry is present covering delivery during the 
latter part of the year. So far this is not sought by furnaces, 
the majority of which are in a satisfactory condition as re- 
gards their order books for the first quarter and first half. 
This situation represented by a good sized tonnage at prices 
in which there is little if any profit, and in some cases a 
loss, does not tend to encourage the quoting of figures for 
delivery so far ahead. 

Locally during the week foundry and malleable iron in 
large quantity has been closed, with charcoal iron also much 
in evidence. Throughout the consuming end of the iron busi- 
ness there is optimism and satisfaction at the way things are 
going now that not more than six weeks ago seemed an in- 
finite distance away. As time goes on, the indication be- 
comes stronger that the new currency and_ banking law will 
be of great assistance and a strong power for stability. 

The advent of spring is looked forward to with satis- 
faction and it is firmly believed that industrial conditions at 
that time will be established on a scale and operation that 
has not been equaled for several years. 

At some points during the week there has been and is 
reaction in the way of quieter buying as a result of the heavy 
business previously done. This has steadied the market and 
has only made a difference in stronger prices. 

Generally the coke market is showing signs of strength 
for the first time in several months. It is reported in the 
Connellsville field that good tonnage has been sold at a slight 
advance. Locally the coke market continues very quiet and 
not enough business doing to really give a satisfactory indica- 
tion of the market possibilities. 
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AMERICAN ARTISAN AND HARDWARE RECORD is the Only ster 
k 
publication containing Western Hardware and Metal prices corrected weekly "Di 
Flex 
ie: Star 
METALS LEAD. AUGURS. BEATERS. Wood 
‘ ss Carpet. I loz Jacks 
aR se ereeneesesseees et Boring Machdne.................00% = is Fisted Becton Wire . $0 % Di + 
ee ee 2 J . nur 
FIRST QUALITY BRIGHT National (White) brands (in less | TWiN'S+++--0+---------------S0%)_ NO 10 SOROS Wie —'% 
PLATES. than 09%. lots). per ........ 1 | Carpenter's Nut..............+-10%| op ag math 
Por Bons Siest, No. 50 Imp. Dover ..... 07 her 
Ic TERE) ee $7 35| Full coils......... per 100 tbs. $6 20 Hollow. No. 102 “ “ tinned.. - Stee 
Ix Io ey ee ; — Ont one per 100 tbs. 6 25 Bonney’s—list $30.00..... . .75&5% . No. 150 “ “* hotel... 1 50 _ ot 
IxXxX 14x20 Peete eee eee er eree Stearns No 3 36 00 No. 10 Heavy hotel tinned. 2 10 pies 
ee Ee Per 10 55 ALUMINUM. eae Sree gg 8's Fert am No. 18 “ “ _ . Com 
IXxXXxX 14x20 cece oeccseeseece 11 65 Carload lots. No. 15 rT) “ as : $0 
IC Sc 14 70 No. 1 See Ingot. oe +: Per! Ib., $0 24 Post Hole. No. 18 “ “ os 450 Stove 
IX an on 16 90) Sheots.....cccccccece 33 ‘ : : 2 
Ixx 20x28 18 90 Digwell, 8-inch....... per doz. 12 50 Wab 
ee ee ee . —— Wz sb 
IxXxx 20x28 21 10 TIN Iwan’s Post Hole and Well... 40% Blacksmi: iths’... " Val 
align ins eine : é 4 6597 Wat 
IXXXX 20x28. ...... 22. e ee eee 23 30] Pig tin.....cccccce per | Ib, $0 43 Vaughan’s, 4 to 9-in., per doz. 6 60 Hend. Wab 
COKE PLATES. Bartin...... poneoes #4) snip. WMA. Gos vance per doz. $7 50 ie bg 
Cokes, 180 Ibs....... 20x28 $7 90 i SP eee “seemed 9 40 “ 

, Ford’ ’s, with or without screw. 50% No 
Cokes aie 20x28 8 10) HARDWARE, Soars shor WibOw Stew SFr a 
Cokes, 270 Ibs...... IX 20x28 10 10 Piss toa nine baie 3 60 ais 

: BELLS. Ni 
PIG IRON. ADZES. Brad. nat Cal. : 

'n Fdy.,NO.1......00005 15 00 me 
~ sen Fay No 2 7 50 Carpenters’. No. 3 Handled.. -per doz. $0 40 sinch Nickeled Rotary Bel), — a 

4 ” i ahh dreppacinte ty « No. 1050 Handled.. 95 Bronzed base...... per doz. $5 00 NO. 
North’n Fdy., No.3..........- BG FEF iv cccktcccenetavs vase 404, : 
Southern Fdy., No. 1.....:.... 16 10 - Shouldered, assorted, 1 to 4, Cow. No 
Southern Fdy., No. 2.......... eee eS EE ee eembatlisselabwd per gro. $3 60) High Grade............... 60% 

Southern Fdy., No. 3.......... 15 60} Barton’s............+++++++++ 15%, | Patentasst’d,lto4... “ 70} Kentucky................ .65&107 
Lake Sup.Charcoal........... 16 50) Wilde... esc cnscvcnsccces 15% Dis. ae Con 
Malleable coco eres ses esesesees 14 50 Rail j Harness. New Departure Aebemetic. 6 No. 
BLUE ANNEALED SHEETS ROR IO ES 0% — ene sececeses s - Serog ‘ ie a 
: See” 100 lbs. $2 05 SIUELE » w.0 60.0 win se 4 = -in. Old Copper peeecee.. 40 ee 
Noi 1 perenne: * 10| Smee. 3 -in. Old Copper Bell, fancy.. & No. 
epee per 10D tha. 536) Pee sco ssi ectenivseweel 0% | Peg. 3 -in. Nickeled Steel Bell... .. 4 50 No. 
Pe pater DW jain ciastine dtindead 15% -in. Nickeled Steel Bell..... 500 J os 
yt ae ee per 100 lbs. 2 20 ities, “ 1 50 Bays No. 
. MS ko le-ce Gans ” 65| Za 
ONE PASS COLD ROLLED BLACE AMMUNITION. Hand Bells, polished........ 408-102, Conv 
Me; BD. «ciccs<ess per 100 Ibs. $2 30 White Metal.. eis... 40% r . 
No. 2 rer per 100 lbs. 2 35 Caps, Percusston—per 1,000. Scratch. Nickel Plated.. ap 30% . 
No. 38..++. 2000004. per 100 Ibs. 2 40) PL Waterproof, 1-10s.........47| No 1 handled.. “ —°§ 40] Swiss.. ie 408334 % Car 
NO. 27... 0-00 senses per 100 lbs. 2 = Oe  cciasivasvxcsasese coed 85c| No: IS, socket handled per doz. 1 25] Silver SUM i os... - . 334% e 
NO. 28.2.0 eeeeeeee per 100 Ibs. 250) Musket ............0- iesesene 68} No.7 Stanley....... 1 75| Miscellaneous. 
GALVANIZED Shells, Loaded— nuns AXES. fhurch and School, steel alloy . . 50% - 
‘oy’s Handled. Farm, fbs..... 0 3 75 10 
_ ale 8 _ ¥ ~ Loaded with Black Powder... .40%| Lippincott, 3 tb.. -per doz. $7 00) Each.........$1.90 2.40 3.55 4.75 ape 
0. 18-20..... sabato 100 Ibs. 315 Loaded with Smokeless Powder, Marshal! Falls City.. 6 00 - 
= seasoeser 100 Ibs. 330} _ Mediumegrade........... 40 & 5% | Broad. BEVELS, TEE a 
err ond : 
No. 27....... asde a 100 Ibs. 3.45| Loaded with Smokeless Powder, Plumbs, West, Pat.......... 338% Stanley’ s, rosewood handle, new _ Tir 
No. 28 per 100 lbs. 3 60 high grade......... 40 & 10 & 10% < Can. Pat.. 85% |. list... sceeeenccesreecseseceeel Nets Ws 
No 30. : site meee 100 Ibs. 3 90|u.- pester: “ Sientenn*e " (handled) Stanley’ s iron handle.. s+. Nets Mort 
coerce eesesesesees per doz $19 00 BINDING, OILCLOTH. Ge 
POLISHED SHEET STEEL Smokeless Repeater Grade. 40 & 5% Plumbs, Miners’ (handled) 9 00 " = Ge 
4 Smokeless Leader Grade.40&10&10% | Single Bitted (handled) — ade augith: shennan hed o Barri 
ere per 100 Ibs $4 70} Black Powder................ 40%} Blood’s Champion.......... Oe ad Ca 
_ T Ragepegeetere: per 100 Ibs. 4 80 Blood’s Dull Finished....... 10 50 woe re. laedepaleslei Ws 
No. 87.....-..0000. per 100 lbs. 4 90\Gun Wads—per 1,000. DEE. 0 is sivcvscces 8 75 BITS. Ws 
ae per 100 Ibs. 5 00 Dre nee dh ak hve 7 75| Auger. Flus) 
Winchester Gun Wads......... 15%| Perfect Premier, Forest Clipper 10 00} Extra Double Spur... . .708&10% ¢ W: 
_  |Single Bitted (without handles) Ford's Car and Machine. .. .40&107, pts 
SMOOTH STEEL. Powder. Bach.|  Blcod’sChampion ......... $9 50} Ford’s Ship.................. 50% = 
Per 100 Ibs. F B Blood’s Dull Finish ........ ee Nr a 50% Ses , 
Wood's Smooth, No. 20......... $3 05| DuPont's Sporting, kegs...... $5 25) Rough Rider.............. 7 25) Russell Jenning’s.......... ag = 
No. 22-24...... 310 s Se kegs.. << aoe Double Bitted (without handles). Clark’s Expansive... 65% W. 
“ “ No. 25-26...... 315 Sane.» ED Blood’sChampion, 34 to 44 tbs Steer’s ‘* Small list, $22.00..25% | 
- “ No. 27......... 320] DuPont's Canisters.....1-Ib., 25) “per doz ........---+e+s- $11 50 “ Large “ $26.00 .257% 
- ©: ME sopmioas 3 30 bd Ay” ib. 15] Phnt Edge ae OU SS 50% Ang 
- Sm’k’less...Drums 23 49] Perfect Premier ad “ 1100 Fofd’s Ship Auger pattern Mi 
x Se = 11 88} The above prices on axes of 3 to 4 Ibs. lp See ay apt Os na Sil 
PATENT PLANISHED SHEET ¥y o egs 6 08 are the base prices. 507, 
T IRON. “ * 10-Can Drum 4 86 3} to 4h tbs. advance 25c. Center.. 2 Coes oredaesseveesesecees 15 Bun 
e - 4-Kegs 3 12/4 to 5 ths. advance 50c. Countersink. Er 
Patent Planished Sheet . 25 Canisters 54/4} to 5} Ibs. advance 75c. No. 18 Wheeler's es per. doz. $1 60 
BOO Ths. wc cccccccccese-coce $9 60 PROUT rors. * ads s 2 40 
Shot. . American Snailhead. . - 1 10 Mai 
PATENT PLANISHED SHEET | 1, . smaller than BAGS, PAPER NAIL. Ream E - 
. “ - t “ 1 0 
— B, 25-tb. bags, per bag...... eo ate «mae Mayhew’s Flat... ere 4 a — 
Dickey Planished Sheet Steel.....8}c| Drop shot, B and larger sizes, ~ ae a eee Snail....... “ 140 . 
Buck Shot 261. begs, per'bag 2 20 _— : 
uc ot, per * oP 
SOLDER. Chilled Shot 25-tb. bags, “ 2 20 BALANCES, SPRING Russell Jennings.......... 308 10%, 
Prary’s......c0e ccc cee cess ve MOG |Cimalet she 
XXX Guaranteed ¢ & 4. — Ib. = Pelouze 20% Standard Double Cut...........40% 
ag eta B- +++ a a catering) A, ME Sot nla raha eet wats °! German Pattern...... per doz. $0 6 
re : : incssstccs. 65 
SPELTER Expansion Screw Anchors ....... 60% BARS, CROW. OS ahaa ie aaa “ 80 
EE Se cs 15% 
In Slabs....... j Hisetbebeosie Sic pe Pinch or Wedge Point.. per cwt. $3 25 poured eae 3 1 30 le 
SHEET ZING. V 
BASKETS. eoromeet ri - 
ee ee ee seceuee #8 50|Trenton, 70 to 80 tbs...... 9c per Ib| Clothes. Jenning’s Square..... 2 he 
Less than Cask T 81 to 150 Small Willow. . -per doz. " 00} Standard Square..... “ 2 0 
lots......9 00 to 9 50/Trenton, 81 to 150 tbs...... Sic per fb. eine 8 te 8 75| American Octagon .. os 175 } 
ASBESTOS. Large Se tele eit a 10 50 Screw Driver. 
ee Galvanized Iron. bu. 1 bu.1$bu.! No.7 Common.......  “ 55 y 
Cepper sheet, base............. 20c iBoard and Paper.......... 3.00 Cwt.| Per doz........ $350 500 675 Nol Triumph... Gee 125 No 
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BLACKING, STOVE. (See Polish). BUCKETS. Cable Log Chain. ; Saw Filers. 
BLADES, SAW Pump, Rubber. Advance 25c per 100 tb. on Cable Disston’s list, $30.00....-..... .30% 
” Stearns’, No. 0, $3.50; No. 1, 
Butche . ap ae per gro. $4 75 Coil. : 
< & 13- 35% $11.50; No. 3, $5.00 doz. 
Standard, # & W-in.....+-+-+0 EM aiadss 504s .re0 mee Rae Wentworth's, No. 1, $6.25; No. 3 
Clock SPTIMQ.ecerseeerereeeve 35% Champion Bie 8 oe “ 7 50|C 082 Chains, German Pat. $8.75. 7) = * 20; No. 
Star. ..+s000s Sg eee PPE “Whiter, .s... +0000. py: te mn nn gio ccc ccc cccccce 70% CLAWS, TACK. 
~~ +on's....2 ae 2585% <1 eipebecaepas wes Hs : - NEE orn cba sbi iclewocbeces 663% Bot. wood hdle.......per doz.45@60c 
vpeible. .... oi knee AER S Ses ¢9 08 28 it ee os TELE EE TEER T OL OL 65% |Forged steel, wood hdle “ $0.80 
Flexible seennseasenntennens wr Well TREMOR: .cs42:.... 1 00 
Ps coche 30867) Ga v'd Ots...... 10. 12 14 |German Pat. Halwr Chains. SS 50 
= Per doz.. ..$2.90 $3.25 $3.40) 4/0tod 663% ‘L Iz 
acksont't.cssseus eine per dos. G2 0] © OF G05-------- ON Oe MR MOOD... .. 0... eee e eee nee 4% ; CLEANERS. 
ve po eek 6, 16, 26 & 045.. 4 75 Wooden, » top ear, _— » per doz. : - a, REP Pax tee eee 65% Drain. ; 
Triumph. «.<ssseeeeaneeaeae 3 50 swivel, IN a ceccechctecsecsces- 00%} iwan's Adjustable............ .56% 
‘ ie Iwan’s Stationary........... 40&5% 
Snatch _— ‘: : BUCKS, SAW. German Machine Chain. ae Wf 
* Woodetl.o94ss sain nanan GT TM - «-++-- +4: per dos, $2 40] a9 99 -190—-1.............. eS Fe he an aan 
Steel...cescceecesseererceece 0 S . 

Tackle. BURRS, RIVETING. Picture Chains. 2S leet aaa wher 
Iron Strapped...++.++++++ -70&10% Copper Burrs only ...........++- 15%| Light Brass, 3 ft...... per dos. $0 50 CLEAVERS 
Com Steel.. eee ererer en eeeeee . 600% Tinners’ Iron Burrs only.... a .65&5% Heavy Brass, 8 ft.. 75 Family. ‘ RS 

BOARDS. Beattys, Inch..... 7 s 

Stove BUTTS. Pump Chain ioie......... ones $10.75 
Wabash Crystal.......+- Net Prices|Cast Iron..........--- oa eeees 60&5%}| Galvanized, per 100 Ibs....... $6 50] Royal...............perdos. 2 25 
Wabash Oriental....... - Wrought Brass (New List).. .. 50&10% Butchers. ; 
Wabash Mosaic........ “ Wrought Steel, Bright........... 65% |Safety Chain. Plumbs 25% 
Wabash Aluminum..... “ Wrought Steel, Japanned ........ gE cen nS Sear ES IE omaha 7 
WwW abs ash Art Inlay...... ~ CLEVISES 

Wash CALIPERS. Sash Chain. (Morton’s.)|Malleable ...........0...-200- 6c fb. 
No. 760, Banner Globe, (sing! Te cat Oe 35% Steel per 100 ji. : CLIPPERS. 

pe 'B: : vs “Globe (ai sale) Inside and Outside............. BPMN TtRS .G5 pc dues ds ewba eee cess $1 20 Bolt $ a 
No. 652, Banner ese Wat de. 3 90| WINE--nccneee econ eee cence IML Boece cece ee ce eeeeeecw ees ROM Seceh cee ye ve 
No. 862, White Hen ghety DUE euceve sine dswh shores a 2 40 Axl CLIPS. . 
sees s ae per doz. 3 75 CALKS. Semessnes + « : ++ + 6585 % 
Ng 800, Brass King. . 3 30 ’ Copper. Damper. 
o. 172, Our Best (soap saver) Logger’s Boot. ce Line eeee es ens. 200} Standard........ per doz. 70c 
gt per doz. 3 25} (Lufkin R.Co.’s), per M...... $3 75 oR 2 70 “ 38c 
No 964, Royal Blue (enamel) Toe. ; eee er seeeresereeeserereses : s Hame... Bt tote “a 17 
RE Deicide per doz. 3 25) Shoenberger.............pertb&c}| = = == == °° CLOTH 
BOBS, PLUMB. Bessemer........- +++ +++: “* 44¢1Champion Metal. Emery. 

Carpenters’. American.......-.-..205. “ 7 Cl ogy 3 00 RY ae 50% 
No. 2, ix@iisianieewa per doz. #0 60} Swedes. .............+:. Ve alee ennagemmeganes 450 B. & Anse c cece ccs ecccececces 50% 
No. 00, ©: eee ~ ee et ee a eee en ee eee Hardware W ino tell rolls (100 ft.) 

a : ent tee . : S CANS. Cable Sash Chain. 2 pete a Galv.—in full roll. . 2. 00 
No. & “-gaeeeeee eee tele ARES Gaisbindaves ai sxs00s, IP Sreninataaas evits ae 
No. 113, brass plated.. “ 110 — oe 301 302 Copper eee ecccee seeeeeeees .25% 7and 8..... ‘s } 4 00 
No. N30, nickel plat'd 2. Gals........ 5 8 10 |Special Steel Loading Chain. Screen Wire. 

BOLTS. Per doz... .$20 25 $22 70 $23 95| Inch.......... } ry 5, |12 mesh, painted, per 100 sq. ft.. 1 20 

Carriage, Machine, etc. Per 100 1bs..... 16.00 $13.50 $12.5 2 ? 

Carriage, #x6 and sizes smaller Gem Pattern. yes : — ow CORRS ABD FAUCETS. 
and shorter......... .75 & 10 a aessece - te 7 402 ; Compression Plain Bibbs.. .. 65% 
Stretcher Chains. Lever Bibb C 5% 
Carriage, sizes sanger a4 and tong. Gals.......; 10 . ; ever Bibb Cocks............... 657% 
er than $x6.. ..70 &10 Per een. "$17 75 $20 25 $21 48} +-in. $8.50; j-in. $7.75 per 100 lbs. |Compression Hose Bibbs. . . 50, 10&5% 
Machine, §x4 and sizes smaller [Illinois Pattern. Tie-Out Chains. Z Telegraph Faucets (new list). .50--5% 
and shorelGis. wes ase 75 & 10 va vedee napa es E.2 £E.3 Bae ea seeeeeees+- 10&5% |Racking Cocks (new list)........ 60% 
Machine, sizes larger and long- Sere re 8 10 — roe Compression Lock C’ks(new list) .60% 
Western Standard. on 
er than fxix4 BG che oh ce 760 & 10 Per Gemee. .. 662.6 $23.50 $26.50 nee Rp ES per pair 30c Andrew’s Brass Faucets......... 70% 
Plow..062,0c cube Cake 60&10% | Jersey Pattern. Rob baw iaaie sc * 34c|Angle Plug Faucets, per doz..... $0 85 
Stove coc socerve tbat babe 808&10% | ee ey eee 80 81 ae iz 33c| Milk Can Faucets, per doz. .$2.60-4.20 
TN0. «ocd eee 75% es ys bebcekes 8 10 10-3....... rere ie: 38c| Petroleum Faucets.............. 70% 
Wagon Box Strep.............40% Per doz........+.-+ $23.00 $27.00 Add 2c per pair for Hooks. | 
Mortis, Deak CAN OPENERS Add 2c _ . for Twist Link. oon STOVE — 
Gem, iron. 00% | See O : af Stay Chains. Sk 4 ieee 
seeeses : Serre reer P. 

Gem, bronse plated....-.......2%| Per 100 ibs... so.b0 se‘bo $5°5 (5.5 Tin “pet ~~ "0 = “40 $8.80 
Barrel. CAPS, GUN. ne eens. te oa oe 
ean +. Gunga ewe \ 145+ vous 60% |See Ammunition. wr yy ee per gro. oe alesis ‘ ; 4.8 

TOUGH. ce isdcndgsasiv se 75&10% dew ceeee cece ceeceeens a 7 
Wrought, bronsed........» 0&10%|. CARPET STRETCHERS. White. . wooo, OO COMBS, CURRY. 

Fi See Stretchers. Common White School N 
ush. Crayon.. a lle os... 000 il 15 39 89 108 
Wrovght.....sciseceeces 40&10 ARRIERS. : Per 

Spring. % Hay. ° on CHARCOAL. anal Doz..$.37 .60 1.90 .90 1.15 .80 
Wrought ........... :...-75&10%| Diamond, Regular....... ci CE rere eee 9 Xs a per bag YC! Nos... 299 0 320 390 532 620 1400 
Wrought, heavy........... 70&10%| Diamond, Sling......... se CHECKS, DOOR Per 

Squat. ; Myers’ Imperial ........ « 3 gh Blount ........---- secre renee 30% |Doz.$1.05 .85 1.35 1.20 .75 1.40 

Myers’ Clover Leaf...... © = g Qo |Sargent’s..... 2... see eeeeeeee 30% 
pe + vaigtctns Sake ake wed 50&10% RTRIDGES CHIMNEY Tore. COMPASSES. 
FOUGEE <Aneneeh Sh ®4o2 29 70% “oe Ca! oo. Iwan's Volcano.. wsececere + WOT | Carpenters’... 0.0. ccccecccecese 60% 
BORERS. mmuastien. CHISELS. Pencil—Faber's....... . per doz. $1.00 

“eier’ CASTERS. ie 12 
Miller's Falls........ doz. $13 75 nches. 14 = s 
Sill borers, No. 51.. a doz. 18.00|S!andard—Ball Bearing.......50&10%| Round per, doz. $3. ‘00 $3.50 $3.80 CORFE Cee Metete, 

can es @VGune US a sess we 60% cas 4.00 5.00 5.50 COPPERS. 

Bung. Doz.|Common Plate. Soldering. 

Enterprise Mfg. Co.’s No. 1. .15&5%| Brass Wheel............-.+.- 60% Sod gua. in. mp - tb 13c NEL be ekns <6 can ae es per tb 344c 
“No.3. .1586%| Ionand porcelain wheels, new |) Smaller size per dos..............| #@..-:... Sige 2 tb... 30 
BOXES Philadelphia Plate, new list..... 60 G a. Framing and Firmer. " 158&10% and larger.......... 28¢ 
Mail. N 1 2 10} Martin’s......-.:--2 essere eee MPTSE atancec 0 © o 
’ °o. os Pa on’s 75&10% Ta ed, Firmer. CORD. 
Per doz.......es0- ".$3.50 5.00 15.00 paunchet. palace Aaya ater ° ith handles. . . «20% | Picture 

V iter. CATCHERS, GRASS. Choppers, See Cutters, Meat. White Wire (new list) .........85% 
New Langdon...............158&5%|Carroll’s, No. C........ per doz. $4 25 CHUCKS, DRILL. Sash. 
Stanley’s..............+-++-++-80%| Wildermuth’s. i yay oo for Goodell’s a 9 2s Regal Brand........... per tb 35c 
Seavey’ NOSs..s00. rivers... . per doz Puritan Brand.......... - 25 
CAVOY) Bic bis a as40w oes each, $1 50 we Crm ts. 60 8. 15 a Tuten, for Yeates Serew uritan Bran c 

BRACES. ee ee 625 ns hn eva’ dxeo0.s 3-40 5 00 CORKSCREWS 
Vray’s Genuine —* Brsceenn a 60%| Per doz.. **s6° 75 $9. 0 $10.00 CHURNS. Walker’ : 334% 
Nos. 66 to 146.. 0% Anti-Bent Wood, alker’s.......-++--++++s+00.. %o 
No. 0108 $3 CHAIN AND CHAINS. Gal : : 5 7 10 Williamson's Regular........ 40&10% 
Wes atts: S40 ss « 3 00| Breast Chains. Each............$3.90 $4.60 $4.85] Williamson's Forged Worm......50% 
No. 010 3 30} Doubleslack....... doz. pairs, $5 75| Belle, oe bn eS Siudate's at 65&73% 
' BRACKETS. Shes Lots aw Snaps. - : = xo Dash, a oes $10 = on SPRING. 
‘ it | Se cs ER ok 6 caw : \ 10.80) All “en lis ult ete 

Hay-Rack. Without Slide...... 7 2 85] Union, Gal......... a “= 

Wenzelmann’s No.1, per doz. $9 50) Bright Ox conte. SN aS 0's Sate $3.75 $4.35 $5.40 COUPLINGS, HOSE. 
No. 2, e 10 00] #-in. $7.25; -in. $5.45 per 100 Ibs. CLAMPS. Misti ovcdse vaekes per doz. $1 00 
>helf. Cable Cott Chain. Adjustable. Brass Plated.......... . 85 
clover Wrought Steel......... 15% - “ys tbs’ sib 30 oses sf'co ties ernest Ss PKS ccbhe Wee ca cdero<s 30% 
Clover Folding..........+++++ ony eu me ie. A Boel Bar. 25%| COVERS, WAGON—See Tents. 
BROILERS. Per 100 Ibs. $6. ‘bo $5.90 $5. Y &, 65| Hose. 
Wife. sovsnsenccevetvescessesis a ee ree Sherman's, brass, f-in., per doz.. 42c CRADLES, GRAIN. 
$5.55 $5. 55 ss) Double brass, }-in., 90c|Morgan’s Grapevine... per doz. $22 25 


\o. Crown,Self-basting, 90 dez.. $2 60/ Per 100Ibs........ 





bin 


64 AMERICAN ARTISAN AND HARDWARE RECORD 




















CRA YONS—See Chalk. EMERY CL i 3 A 
naa nee ai cae Cloth. wee GREASE, AXLE. 4 ‘ HANGERS. 
‘ 3) H. te) oxes. arn Loor. 
nch or Wedge Point.......per th 3ic/size . &Ib. pkgs, } kegs, kegs Diamond........ .per gro. = ~ U. S. Rolled ee ieee 608 19¢7 
currees No 60 to 150, per tb.. 6c 4c Bed SIREN Bisa bs 55 2 bo oa Matchless.. ca noes. O08 ter 
Glass. . Flour.. a ais= 8c 8c Hub Lightning... : ~ Storm King. Ponce Rene Cae ac d : 60% 
Red Devil...........per doz. $0.75 3 Pacngiite.. s 5554 sa cere 6 75| World’s Best.. Pees <. 500, 
Seth & Hattenway Co........ 50% "ENAMEL, IRON. f= i a Wagner's Adjustable. ..... 70s 19°. 
~~ te Hin lp dpm 0% A-B Iron Enamel, 3 doz. case, oar ae 80c; 25 tb. $1.30 each.| Warehouse Big Twin....... 95 07 
Pe eiaahet oo Aor ae per gro., * -- ae ae tning, 15 tb. 55c; 25 tb) Conductor P. 
. ‘ ‘ ” ol Ese} 5009 o dns SSeS ES 0 . 
E batanpeion, 3 Nos. 5, 10, 12, 22, os "Titan Cant. Iwan’s Perfection............ 5907 
4.6 eee % EXTRA ; Chamellene ( i 
No. 202, list, $1. 50. ea. - 40&74% ‘See Fore ig ng wae. Mb. per gros. $9 50 gg eto oe 
Fo ceps, Pi ee re a epee * j u5 re ase! LES ap per gro. $2 35 
Saunders _No.. = ie. Je al ¥ eae >See B Tis See BPO. ois os ws ok 37 00 a. pace ee 0% 
WR ac cee right Wire Screw—See Goods, B. W. —- 
Slaw and Crout. Drifting Pick.. 60, 10&5% saeco shes See 
3-knife Crout. . per doz. $11 50) Hooks and— © [Seapstone. . 334% lear mprove d PE a 
1-knife Slaw...... ie itns..3y- carck o% ‘ pee ag inet wi be » 2a 
2-knife Slaw. ~e ee sed : a noe oreo eseeenees : : ‘ : p z — , y 7 GRIN DSTON ES. Lane's Standard ee ‘ 3 x 
Pn palace fame z : - 7+ 7 Lane’s New Model....  “ 3 10 
teeeeees FASTENERS, STORM SASH. Per deg ages oom yaa eee 1 
DAMPERS, STOVE PIPE. Schroeder’s............per SOUR oven so OTD IIS) SAO ON ta95 Senne aaies | . 40-10% 
Sensibl per doz. $0.85! 7 oose. we 
Jewel. 35 Boa ' Bi 50&10% Ss " eee ceccesercess il ei | a te $22 00@$23 00 
ONOUINES Soins usa eo Seu weee 50% FAUCETS—See Cocks. Mounted. eo 
Ball Bearing........ 1 2 
DIES AND STOCKS. FILES AND RASPS. Sek. ee oe ee a bes S _ 
a ee eee 40% eas creseeeeeserseesss 70%! Common n Bearing .. 1 2 3 bate: : taples. 
Nicholson’s— Each. 3. d 
nde DIGGERS. American er 75& 10% “GUN reasog es HATCHETS. 
ost Hole “iy g ETE ee 10% iti C 
“ne 6g Fm ad a oO et : (See Ammunition.) aR Re se a 50% 
maga pet Se EO MR, os ican 1381080 HAFTS, AWL Cast Cam,...... per doz. $1 10@1 3 
Eureka....... pe Greet Wenner... oo. soso 75&10% Brad. Cast Shingling... sees ed 25 
aaa Re 10 25 aoe S Foot.... eae oh: MOOS 75 53. cou per doz. $0 19|Germantown...................30% 
Iwan’s Split Handi " 7 50] Nicholson............... FoR 10% 2 rs 
Iwan’s Perfection. . ; 900} J: Barton Smith........... 758 10% Patent 12 in top. ic < ie ee ee 
Iwan's Hercules pattern “10 00|_-X-F Swiss Pattern... |... See wae ee 50/See Knives. 
Ryan’s “ Se NN 5 nis asic! S iscng ode 70% ie gag esac bin deh “ 
See nha: Auners- Past Hole. Disston’s. . ab dil wd casas eel 75&10% ‘ “ 4 4 ‘K : 
Dividers, Winisis.... 60s cond 65&10% Heller's. ............6.5005 70% we ig gee oes * a po arctan 
DOOR CHECKS—See Checks. FLUE STOPPERS—See Stoppers HALTERS. eeu a . eg - “ > 
DOORS, SCREEN. FORCEPS, PIG. “nea oe ee 
i in. 4-panel, painted..... Net Prices|Superior.............. per doz. $4 75 Web pete “ = — 
1} in. 4-panel painted..... “ Whisson's Imp........ . D W0is nettioe mene | “pints “ An Blind 
'g in 3-panel, natural pine, “ee ond 0 Seah gpa “ eo Cl rk’ 5 
Tm can racy al ate . FORKS. eather, leather tie..... 11 50 . a 8 mea: - per doz. sets, $1 05 
Barley, HAMMERS, HAN mcr oth hate 
DOOR HANGERS—See Hangers. | Steel New List......  608&10% | 31 oeonaesesrs. Shepherd's Noiseless, for Wood 
al Wood, €ciate dec ons shetty $5 00 a. Hand. sense CN i eee. per doz $1 05 
Bit Stock.. ere “—-. Engineers’. i: _ | Gate. 
Blacksmith’ s s Twist. ... -60% ‘ie Rides ated bs Mer ee eseabeeeeverecs capone 50&10%| Clark’s.. -- | - 3 
Pa Bes Pert esscdnsseeesy ee, Farriers’ ; pane Hgs & Ltch. . | des. $2.50 3.25 4.25 
Core c cece ease access ces OME (edeus see @| Hinges only... “ 2.00 2.50 
Ak er eee onet: TE Te TI 6 ice s bad vcesds sade 65&5% | Machinists 
Millers Falls No. 12..... “2. 00] Scoop 30 ane%! Keane. a 
ee ee er a a hap hn '% Noi : .. 7o| Knuckle........ per doz prs. $6 00 
Goodell’s Automatic. Header. ss sree MO8&74E% Superior bs asin 24 in. 9 m0 
"wets 01 03 3 20 3-tine ; . 0085 % Quaker City. Ene pease: - .:- * _ 
Perdoz.. $7.75 $11 50 $12.50 $11.00 4“ ..................... 085% | CAst--.--------- 0+ 74 i. ee 
Goodell’s Single Gear. per doz. 15 75 Maydole’s..................3085%| Castiron............... gross $6.50 
Millers’Falls * 7 12 75 Manure Riveting MNES ic SS Scheels oe oh, 0.75 
= “ Double “ ms gees SAU saa eoeee xs ss 00 coeaas 60% ee? 40% | Spring. 
Reciprocating. Cant d OS TREES ERICEY eee ORE 50% 
Sanne so: oi tin tae eet A hia ates per doz. $1.25 Chicago... . 25&5% 
Bit Stock. \. , ee per doz. $0 35 Columbia Dbl. Acting... “4081085 °, 
Siandieat tiie. a Pol’d Iron, Hickory hdl.“ 4 om. “vd 
DRIVERS SCREW. veam Pat. Mall. Iron, Inlaid...“ 1.5 Ideal Detachable... per gro. $11 
bbs >. 65&:10% Fairmont...........- per doz. $3 7{| Magnetic.. 1 2 3 cr mea + 40% 
Lock Ferrule. : 60% Marking, Morttse, ive coresacs Per doz.. $0. 70 80 1.00 Onto ~\ipgielabiaa per gro. «i hg 
Chemeios...... 509%, cnechek > debs beh leaedike es Ue Jets} Magazine. ......... per doz. 4 75 RI 522s. 9 0 ‘ida 
Champion Pattern............... 70 - of many te 
Clark s Interchangeable......... Tee pene. H HAMMERS, HEAVY. New Lists ..... et eeu 
oy cea eer t Wire eavy Hammers and Sledges. Light Strap Hinges SS ey 65810% 
Reed's Lightning : “585% ng EP am -! be ag pr sos 00+ e0inw eee sco. 0| Heavy Strap Hinges........... 10% 
Goodell’s Spiral. . . 50, 10, 5&24% Masons’ A “jsa10% Light T Hinges.. wit hp aids 00% 
inti... oS & i @: . . : Heavy T Hinees:..... . 2.2 --40&10% 
n 2 Spiel...) aonaehe coe GIMLETS. inne Single and Double Face.....70&10%| Extra Heavy T Hinges........ 661% 
nia WOOT cc knstcbsiediecdun SE ACI, i 
mers ice Co... . - 085% . HANDLES. Screw Hook and co 
R GH, GALV ANIZED GLASS, WINDOW Auger. 6 to 12 in.. “per 100 ths. $4 2 
Terms, 2% for cash. Factory ship- ’ . Common Assorted... .per doz. $0 55} 14 to 20 in. o 4 00 
ments generally delivered. PGs cissessi seevieccien’s 9& 20%, yaks Aapetathe, Nos. 1 & 2, 22 to 36 in.... “ “ 3 75 
: ie , oP BE daw 5 row is Seek tes 4 75 eck 
wrens: « conductor pipe and elbows.|Double.............+.+++++- WET | Ives’ Adjustable.....per set, 1 35|Screw Hook and Eye 
EGG BEATERS—See Beaters. ARB a cirser ses sccacccessceee ses BOM #in...............per 100 tbs. $6 75 
ELBOWS—Stove Pipe. GLASSES, LEVEL. Chisel. 5 PREP ey tie te 7 75 
: “ Hick T d Fi Ass i “3 Se 75 
ppt ea Stove. : : ; ie <5 ~*~ 2 ee per doz. $0 70 = a oe. RIGA S. BPR 5 cisciccdwus 9 7 
eee eile a oe oa “ 55 Hickecy, Socket Firmer, Assorted, 
se per doz... $0. 80 $0. = $1.25 27c; Large, 30c per doz, we ‘. ae 
‘ an .00 2.25 2.90 Applewood, Tanged, Firmer, As-| Gatden..................0.5- 10%, 
Corrugated Stove GLUE. sorted, 34c; Large, 42c per doz. Grub. 
a ga 5 6 > Bulk. Applewood, Socket, Firmer, As-|] Extra..............0......... 70% 
Resch, at ae "$0.7 $0.90 $1.30 B Amber.. ..perlb. 18 c sorted ‘ 2 per doz $0 30] Hazel............... er doz. $5 00 
=e ‘ P 
Pol'd, oa Ps re ee ee ee “ Be Coal Pick..... er eee 40%} Ladies’ and Boys’.............70% 
Plan'd, « "9/95 290 3.75 te habe es OE S07). Mattar. oe hes et Faget 7 
Pena nde a ee 168c rte assorted, 13c; Large, l6c per doz.| Planter’s Eye.................60% 
AP ae ea 5 P 7 . ammer. WOM on 856 s50 5d 5 SG eee 70% 
Siena. per ad “90. 60 $0.65 $0.95 Liquid. Adze Eye. nS oi doz. 36 to 75c 
Pleulshed. -. 1.75 195 2.55} Atmy & Navy................M9 Blacksmiths’......... 40c@7ic} HOLLOW WARE—See Ware. 
ELBOWS—Conductor Pipe. Le Page’s— Bs prepa sen08s th on 
Galvanized Steel, Tin and Terne . nae ae Pale. ae age 
| ; List “A”... 27) o; |Hay and Manure Fork...........35%| Brass........... 60% 
moned Comegeted 25° 3.. (Oas see. Se’ PAE San ap eeR Pes a's dhe OBS om gratis ase stat iaat te ii 
Size moa tae “BH” 3319; Hoe and | es a ee SES SRE or eae > Dane 70% 
* 5 een 3 $ 3 60 , Buse» bereees sh Plain. Mae sak bae melee per doz. $0 75) Awning............. per gro. 80&10% 
inches nog 432] “List “C".....eseccceseeeeeoo26%|_ Wamnished... 0.2202. « 80] Belt 
$ inch. -.....--..--sessssesee 7 20 Screw Driver. 3 Brown's Misicn chine se Saou 708&5% 
5 inch. .....++-r0+20-002 000s 15 00 GOODS “pg es een ee 37 —— SORES A eee ere 65&5% 
eee wees eeees s OL ee TI Ks 48) Bench 
Subject to Discount BG Wit 8 oi. dtc aR ied 90% | Shovel and Spade.. ..35%| See Stops, Bench. 
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Inch... ees 5 7 10 Standard. 
Per dos. ‘seabe ‘$1. i3 Nos..... 
a 90 2.10 2.25 2.65 Each. ese Maine” 4: 2 Brick LINING, STOVE. e 
wsh E Berke anescees “ae I 
Common Axe Handle. per doz. $7 00 — TGA" 3 pacnaarapaete ble lthdeaea delet per crate, 42c | See wan PULLERS. 
Chain ‘ ee ee eee 2 3 ; MACHINES. See Sets NAIL SETS. 
; Per 100... oe eS en $0.85 1.20 2.90 Boring. Without With NETTING, PO 
4 re $7.60-8.10 9.75 11. "30 12.60] Brass KETTLES. Angular Augers P peo eer lich agg 
Clothes Lines. Riles) ass sop u'e'es 40% -+-.-perdoz. 3 vanized % - g. ..80&20% 
6 pre ‘om, doz 22c@24c oto RIMES an 5p ‘aan sc... 2 4 40 |Cut Pieces “eiisanetanete 80815 % 
at aici 40c | Maslin... fees ... per tb., Qe Leather Riveting. ous ast N ee 
Cas Sugar........ vee Chicago, P E NIPPERS. 
“Cast th ... per gro. 72c <@ ee eee 50% + Sapa salt pe oe $9 00 poke -ags 
Conductor a . 80% | Beet Toppin et “peered Oe “ 2 00} Per a Inches 5 6 
rm ong. ittle Gi Pee 2 00 $4.65 6.7 
Malleable Rebbe ah ay! canie 25 ato 9-in. Scimiter Blade, doz.$3 Pony, —. ah “ 3 00 — Diagonal Cutting. — 
Wrouglli. hos cha tie % ifornia......... » doz.$3 85) Washi clea ; 720) P edish Side. Inches ; 
Com. eg ee “* "999% |Cooper’s Hoop.........+. +... 3 40 M _ r H ¥. dozen.... $4 ‘ 6 
Corn. se eceneeeeecessceed ajestic.... o> ite aman 5 75 
Common, rivetted ; Gi peas pee ah ; 5 25] Heller's 
red. . sseeseres oaty es Di ~ a -per doz. $1 75 ; 600| V.&B......... 40&10%, 
Little Gleb. vakesens Gos. . = mane iv wikssce se oa Water Motor...... A 50 ere B&B % 
re es Becgecsccsce “ Bae Wa 2 00 NOZZLE 
= Woodford........... se 3 00 MAIL BOX Hose. saa 
Pe Goods, Bright Wire ——— 2 25|5¢¢ Boxes. = a Gem.. per doz. $3 
Grass. St ae oz. $3 90 
Common. tgs , ii, a, Yelee (New List) . .50% |CarPenters’ MALLETS. a : 60 
OF GOB. 5 a:0e ring ees $1.50 1.60 hE Cetemenee |. 15%| Fibre Hez ea 00 
Ge .60 1.70 on’s Carpenters’ . . 0 me ead, Small... ‘ Ty 
Outland wee eT per doz. 1 75 ioe Handle............ ‘aoe at ‘ Medium war ris : = Square Blank HOT PRESSED 
ys vegetal se ; veeneen 0 a ; = 
Hammock. doa a Sickle Edge. . .doz. $10 — Hickory... ‘ ; m ib de 3 8 é ; } i 
Wi ; ...doz 5" . ee * 2 25 iC bac Bic 
With samen per doz. 50 oe ee a 25 Square a. re Levee’. jhe nae aiahael ional 
SCTEW..+...- Pra aoe pied ERD nS 5 ee a “ Vice 
Lambrequin, ont eee 45 Suess. Gs aes. 8 00 “ Lig ese's 4 2 50 D & i 
Pucture....... a, a 80% ¢ oe. .ae eeeara bears teers s+ 9 507; —,,* 4 75| For ots. Whe _ he 6c 6c é. 
Potato and Manure..... % @50&10%| Lightn’g, Holt’ trated. “ 10 00 inners’. above price s add ic per Ib. to 
F anure.............663%| Li 'g. Holt'sGenuine. “ 6 Applew ss 
crew. “* 0 Aghtning Pattern. = 50 ood. de Pas: 17 OILERS 
Brass. «ska 85% oe Sp'r Point.. “ ; 00| Hickory.. “1.00 Spans 7. a. 
(See G -85% | Hedge. 00} H tan .00@1 50 rass and Copy 
Seat Sova oods, 9» Bright | Wire. ) Challenge ickory Sheet itd... ne 1 50 _Zinc....... meets 70% 
per tb. 6 | Disston's............ per doz. $6 00 MATS Engineers’. verse cece ese 0% 
if eae eed 375 Deer M/ — nar sms irads conidia 
OOPS, TUB. > tg Single.... * apie i” ee 50, 10&5°% Nitehhes ...-. per doz. $2 rer % 
Sane, mee so a “gi .. 50, 10&5% 2 
Rlestic ... mauniail® dite ae Streeter, oo Se 90 ital e Steel Flexible......... .334% mone vas ..per doz. $0 58 
. -.. $2 251 Streeter, 6-Blade..... r P ¢ “es r 
— 6-Blade..... - ea Met... pease = cae 1 © 
nome Gi . oo” per gro. $3 25 apanned............ - 0% 
. GARDEN. Common.......per doz. $0 60@1 00 gr ipl a “3 50 ie _—— 
Coupled, MEET Ew 200s fe 1 40 Siaosween Toasters, or OPENERS 
Velvet, 3 ply-2” guar eam. Seraping. = with a... Stove Mats, Bos — 
Eclipse, war. press...... The Beech Handle.... No. 2 Asbesto r -per doz. 1 10 Inches ; 
Diamond “ “ PBN Sinner 9 ¢| Lander’s....... ae 75@1 00 re ; oasters, with Piat...... Rone 12 4 
Geneva “ a trees EE SS Ba Se ree per doz. 60 — fara wand e $5.50 6.00 
Illinois Py ie un otteees 13 KNOB SS ea 3.50 3.80 
inois plat oo te — a S. ae MATTOCKS. ~ EA 
; iner = I sie ol 
neal COV. RUBBER HOSE ee SESS, 53 aR eae 70% Crate ae net “es . 
rade-3” e ee ee rat 6 
Special le } “guar. press. «0 ths. 114 ee pabibiica &s « mt a 60%| Vv. 4 B.. 
eader “ “ i asleep Atoka 4 MAUL Ex ery ¥ 5 75 
red " + LADDERS 90 Iron, Ibs. . 10 Ss. OUTFIT 5 % 
Common Long. , Per doz.. 13 16 18 S. COBBLING. 
. $4.00 4.50 Combinati 
es HUSKERS. Per ft TESS, Sees Wood face, Ibs. : 5.25 5.60 inaeney... #460005 160 per doz. 11 00 
Nos cs 9c @14c Per daa... - eece s'¢ 12 14 Family » eggs Pe . a 4 65 
Per doz etee a BB E_ 200 Big Par ascbae sa0 vee oe 14c Wood Choppers’. eee . 9 75 
N Retest . 2 00 1.75 see ee eee Lake S ‘ 
~s pile wo PP P on Common, oi i uper’r & Oregon Pat. 75&5%| poy PADLOCKS. 
pa athig 6.00 6.00 | with Shelf, add 10c. UFeKA....... 
Per git, 2000 3000 O | Triumph, <geeeee -—. Syeda y ~ se +: 
N $3.50 9.00 24 Pp ‘per ‘ft. Gal , pk. 0 
Nest its. eo 8 50 soaks ua ueee vanized, per doz Pos 1 pk. $ bu. 
Per doz......$2:1 “ & LANTERNS Japanned.. “ 3.00 3.85 PAILS 
Brinkerhoff’s - $2.15 2.15 .85 1.45 7. Eye Police. ; : on oe en “oe 
Per gro.... -in. Flash aig seat: without gauge, per doz. $3 
Eee cn doe Nits elt si4 40] 2hin- Regular. -per doz. $9 00) ,, _ MILLS, COFFEE. 20. ae, with Son. & 50 
3 -in. Regular... ~ ee = “$50 
IRON. Tubular. g oo] Parker... 2... eee ee “en “0-at., Galvanized, 
See Metals.—First column Dietz & Hams’. net FEMME, Perret rf = apt te tsa — . 
SERBS Ge Stanton na ghaietiht prices sees gt.“ i . 23 50 
LEADERS, CATT 10- 7 
5 Z qt.,IC Ti se -.. 23 75 
Curling IRONS. NOS. «esses sees i “¢ Se MITRE BOXES ae ens ne 00 
va oe eeaiogeds $0 55 os : 3 e Boxes . ome 8S: eee e 1500 
B. ae Wrgee 16 oe, .per doz. $0 40 a LEATHER, LACE a MOPS. - : ee 
rose. ee Fee “ 58 nth See oie ceul det 334% ger —_. | per doz. $3 15 se doz. 4 $3.90 4.10 7 
Gmc Nil -++-8987/0| Pounds.. ate 5.00 5 
Piablag Sees 4 =< : 1 S Ex. Quality........ per sq. f Per ances. i “at 1 2 Galv yanized...qts. 19 7 
Plane. ee 70 LEATHERS, PUMP q. ft., 27 . $2.00 2.35 2.65 3.25 © ee : gaa $1 50 1 oA 14 
s bg, Bench..... 20&5 Valve and Plunger... . 10% |Glads MOWERS, LAWN Cable, 2-H shel 
Charcoal. . % ‘Sieee Coun LIFTERS. %y. rs wes B. B. i — Siloam. ++++.. per doz $1 90 
_ te 6 ee" 3 
Common, polished, “per 100 ng $11 00] Coppered Each............ 6.50 oa 20 mee Tet 4 aera ey a 5 3 be 
70 Asbestos . 1 A oe 1 75@3 65 is Universal—B B. 2 a. 2 00 
. 75) Ideal.........-. “ ach... — , Soe AY 2 25 
Common, nick .. 1 35 net Alaska, Coppered a See 5.25 5.75 
Chinese Palishing. plated, | 5 25| Alaska, Nickeled ms ‘= Pn <r eee Te a 14 16 % PANS 
Laundry, No. 1.. g.....per doz. 7 40 Transom. ’ 5 00 Léa tant......... 3.50 3.90 8 | Dripping..... 
Laundry, —s. be . 6 75| Payson’s.. ittleGiant........ 2.50 2 65 ‘= Fry tee ee tere scenes 65% 
Ts ott’s, 3 25 OS a a - = 2.75 Common. 
ae 50 J, Enterprise, per s Chalk. LINES. % NAILS emai h 75&10% 
ng » perset 99! Twisted in 2 Cut Steel . Roasting. 60% 
No. - - : a 1 po Gis «5 "4 ote. pate, aaa ari tates, $2 00 “en. 
Tailors’ Sad.. > 96 —- -$1.50 200 2 35 2 bo | as dios Per doz. .§ ae a 3 4 
Tailors’ el oa -per tb. 54 “eats in 50-ft. balls. 3 00} Small Lots........ * Rivitiens = 00 5 75 6.50 7.50 
uyere. “es 5h Pord se ccececes 2 3 Carload Lots.... ghesees . $1 90] Savory, No. 200 4.50 5.50 6.00 
Single Duck Nest Br ided in ‘tbe 30c  35c a Cement Coated...........:.. 1 73 -++--per doz. $9.00 
pom Duck ~ ag ‘* -per doz = 25 aided in 20-ft. hanks C!| Horse Shoe. gree . 1 65 
u a ee > > 
OM. eevee eee wet... 20 — Te oh & & eee. eee 55&57, | ouilaine. oo 
3 c a . z 
ba a ansons’, in 100-ft. hanks. ..d Perfect ie Pe ere ee 15% Plain.. _....... per 100 Ibs - 
ZOCOR... 38 Clothes. oz. 80c P Te it hts. o'inst aisha 5585, Tarred....... per 100 tbs. $1 45 
open. : 10% o-ft. ute. . egg Gimee Sis om acess | 085% ge Fai + * 1 90 
eS eee , . per ay eee Spied / d 6 
SRE dee ee ee 80% | bot Iute.<--. agen: or. $095] Clover Leaf... sans) Ho Red Roat-- Perl. 33 
NOB... eee e sees es 0 0 72-ft. PRRs mf gofPicture, - per tb., net, 10}e|S@ua and Emery. “ 
ee cs woaindll i Cotten:........ - 2 15| Brass Head: “eet 
“$0.60 $0.80! BO-tt. Braided Cotton. “ | 35 Beets....... RE A.. a v<e<s SC 
: leet ah lata 85% rapping. — aa 50% 
ecoceesesescs 30% aces” -per tb. $3 75 
6 Ces Sees 2 25 
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PARERS. 


Apple. 


PENS. socks a vce 
Potato. 
Goodsell’s Saratoga, 10} in., doz. 6 50 
Goodsell's Saratoga, 5 in., doz. 5 50 


PICKS. 
Adze Eye Ore.. ois. ssn 
Drifting and Poll Picks Svenseekne 70% 
Plumbs, Railroad...........e0. 75% 
ree em 70% 
PINCERS. 
Carpenters’, cast steel, 
Inches...... 6 8 10 12 
Per doz..... $2.00 2.60 2.95 3.75 
ROI 66 cSs8ccci ens owen 45% 
IE Bice ki nv40 00 cnn eee 
PINS. 
Clothes. 
Common. . “per box of 3 gro $0 75 
Hoyt’s.. 31 
3 RS “¢ ne 70 
Picket. 
Fluted, 15-in......... per | doz. “ 00 
Fluted, 21-in..... owl 1 60 
OT” RA ee eee ; 1 90 
PIPE. 
Conductor. 


Standard Gauge Conductor Pipe, 


plain or corrugated. 
oe Re ee ese 80% 


Fen CONROE. oso oincccsecsetee 75-10% 
L. C. L. to Dealers:— 


Terms 60 days; 2% Cash 10 days. 
Factory shipments generally delivered. 


Lead. 
Full coils ..... “per Ib. Tée 
Song S Se Tic 
Stove 


Acme—Inches.... 5 6 7 
Smooth, perjt... 8c 8c 10}c 
Planished, “* Dec Blc Be 

Peerless—Smooth, 7ic 8c 9c 


Polished.......- l4gc 15h 18 C]4_gt 


Planished....... 2c Sic <d35bc 


Made-up—Inches.. 5 6 7 Clayton & Lambert’ seach64 0 00 . - 
Smooth......... Tie 8c 9elGate Ci e 
7 to 6 in. Smooth Tapers, Pr. jt..11c}Gem 


6 in. Smooth T’s. . 27c 
7 to 6 in. Planished Tapers wont 45c 
Yale Patent Lock Pipe—Stove. 
trae 
onts————— 
Battle Axe Blue... 7 7% 9 103 
Gattia ~. 6% 42 ee 
Peerless see 8% 10 il 
Duplex - tae ae 13 14 
Yale, Rus. Fin... .15 16 17 ‘+18 
Duplex Planished. 29 31 37 3&8 


Galvano, Gal......15 16 17 18 Disston’s Pole 


If wanted made up, add per joint Henry’s Improved 
or grooved, Ic; riveted, 1}c. Crating| Water’s Improved 


made-up pipe extra. 
Wrought Iron Gas Pipe. 


4 @}-in., black........ discount, 60% | Cork. 


#@}-in., black........ * 60,10&5% 
3.in.to 6-in, black... “ 10% 
7-in. to 12-in., black... 4 623% 


+@}-in., galvanized.... “3 42%, | Nail. 


4@}-in., galvanized.... = 50% 





Davis’ Inclinometer.... 


Drive Well Points.... 
POKERS, STOVE 
Wr’t Steel, str’t or bent, per doz. $0 55 
Wr't Steel, wood hand’ls 
Nickel Plated, coil hand’ls 
POKES, ANIMAL 
Cracker Jack, wr’t steel, per doz. $4 50 


eee eee eee eee eee 


Black Silk, No. 50, {-gallon 
per £ 

Black Silk, No. 60, 6-oz. cans, 
per doz... 

Black Silk, No. 70, — =. 


eee eee eee eee ee ee 


eee eee eee ee 


ee ee ey 


RASPS—See Files. 


Black Eagle, 1-fb. cans, pr. gr. $15 00 : 


RAZOR STROPS. 


ee 


Paste, 5-oz. cans... . 


Liquid, 4-pt. cans 
Liquid, 6-oz. cans... 


3 pt. Air Drying Iron Japanned, Bronzed & Plated 


White Porcelain Enameled...... 
Solid Brass and Bronze Metal... . 
Single ee (Baseboard and 


ee ee ee 


Black Jack, 3-tb. cans. 
Dixon's Carb. of Iron. 
REGISTER FACES 

Japanned, Bronzed and Plated 


ee 


POPPERS, CORN. 
Round or Square, I-qt. per dos. 


Heavy Round Gratings aR 
White Porcelain Enameled 


eee eee ee ee ey 


eeeceresececeee eC, YU 4Oi VOPPer.... csc cesesvce 


ee es 
ee 


an copper, pr doz 2 00 
See Ammunition. ped 
PRESSES, FRUIT AND JELLY. 


. . and Ringers—Hog. 
Enterprise Manufacturing Co i i 


Brown's Ringers 
Champion Ringers.... 


See Ammunition. 
Hill’s Ring, boxes... 


Wolverine Rings 
Wolverine Ringers.... 


Tee ee 





3-in. to 6in.,galvan’'d “ 574% 
7-in. to 12-in., galvan’d “ 45% 
PLANES 
Sargent Iron Bench............. wn Pear et: 
ee ooane ts| Aawning—. 
Stanley Iron Bench . e Clothe Line 
PLATES, TIN. Hay Fork. 


See Metals in Column 1. 


PLIERS. 
Giant, Button’s—80% off list. Hot aon OY gl d.. 
Cutting C tee 
DES «in cevabcknteadvba ve 30% — apd 
BE os vonccaes>S penne nneate 50 
Upper End and Diagonal Cutting 
Geveliiets GhGn.. ccconc cs eksee 70% 
Utica Drop Forge & Tool Co.... Net 
Fencing. 
eee per doz. $8 25 
Farmers’ Choice...... per | doz. $8 00 
Rae Bcc scerccccs 8 25 Pitcher Spout. 
Flat and Round Nose 
eS 0 yy ee ay eS 6 30% 
IE i nies cksee ss nn bn 65% 
SS eee 
a eee 50% 


Gas.—Inches.. 7 8 10 12 


ee ee ee 
ee ee ey 





ee 


per doz 40c @45c 
Nos 1 and 2 assorted sizes, doz, 45c 


i Wheel, 5-in......per doz. . 75 Tubular 


Wood Wheel, 6-in., " pass knot, 


3, 5-16 i in Com on reels. .per tb. 1l4c 
4, 5-16 in Com. in coils. . 
3, 5-16 Imperial in coils. . 


Common-Sense, 2-in.. 
Empire Pattern, 2-in. . 
M.S ses cde takes 


Rengome Grade, rates, per tb.. 


L.. B® 0) Bestesiets ate. 
$1.00 1.15 1.30 1.70 Bien acme 





Cyan. oN ME | Sale tend eee een ie 


ee ee 





Per doz..... $3.00 3.60 4.50 5.50 





cae 405 
WET Mik veiskccsasSs..... ve 
Circular. 
ES 0% 
Disston’s.. ” 
pup iaiae comet 


“Ries... % 


pee ++ sper doz si 5G | 


Disston's Ce TS) ae 5% 
Cross-Cut 
Aticing’......eecescssceees. 5% 
SINS 56.5 cdcdhctickosoa.. 45% 
Simonds...... cba saRG sss .. 0% 
OS FEES SE. doz. $5.7 
| PRE Sar den $% 75 
ooving 
Atking’.........0.00.002....50% 
Hack. 
oO OO ee Peewee. 0% 
Disston’s..... 25% 
ILS ib tbuudedetnes....! 0% 
RES PERE SEE SESE | 1% 
Hand and Rip 
| BREE Oo 
Disston’ 's No. 7.. Y 


pasty * % 
Enterprize, d doz. $5 00 
Our Saw, hand....... me 4 00 
Our Saw, rip... i 450 
Kephole—Disston's » 25% 
WE Fak cdad disc cdediss.. 35% 
Narrow Band 
«oS ay a 50% 
ESS ae % 
CM eh hin paw ktee Cis « « « 40%, 
WOMENS iicss.sotaetce>.. 40% 
Panel 
Me Gl hoe e a 46 eS bie ie « « 35% 
Disston’s No. 7.. 30% 
Pruning. 
A crdyusihwead hice canes 30% 
SIE bk ak tNicG ces cae e 25% 
Réft 
EEE pire Aas nd ae ce @ 50% 
Ra RTS aa 45% 
70% |" Con Fi 
mmon..... tine sae loz. $4 50 
Clover Leaf.......... es 6 00 


SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 


SAW FRAMES. 
Common, plain....... d “ - 
Common, culated... won = 
SCALES. 
Counter. 
PRA Ss wn abs 5.6 bee 0&10% 
‘latform 
Sea ON ta ten aaeee ss 50% 
SCISSORS 
NE 6 hick a 0G Sis bo kae bo hak. 60% 
SCOOPS. 
Grain. 
4-bu. “‘Hercules’’.....per doz. 13 70 
1-bu. “Hercules”... .. ix 15 00 
SCRAPERS. 


Ox. 
Triangular........... doz. $4 00 
Cabinet — 
a ee OS ere man 


Cubic ft. 7 5 


Without run’s, ea. $4.00 3.75 9.50 
With runners,ea.. 4.25 4.00° 3.75 


SCREEN DOOR HINGES. 
$6.50 


1 
$3 674 4/0 53s 


Wood, white maple. . per doz.$3 -67} 
Hand—Wood........... 65% new list 
SEMEL a's aie «cs a0.0e daw 70-5% 

tins bits eb & bk bu os es 70% 
Lag or Coach—all sizes, gimlet 

Gis edhe sakeckseas 75&10% 
Saw—Centennial 


Nos.. 1 2 3 4 5 6 
Per doz. 18¢ 20c 26c 30c 23c 25c 


Wood. 
CS es 874&5&10% 
R H Blued. a 10% 
H. Jap'd.. 824&5&10 
oo mer 0 
aS 
R: H. Nickel Plated. ..”.'77}%5&10% 
SCYTHES. 
Be Ve Be, grass........ per doz. $8 00 
Clipper, grass.......... 25 
Clover Leaf Dutchman. “ 7 50 
Honest Dutchman keess ed 7 50 
DO eke ti va sks re 7 50 


SHAVING _—e 


Smith & Hemenway... -.--60% 













Rivet 
Farm 
Tinne 

Saw 
Aiket 
Comr 
Disst 
Disst 
Germ 

i Leacl 

Nash 
Nash 
Stilln 
Stilln 
S$ 
Diemo 


Smit 


Iron. 
Wood 
Stanley 
Goo jel 


Prunty 
Buck 
Bucl 
Calif 
Cailf 
Drav 
Dra 
Hen: 
Per ¢ 
Star 

Sheep- 
Inch 
Reg. 
Nar. 

Star 

Tinnet 
SH 

Comm 

Inch 

Per 
Hatfiel 
Per | 
S) 


Ami 


Nev 
Nat 
Buc 
Mot 
Drain 
Iwa 
Railri 
Bla 
Cre: 
Ke 
Sta: 
Vat 
Hol 


Snow 
Per 
Alash 
D] 
Lor 
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SQUARES. TAPES, MEASURING. Solid eee str eeteee sees 0&5% 
Steel and Iron......... 40% New List] Accos’ Skin..........-.cooeccess 40% | Williamson's Universal.......... 60% 
per doa, $0 tO) (Add for bluing, #2.60 per doz.. net)/p ood Leather...-........---... 20% WARE. 
ee Syeans “ ea. ees Laater................. 20% | Stove Hollow Ware. 
25% Octagon, commeom.... 33] Try. Nets Patent Leather Recerees ey sec he 
No & squiees anaes 75 Try and Bevel. co ul dee ee DE ee 2 a ee ee 15% 
ay ° hd a a) TS ee wee Cl lw A 
Wee Cup point, knurled... 75 Fox's acs iia per dos. 8 09} SENS Mista eoneee soo To Seamed Wese..............2a% 
% Rive . $1 20} Winterbottom’'s.. rigors, TEE BEVELS—See Bevels. mente Bowls... 6.05. 0c000% 60&5% 
Farmers «+007 te) ae ehaace: . 0% Country Hollow Ware, per 100 tbs. $3 00 
nee TinneTS sesccsesererererceeee SQUEEZERS, LEMON. ra = THERMOMETERS. White ieedietietad Ware. 
50%, Saw. , d 50/Common Wood........ per doz. ‘ Maslin Kettl ; 10% 
10% Aiken's Pattern...... per doz 99|Porcelain Lined, Wood. “ 1 25| Tin Case......... per doz. 80c@$1 25 sient, Rots ~~ Leen eee rte 
Wn Common everch.... “ 6 §0[Boss, malleable iron. * _ 190) Wood Rack...... ON er Ns ..<< +s +s... 60&5% 
5 is one Cut... =“ 12: 00[Iron Frame, pore'n bowl Fess, +5 ves 19 OO ns Wen. 
+e peat. <a ‘ 1 §0}Iron Frame, glassbowl. “ = 2. 35 TIES Tin’d and Turn’d......... .35&10% 
4 a pore were = 80} Little Giant, tin’d iron . : - Bale é Enameled.................45&10% 
. LACH’S.cesecescgers > Gian jt és f 
) Nash’s Hand......-.- ; 3 15 sere, Stee wei es 4 50 ME WOOD cnc e ces ose. > Glue Pots, 25%; 
35% Nash's XfCut........ 4 20 . obey All other kinds................70%} Timned.... 9 ....eeeeeeeees lo 
45%, Stillman’s Lever..... 1 30 STAPLES Cow—See “Chains. Oe NE 
0% Stillman’s X Cut.. - 2 50) Blind. TOOLS. SAW Enameled. ; 
: SHARPENERS, SKATE. Bavhed .... 2.265. per Ib . ..9} @9ic s A Cherry Blossom and Chrysolite..50% 
" % Diamond....++e+eesee- per doz $1 00) Butiér Tab..f......  “* .200. 8 @8}c Disston’s Universal............. .40% WASH BOARDS—See Boards. 
5 75 Smith & Hemenway . .++++ + 20% | Fence—less than carload. Miniature. WASHERS 
09, SHAVES, SPOKE ~ 1 8 Polished......... per 100 tbs. a Smith & Hemenway ......... .25% NOR TE ape cay “— 
fON.....cceseee doz $1 Galvanized....... e andard ¢ .castiron . . .per tb. 
hi Wood... scam yet 2 %@4 7 on TRAPS. Wrought iron in aay tb: 
He Stan ley. Soc cel ORDER wah cee ee Galvanized........ per 100 lbs. 4 00 Sargent's ie - n. b fe 2 bd abe tte 
. Goodell’s. .- eves E PPTEED COS occcec cece csces , 
0% SHEARS a Staples, Hasps and (a | re Rts a aig ~ 5-tb. boxes, per “ae 
a% Pruning Has and 2393 ReSesbevesévss ct o| In. L st Beek. ‘ 
Buckeye, No. 1.. - per doz " - isope. Hooks and Mole. - | t. dc 
0 Racer. Paka ‘pin’ a CE gee ee te ae sey aoe Pg ae per doz. $6 00 WEDGES. 

‘ Cailfornia Pat.,10-in.. °° SS neaaeatnesmevindesnaertedaa °| Mouse and Rat. | SPE re per doz. $0 30 
0% Draw Cut, No. 3...... “13 75 STEELYARD. Holdem Mouse............... $8 MiGalling.......<. 2... perth. 108 
1% Draw Cut, No. 4...... “= Discount 25%. DRIES co... oces0.- cn tag lla ebsites 8 

00 Henry’s Pat. 0 01 14 80 STONES Sure Catch Mouse............ 30 WEANERS. 
= Per doz..... $1.40 oot Poy ees Aee : Sure Catch Rat RE ites a de 6 a4 z Calf. 
Star... os scene . elusion Mouse.............. Full Bs x $2 00 to $2 50 
% Sheep—No BBA. , Hindostan........... per Ib — he woh Pagel ant Bu 8a 
% Inches..wcccceece 6 11-01 More Grit eeeeeeeeees * TROWELS. Carroll's, per alee. 300 to 3 75 
Reg. Grip. ..++++: Paste 12.00/ Washita............ 38 cl Brick. Secees See 
8: 25 Hoosier, per doz.. 
Te Nar. CAGE aise eer rer 60 Benery..t.-+--++0+-++-- 80% @60&5%| Clover Leaf.. sreeeee+s 30%! Shaw Perfected....... 300to 375 
% DOr... -caccns eeeneheseenss.s %|0i1—Mounted. Brade’s.......00cccc+-0... . 15&5% 
7, Tinners'—See Snips. Arkansas Hard.......per doz.$23 00] Disston’s 0000... 30% WEIGHTS. 
% SHEAVES, SLIDING DOOR. | Artansas Soft........ 15 50] Rose’s..................+.-- 20%] Hitching....0.0.000. perth. 2c 
Zo Common. 3 4 5 | Hindostan.......... per tb 6} @63 Ploss Sash—t.o.b Chicago....prton, 23 00 
7 Inches...ssssseee Onn Demented. lerers . ‘oe + WHEEL BARROWS. 
° Per set... rested $0.60 .75 1.10 Glover Leaf..................-40% 
4 Hatfield's Arkansas Hard....... pertb $240) Dicston’s........--...........28%|Common Railroad. per doz. $17 00 
Per set..scavpube $0.90 1.30 2.20} Arkansas Soft ....... oa a 2S OEE Heavy Railroad... ... . oo 
; SHELLS—See Ammunition. i or hagldelmalae “ 15 TRUCKS. Klondike Steel a “ 98 00 
° SHELLERS, CORN. Queer Creek......... ve B each $2 75 WHEELS 
Union... «00s saemeees per doz. $6 75} Ouachita............ NDS ad cowie © anne vei . 
; a SHIELDS. WR. C5s.005 0.0.68 7 40|)Warehouse..........--00+: a nen is o6aekene vaneh seg 
] Expansion Bolt Shields.......... 60% —. aa noc eill a eae ae . /F AF gg oie at ake RO ee 
radios Sa @0&10%| Crescent............. “ | 428) Fulllron.......... 345 450 645| Perdoz.... $3.00 4.20 5.40 15.0 
UMP. .stveeeeatan : ana 
SHOT—See Ammunition. Gem Corundum...... 2 an TUBS, WASH aay oe Peleted: Galv’é 
ES ee eS 1 large| Carloads.. per 100 Ibs.s1 83 $2 18 
cat maens yi cake s-4c 
Coal mealies «caylee st acyl 5 EN i 6 00 aa Foe $5. 00 6. 00 7.00 9.50 Pe than car 198. 225 
ae e dos. $5 50} ped End ............ aad 3 75| Vowel. rass. 
No. Micecrent trees ig See aa age ee eens SO TO ON Tce n-. 20% 
. 12 st 4 edar. n spools, new list........ 
Ames’ new list . neipeceamas: = ring ~ oes Cup ecsieneces per doz. ~ a ‘ ‘Per dos pa 6.10 7.10 7.90 10.80 Broom—Tinned . . . 60&10&10810% 
Nationals co 71 i STOPPERS, FLUE. Per des... 8.55 9.45 10.80 13.50|Cable—Same price as Barbed Wire. 
Buckeye. . ~y ey) eT a.m aded sy ress per doz. $0 40 Spanien. ‘ ; 3 ee SE Sn ae 20%, 
Mohawk.... “ ors ea PO Crown.. i. 50... cs cceee = 45 objet $4.70 5.50 6.25 1th. sposia, new tet... 50&10% 
Drotn. Gem, flat, painted...... a 85 on ne : Sente-nDiadiie 
Iwan’s Perfection..........---50%|Gem, cor’d, decorated.. r 70 TWINE. Nes. 6009, An’eal'd = 100 tbs. $1 80 
Railroad, ete. Sins 60505 cat's a4,» “ 90 Per tb.| Nos 6to9, Galv'd 20 
Black Diamond..... _ oe. O iPertect.........- 10+: 70@85 3-ply Cotton Wrapping i Sate aah 28c Hair—New List e ae on 
Crescemtt. seissasbus- ¥, 5 7 Skinner’ Ss Commo- Sense 80\4 8 Sl 28c come escoese ee 
Keystone.....+++++++ fe 8 75 STOVE PIPE—See Pipe. ; “ Extra Wrapping aiid 27c Bel <a full bdles... 108s 
Star coecceesocceseees = 5 b STOVE BOA RDS—See Boards 4“ “a 4 Hvy. Wrapping. .25c Bricht, ate he (a i 
Vaterland........+++ 3 9 STOVE POLISH—See Potish. Sg Wrapping on tubes... .27¢ Coppered, full bdles....... 
Hollow Baaisss 41>». .< STRAPS. a. ¢ “ cones.: ..25¢] Coppered, broken bdies..... §6a 0 
Ames, new list .. .... Discount, 128%} < op Per doz prs., $180/4 “%  * “ou «Sl Seeed i bdie......... 75&5% 
Snow, Shatees.< os ss 69 60@70 India Hemp. }-tb. balls Se eee 2ic| Tinned, broken bdles....... 65&10% 
Per d08.isawsaneeaes ss $1.65@$9.00)- "le... --------- nse mela gates 20c| Picture—In coils . . . . 80% 808107 
Alaska Steel. STRETCHERS. o se He a rk dos. Tie] In §-Ib. spools... ... per ®... 
D Han@ieseceas i325 per doz. $3 50| Carpet. STE +e emia 6c 
Long Handle........ “ SC] Bullard’s............ per doz. 3 0 Te hb 5c WRENCHES. 
Excelsior........-.-. fd al a Acme Standard............. 508% 10% 
SINKS. “ 79 Jute Wrapping, }-tb. balls......... 14c . %c 
Cast Iron. Malleable BUM. isvece = 62 Jute Wool, 1-Ib. balls.. eo yi ng Mee eee wee 50% 
Painted,.iscauauseeicaviess 50&10 Perfection........... es ways Ready.........+..++++.. 
Enameled, White.......... 50&10%| King...........++.- 4 50, Seis. 0 12 as [Ageoultural. 0.2002, 7585% 
Wrought Steel Wore. Nos... .....-.-.. HB | Bilis Adjustable.............. .26% 
Painted, new list......... 40-10&5%| N.S. eee ivae e's per doz. = = a 2 aly as Z 30 Malieable eager ae ‘ 
SLEDGES—See Hammers. the ogy bebo « 5 75| Hard....... “BM 88 [Bellona Fipe.-...--- 00-000. 708&10% 
SNAPS, HARNESS. Safety. eens £ ; : : 10 00} Staging, ib. ball, — a1...... 264c Adjustable S, 40&5%; Adjustable S 
ample sticdsnsedsseeec sd 334% Star Lever “ 6 25 24 teens 2fde 5 e. 40&5%; Briggs Pattern, 
erman Pattern............- «0&5 ms ‘ble Block.“ 9 50 e - ge ae 264c Combination Bright, 0% 
Judd's PaGQMy.cesasiecesseedss €0%| Canton Tackle Block. 25] Bagging“ “ ......--. 0s. 28c Steel Handle Nu Bre dtenies 
Ss. Warner's ....+.+++.- 6 3- “B” in hanks . .18c} Combination Black De ticws es 508 5% 
a SWIVELS PY a ‘+++*1'! Merrick Pattern........ "1 50&5% 
Double Ring, pon.. .. pin g. @ 25 . 4 B" Try aaa ee Double End Adj.S........ 40&5% 
atent Loop, Bush. ze 7 50/Malleable Iron......... per tb. $010) 3“ “A’ .. Me 
atent Loop, Grass 6 75| Wrought Steel......... per gro. 460] 3“ Silver Finish, in hanks. ..37c WRINGERS. 
her. TINNERS’. 4010 TACKS. Fodder or Lath. No. 500 Royel... :° nes doz, 33 = 
Ver LABivenn este vees seve : 0 Se ree No. 350, Universa 
RtIONaL. saw Shea bE Oe.0 8% 40&10% | American Cut............+.- 908&15% | ooh 8 ll ia = = 
ie oe ocecnecenescessosces 50% American Wire.............- 85&20% 200 strand.....................-¢/No 900. Nove a. 39 00 
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CLASSIFIED INDEX 


Auto Lamps. 
Interstate Electric Novelty Co., 


Chicago, Ill. 


Barb Wire. 
American Steel & Wire Co., 


Chicago, Ill. 


Batteries. 
Interstate Electric Novelty Co., 


Chicago, Ill. 


Standard Elec. Novelty Co., 


Chicago, Il. 


Boiler Graphite. 
Joseph Dixon Crucible Co., 


Jersey City, N. J. 


Boilers—Steam, 


Boynton Furnace Co., Chicago, Ill. 


Schwab & Sons Co., R. 


J., 
Milwaukee, Wis. 
XXth Century Heating & Vent. Co., 
Akron, 0O. 


Boiler Handles, 


Berger Bros. Co., Philadelphia, Pa. 


Brass and Copper. 


Hussey & Co., C. G., Pittsburgh, Pa. 


Bulbs. 
Standard Elec. Novelty Co., 
Chicago, I 


Carpenter’s Tools. 
North Bros. Mfg. Co. 


Philadelphia, Pa. 


Smith & Hemenway Co., 


New York, N. Y. 


Van Doren Mfg. Co., 


Chicago Heights, Ill. 


Ceilings. 


Berger Mfg. Co., Canton, O. 
Canton Art Metal Co., Canton, O. 
Friedley-Voshardt Co., Chicago, Ill. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Chimney Caps. 
Standard Ventilator Co., 


Lewisburg, Pa. 


Combination Heaters. 
Stolz Co., Frank T., 


Ccnductor Pipe. 

Berger Bros. Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, O. 
Canton Art Metal Co., Canton, O. 
Clark, Smith Hdw. Co., Peoria, II. 
Friedley-Voshardt Co., Chicago, IIl. 
Milwaukee Corrugating Co., 

Milwaukee, Wis. 
Wheeling Corrugating Co., 

Wheeling, W. Va. 


Cooking Utensils. 
Avery Stamping Co., Cleveland, O. 


Cornices. 
Canton Art Metal Co., Canton, O. 





Friedley-Voshardt Co., Canton, O. 


Chicago, Ill. 


Cornice Brakes. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Crayons—Lumber. 
Joseph Dixon Crucible Co., 


Jersey City, N. J. 


Crimping Machines. 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 4 
Buffalo, N. Y 


Cutiery. 
Smith & Hemenway Co. 


New York, N. Y. 


Cut-offs—Rain Water. 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Sullivan-Geiger Co., The, 


Indianapolis, Ind. 


Dampers. 


Parker Supplv Co., New York, N. Y. 
Freeport, Ill. 


Stover Mfg. Co., 


Damper Clips. 
Stover Mfg. Co., 


Drills. 
Smith & Henienway Co., 


New York, N. Y. 


Eaves Trough. 


Berger Bros. Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, O. 
Canton Art Metal Co., Canton, 0. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Elbows—Conductor Pipe, 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Electrical Goods, 
Interstate Electric Novelty Co., 


Chicago, Ill. 


Standard Electrical Novelty Co., 


Chicago, Il. 


Elevators. 


Kimball Bros. Co., Council Bluffs, Ia. 


Enameled Ware. 
Avery Stamping Co., The, 


Cleveland, O. 


Fencing—Wire, 
American Steel & Wire Co., 


Chicago, Ill. 


Files, 


Delta File Works, Philadelphia, Pa. 


Flashlights. 
Interstate Electric Novelty Co., 
Chicago, Ill. 
Standard Electrical Novelty Co., 
Chicago, Il. 


Furnaces—Hot Air, 


American Furnace Co., 
St. Louis, Mo. 


Boynton Furnace Co., Chicago, Ill. 


Danville Stove & Mfg. Co., 
Danville, Pa. 


Haynes-Langenberg Mfg. Co., 

St. Louis, Mo. 
Henry Furnace Co., T. E., 
Cleveland, 0O. 
Kelsey Heating Co., Syracuse, N. Y. 
Koons, W. U., Danville, Il. 





Meyer Furnace Co., Peoria, Ill. 


Freeport, Ill. 


Monroe Fdy. & Furn. Co., 
Monroe Mich. 
Robinson Furnace Co., Chicag, Ill. 
Scheible, Moncrief Heater (, 
Cleveland, 9, 
Schwab, R. J., & Son Co., 
Milwaukee, Wis 


Smith, Chas., Chicago, 1 
Smith Co., Chas., Chicago, 1), 
XXth Century Heating & Veni. ~ 

Akron, 0 
Wise Furnace Co., Akron. 0 


Wrought Iron Range Co., 
St. Louis, Mo. 


Furnace Bonnets, 


Steele Co., Wilbur §&., 
Hartford Conn 


Furnace Pipe and Fittings 
Meyer & Bro. Co., F., Peor Ul 
Michigan Safety Furnace Pipe (, 

Detroit, Mict 


Furnace Rings. 


Walworth Run Foundry Co., 
Cleveland, 0 


Furnace Supplies. 


Stover Mfg. Co., Freeport, [1] 
Furnaces—Soldering. 
Bernz, Otto, Newark, N. J 


Clayton & Lambert Mfg. Co., 
Detroit, Mict 


Diener Mfg. Co., Geo. W., 
Chicago, I! 
Double Blast Mfg. Co., 

North Chicago, I 
Lyon, Conklin & Co., Baltimore, Mi 
Ringen Stove Co., St. Louis, Mo 


Sentinel Automatic Gas Appliance ( 
New Haven, Conn 


Furnace Repairs. 


Brauer Supply Co., A. G., 
St. Louis, M 


Griddles. 
Avery Stamping Co., Cleveland, 0 


Hammers. 


Van Doren Mfg. Co., 
Chicago Heights, 11! 


Hardware Jobbers. 
Bullard & Gormley Co., Chicago, Il! 
Clark. Smith Hdw. Co., Peoria, 11! 


Hardware Specialties. 
Avery Stamping Co., Cleveland. 0 
Clipper Lawn Mower Co., Dixon, II! 


Diener Mfg. Co., Geo. W,, : 
Chicago, Ill 


Eagle Claw Wrench Co., Chicago, III. 
Chicago, Ill. 


G. H. A. Mfg. Co., 


Ideal Sad Iron Mfg. Co., 
Cleveland, 0 


Newark, N. J 
Saginaw, Mich 


Johnson, William, 
Lufkin Rule Co., 
North Bros. Mfg. Co., 
Philadelphia, Pa 
Smith & Hemenway Co., 

New York, N. Y 
Stover Mfg. Co., Freeport, 11! 
Stuber & Kuck, Peoria, | 


Taylor & Boggis Fdy. Co., 
Cleveland, 0 


Hollow Ware. 
Avery Stamping Co., Cleveland. 0 


Household Utensils. 
Stuber & Kuck, Peoria, I! 


Ice Cream Freezers. 
North Bros. Mfg. Co., 


Philadelphia, Pa 


Iron Enamel. 
Black Silk Stove Polish Works, 
Sterling, I) 


Nickel Plate Stove Polish Co., 
Chicago, 11) 


Kettles. 
Avery Stamping Co., Cleveland, 0 


Kitchen Utensils. 


Meyers, Fred J., Mfg. Co., 
Hamilton, 0 





Stuber & Kuck, Peoria, Il) 
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Lawn Mowers, 


Clipper Lawn Mower Co., Dixon, Il. 


Leather Goods. 


Leather Lace Co., Inc., 
Buffalo, N. Y. 


Linemen’s Tools. 


Sn & Hemenway Co., 
New York, N. Y. 


Lubricants—Graphite. 


Joseph Dixon Crucible Co., 
: Jersey City, N. J. 


Metal—Perforated. 
Harrington & King Perforating Co., 
Chicago, Ill. 


Metal Polish, 
Black Silk Stove Polish Works, 
Sterling, Ill. 
Nickel Plate Stove Polish Co., 
Chieago, Ill. 


Metal Shingles. 
Canton Art Metal Co., Canton, O. 


Cortright Metal Roofing Co., 
Philadelphia Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


National Sheet Metal Roofing Co., 
Jersey City, N. J. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Mica, 
Brauer Supply Co., A. G., 
St. Louis, Mo. 


Munsell Co., Eugene, 
New York and Chicago. 


7 


Miters. 
Friedley-Voshardt Co., Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Nails—Roofing. 
Filshie, Alexander, Chicago, Il. 


Ornaments—Sheet Metal. 
Canton Art Metal Co,, Canton, O. 
Friedley-Voshardt Co., Chicago, Ill. 


Gerock’ Bros. Mfg. Co., 
St. Louis, Mo. 


Paint—Silica—Graphite. 
Dixon Crueible Co., Jos. 
Jersey 


‘City, N. J. 


Pliers. 
Eagle Claw Wrench Co., 
Chicago, Ill. 


Polish, 
Black Silk Stove Polish Wks., 
Sterling, Ill. 


Punches, 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Ranges—Gas. 
hampion Stove Co., Cleveland, O. 


Rasps, 
Delta File Works, Philadelphia, Pa. 


Smith & Hemenway Co., 
New York, N. Y. 





Registers. 


Symonds Register Co., 
St. Louis, Mo. 


Wooden Ventilator Co., 
East Palestine, Ohio. 


Roasters. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rolls—Forming. 
Bertsch & Co., Cambridge City, Ind. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Roofers’ Supplies. 
Auld & Conger Co., Cleveland, 0. 
Filshie, Alexander, Chicago, Il. 


Roofing—lIron and Steel. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Berger Mfg. Co., Canton, O. 
Canton Art Metal Co., Canton, O. 


Cortright Metal Roofing Co.. 
Philadelphia, Pa. 


Friedley-Voshardt Co., Chicago, Ili. 
Inland Steel Co., Chicago, Il. 
La Belle Iron Works, Steubenville, 0. 


Milwaukee Corrugating Co.. 
Milwaukee, Wis. 


Stark Rolling Mill Co., Canton, O. 
Sykes Company, The, Chicago, Ill. 


Sykes Metal Lath & Roofing Co., 
Niles, 0. 


Wheeling Corrugating Co., 
Wheeling. W. Va. 


Rope—Wire. 


American Steel & Wire Co., 
Chicago, Il. 


Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Saw Sets and Saws. 


Smith & Hemenway Co., 
New York, N. Y. 


ii Metal Pattern 


rafting. 
National School of Sheet Metal Pat- 
tern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating Co., 
Chieago, Il. 


Screws. 
Parker Supply Co., New York, N. Y. 


Screw Drivers. 


North Bros, Mfg. Co., 
Philadelphia, Pa. 


Self Heating Sad Irons, 


Ideal Sad Iron Mfg. Co., 
Cleveland, O. 


Sheet Metal Tools. 
Bertsch & Co., Cambridge City. Ind. 
Fuller, Otis L., Goshen, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss, H., & Co., New York, N. Y. 


Sheets—Black and Galvanized. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 

Canton, 0. 

Chicago, Ill. 


Berger Mfg. Co., 
Inland Steel Co., 


La Belle Iron Works, 
Steubenville, O. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Stark Rolling Mill Co., Canton, O. 
Svkes Company, The, Chicago, Il. 


Sykes Metal Lath & Roofing Co., 
Niles, O 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Sheets—Ingot Ircn, 


American Rolling Mill Co., 
Middletown, O. 


Sheets—Planished. 
Sykes Company, The, Chicago, Ill. 


Sheets—Toncan Metal. 
Stark Rolling Mill Co., Canton, O. 


Sheets—Vismera. 
Inland Steel Co., 


Sifters—Ash. 
Diener Mfg. Co., Geo. W.. 


Chicago, Ill. 


Sifters—Flour, 
Meyer Mfg. Co., Fred J., 


Hamilton, Ohie. 


Skylights. 
Canton Art Metal Co., 


Skylight Gearing. 


Weiss & Co., H., New York, N. Y. 


Slate Roofing. 
Auld & Conger Co., 


Slating Nails, 
Hussey & Co., C. G 


Soldering Iron Heaters. 
Sentinel Automatic Gas_ Appliance 


Co., New Haven, Conn. 


Soldering Irons—Self Heating. 


Lyon, Conklin & Co., Baltimore, Md. 


Spiders, 
Avery Stamping Co., 


Spout Guards. 
Rock, D. B., 


Squares—Steel. 
G. H. A. Mfg. Co., 


Statuary. 
Friedley-Voshardt Co., 
Gerock Bros. Mfg. Co., St. Louis, Mo 


Stoves and Ranges. 
Champion Stove Co., 
Danville Stove & Mfg. Co., 


Danville, Pa. 


New Process Stove Co., 


Cleveland, O. 


Quality Stove & Range Co 


Belleville, 1. 
Ringen Stove Co., St. Louis, Mo. 
Jobn, Cincinnati, 0. 


Van Range Co 
Wrought Iron Range Co., 


St. Louis, Mo. 


Stove Bolts. 


Kirk-Latty, Cleveland, O 


Stove Patterns. 


Cleveland Castings Pattern Co., 
Cleveland, O 


Cope Patterns Works, Geo. W., 


Detroit, Mich. 
Quincy Pattern Works, Quincy, III. 
Troy, N. Y. 
Quincy, Ill. 


Vedder Pattern Works, 
Weller Pattern €o., 


Stove Pipe and Fittings. 
Hemp & Co., St. Louis, Mo 


Stove Polish. 
Black Silk -Stove Polish Works, 
Sterling, Ill. 
Brauer Supply Co., A. G., 
St. Louis, Mo. 
Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 





Chicago, Ill. 


Canton, O. 


Cleveland, O. 


‘Pittsburgh, Pa. 


Cleveland, O. 


Fairfield, Pa. 


Chieago, Ill. 


Chicago, Tl. 


Cleveland, O. 





Stove Repairs. 


Brauer Supply Co., A. G.. 
St. Louis, Mo. 


Stove Rivets. 


Kirk-Latty, Cleveland, O. 


Stove Reds. 


Kirk-Latty, Cleveland, O. 


Tapes, 


Lufkin Rule Co., Mich. 


Saginaw, 


Lechnologist. 
3s 


Hooper, C. Dubuque, la. 


Thermometers—Oven. 


Cooper Oven Thermometer Co., 
Pequabuck, Conn, 
Tin—Perforated. 


Harrington & King Perforating Co., 
Chicago, Ill. 


Tinsmith's Tools. 
Auld & Conger Co Cleveland, O. 
Bertsch & Co., Cambridge City, Ind. 
Fuller, Otis L., 
Lufkin Rule Co., 
Lyon, Conklin Co., jaltimore, Md. 
Machine & Tool Works, 
Buffalo, N. Y. 
Van Doren Mfg. Co., 
Chicago Heights, Ill. 
Weiss & Co., H., New York, N. Y. 


Goshen, Ind. 
Saginaw, Mich. 


Niagara 


Tinplate. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
3gerger Mfg. Co., Canton, O. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Tinware, 


Stuber & Kuck, Peoria, Il. 


Tools—Garden. 
Clipper Lawn Mower Co., Dixon, Ill. 


Johnson, William, Newark, N. J. 


Torches. 
sernz, Otto, Newark, N. J. 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. €o., Geo. W., 
Chicago, Ill. 
Blast Mfg. Co., 
North Chicago, 11. 
Lyon, Conklin & Co., Baltimore, Md. 


Double 


Trowels. 
Avery Stamping Co., Clevelamd, 0. 


Ventilators. 
Berger Bros. Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, O. 
Friedley-Voshardt Co., Chicago, Ill. 
Globe Ventilator Co., Troy, N. Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Ventilator Co., 
Lewisburg, Pa. 


Standard 


Vises—Hand. 


Eagle Claw Wrench Co., Chicago, Il. 


Wire. 
Wire Co 


American Steel & ne 
Chicago, Ill. 


Wrenches—Nut and Pipe. 


Eagle Claw Wrench Co., Chicago, Il. 


Wringers. 
Wringer Co., q 
New York, N. Y. 
Erie, Pa. 


American 


Lovell Mfg. Co., 
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Wants and Sales 


BUSINESS CHANCES. 


SITUATIONS WANTE). 














For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of six 
lines WITHOUT CHARGE. For em- 
ployers wishing to secure employes, 
parties desiring to purchase business, 
business for sale, partner wanted, to 
exchange, etc., not exceeding fifty 
words the price to non-subscribers is 
one dollar per insertion, payable in 
advance. To clerks and tinsmiths 
looking for situations, the price to 
non-subscribers is fifty cents per in- 
sertion. Those who respond to these 
announcements please mention that 
they “READ THE ADVERTISEMENT 
IN AMERICAN ARTISAN AND 
HARDWARE RECORD.” 


U. S. and Foreign Patents 
PATENT secured. Trade Marks Reg- 
istered. Patent Validity and 








Infringement Opinions. 
Consulting Expert HERBERT E. PECK Patent Attorney 
Established 1895 WASHINGTON, D. C. Barrister Bldg. 








BUSINESS CHANCES. 








For Sale—One good 20th Century cash 
register, one cutlery showcase with plush 
trays, also one showcase, 16 foot straight 
front oak frame, sliding doors, which I 
will sell cheap. Address A. S. Rice, Ge- 
noa Junction, Wisconsin. 8-3t 


For Sale—A well established sheet met- 
al business with a complete asortment of 
tools. Location southern Wisconsin. Ad- 
dress A-57, care of AMERICAN ARTI- 
SAN, 910 South Michigan Boulevard, Chi- 
cago, Illinois. 8-1t 


For Sale—A good established tin and 
sheet metal business in good factory town 
and rich surrounding farming country; no 
overflow; only shop in town, with very 
little competition and good to run plumb- 
ing shop with. Population, 2,500. Did 
$4,000 to $5,000 business in last year. A 
good place for a starter with a little cap- 
ital. Reason for selling, other business 
requires all my attention. Address A-56, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 











For Sale—A nice, small hardware, 
plumbing and tinning business, with 
uilding. A good, rich farming country 
around and plenty. of work. This will bear 
investigation. od reasons for selling. 
Address A-51, care of AMERICAN ARTI- 
SAN, 910 South Michigan Boulevard, Chi- 
cago, Illinois. 8-3-T 





For Sale—Up-to-date, clean stock of 
hardware, stoves, tinware, paints and oils, 
with tinshop, in a live town; good loca- 
tion. Address A. O. Giese, 103 West First 
Street, Duluth, Minnesota. 8-ufn 


For Sale—An interest in a wholesale 
hardware; a good paying proposition; a 
job for the right party. This prop- 
osition will bear investigation. Address 
A-6, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, Illi- 
nois. 22-ufn 


For Sale—Good clear stock of hardware 
and tin shop in a good location in the 
county seat of one of the best counties in 
Central Nebraska. Good reason for sell- 
ing. Stock and fixtures about $5,500. Ad- 
dress A-55, care of AMERICAN ARTI- 
SAN, 910 South Michigan a 








cago, Illinois. 





For Sale—A first-class sheet metal 
shop, doing a good business in a five 
town of 25,000 and well established; a 

, first-class private trade. Owner 
wishes to retire. For particulars, write 
N. Hirr, 2731 8% Avenue, Rock Island, 
Mlinois. 7-3-T 


Wanted—To buy a tin shop in Wiscon- 
sin, or would buy a working interest in a 
shop in connection with a hardware store. 
Would consider a good position as tinner. 
Can give good references and do the work. 
State particulars in first letter. Address 
A-48, care of AMERICAN ARTISAN, 910 
a Michigan Boulevard, asta a 
nois. -3- 








For Sale—Cheap, tinshop in Iowa town 
of 5,000 people; good reasons for selling. 
Address 310 West Briggs, Fairfield, lows. 


For Sale—A first-class stock of hard- 
ware in good town of 2,600. Only one other 
hardware in town. Invoice, $8,500. Ad- 
dress Box 134, Arcola, Illinois. 8-3-T 


For Sale—Tinshop in town of 1,700; 
good farm community, all two men can 
do; cheap if sold soon; reason for selling, 
ill health. Address S. C. Payton, Green- 
town, Indiana. 8-3-T 














HELP WANTED. 


For Sale—One set tinner’s tools. List 
thet discount 50 and 20 per cent, net 
150.00. List furnished on application. 
Address E. W. Lowell, 109 West Milwau- 
kee St., Janesville, Wisconsin. 6-3t 


For Sale—Good clean stock hardware, 
pases. oils, harness and leading lines of 
mplements, located in a good South Da- 
kota town; good reasons for selling. Ad- 
dress A-41, care of AMERICAN ARTI- 














SAN, 910 South Michigan Boulevard, 
Chicago, Illinois. §-ufn. 
Wanted — Salesman calling upon the 


hardware and furnace trade to sell fur- 
nace pipe and fittings on commission. Ad- 
dress A-59, care of AMERICAN ARTI- 
SAN, 910 South Michigan Boulevard, Chi- 
cago, Illinois. 8-it 


Wanted—aA first-class tinner and fur- 
nace man, no boozer, and must have good 
references, and ready to go to work on or 
before March ist. Address A-54, care of 
AMERICAN ARTISAN, $10 South Michi- 
gan Boulevard, Chicago, Illinois. 8-1-T 


Wanted—Al1 good ali around tinner and 
sheet iron worker; must be sober and in- 
dustrious. Steady job all year around at 
good wages. When answerin, please 
state wages and experience. Address P. 
O. Box 185, Anna, Illinois. 7-3t 


Wanted—Experienced clerk—must be a 
hustler and able to keep up stock and 
trim windows. Address ew London 
Hardware Company, New London, Wis- 
consin. 7-3-T 














Tinner Wanted—Prefer a married man, 
not over forty years of age—one used to 
country work who can do anything that 
comes in a town of 5,000 inhabitants. No 
boozer, and only a man who wants a good, 
steady job year around. Address A-50, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, —— 





Hat Wanted—Man who has had some 
experience in tinning, blacking stoves, 
and general work in hardware store. Must 
take care of horse and deliver goods. 

ht man. Address E. 
W. Lowell, 109 est Milwaukee St., 
Janesville, Wisconsin. 6-3t 


Wanted—aA first-class plumber, — fitter 
and tinner. Must be a sober man and 
married. This kind of a man we will 
give steady employment. Like to hear 
from some one who is looking for a good 
lace to work. State wages. Address 

alker & Company, Carrington, South 
Dakota. 6-3t 


Wanted—A tinner to do general shop 
work, have some experience in furnace 
and plumbing work. Steady job; married 
man preferred, and strictly sober. Ad- 
dress J. N. Feyder, Osceola, Wisconsin. 











Wanted—A good all around plumber, 
steam and hot water fitter. an who 
has some knowl e of sheet metal work 
preferred. Man who is a pusher and can 
handle men and shop, but no booze fighter 
wanted. Address W. B. Hayden & Sons 
Company, Cassopolis, Michigan. 6-3-T 


Wanted—A stock of hardware, with or 
without tinshop, in northern Iowa or 
Southern Missouri. From $3,000 to $4,000. 
Give full particulars in first letter and 
rice. Address P. O. Box 277, Alton 
owa. 5-4-T 





Wanted—Young man wants positi: ' 
March 15th. Have seven years’ ex. 
perience in the tinning and furnace | .. 
ness. No blue print man; only s ly 
employment considered. Country Wa 
preferred. No boozer, and can give ;.... 
ences if required. Address J. Albert \) up. 
phy, Poynor, Missouri, 8-3-7 

Situation Wanted—A man of 35 yours 
married, strictly sober, and competeé, : 
shop management and estimate. Now 
ployed in shop using ten to twenty ine 
as manager; is shortly going to mak. 
change. If your buiness is in need 
man of this calibre, I would be gla 
hear from you. Address A-52, car. 
AMERICAN ARTISAN, 910 South M 
gan Boulevard, Chicago, Illinois. 8-3-T 

Situation wanted by a first-class tinna 
and furnace man in small town in lowa 
or Nebraska. Address Dan Johnso: 
Maryville, Tennessee. 8-24 

Situation wanted as superintenden: or; 
manager. Am married, strictly temper- 
ate. Have had twenty years’ hardware. 
and sheet metal experience. Can esti- 
mate from blue prints or superintend ():. 
construction of sheet metal work. Wide 
experience in heating and _ ventilating. 
Good executive ability. Address A-js. 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 


S-3l 


at 


Vv 











Young married man, sober and reliable, 
with eight years’ experience at inside ani 
outside sheet metal work, furnace work, 
some experience ‘at plumbing and good 
pattern drafter, wishes steady position 
with reliable firm. State salary in first 
letter. Address A-53, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 8-3-T 

Situation Wanted—By a sheet metal 
worker of twenty © ge experience. Am 
A-1 man, married, sober and reliable: 
wish to go back North to stay. Speak 
German. Expert on hot air heating. 
Good pattern drafter; can work from 
plans and lay out work and handle any- 
thing in the sheet metal line. References 
furnished. Address Wm. F. Lauden- 
schlager, 2807 Morgan Street, Tampa, 
Florida. 7-3-T 


_ A first-class plumber and tinner, expert 
in heating, ventilating and all lines of 
sheet metai work, wishes position. None 
but best wages considered. Address A-38, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 


+ 
fmol 


Situation Wanted—By a practical up- 
to-date tinner and warm air furnace man 
Capable of taking charge of shop; eigh- 
teen years’ experience. Address inner, 
42 Walnut Street, Dubuque, Iowa. 8-3-T 


Situation Wanted—By a first-class tin- 
ner, plumber and steam and hot water 
fitter; fifteen years’ experience in the 
above lines; also do furnace work. Am 
looking for a se where there is plenty 
of work, and do not booze. Address 
Plumber, L. B. 634, Hartford, Wisconsin. 


7-2-7 


Wanted—Position as tinner, by a first- 
class workman of thirty years of age: 
sixteen years in the tin business. Can 
also do ordinary plumbing, any kind of 
tin work and wait on hardware trade, and 
also make up neat tinware. Most 
any state considered, or Iowa preferred 
Expert on hot air furnace work. Wages 
not less than $18 per week year round 
Only stead a considered. Address A-49, 
care of AM RICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, illinois. : 

“ulin 


Situation Wanted—I desire a permanent 
position in a hardware store that needs 
the services of a first-class tinner, plumb- 
er, furnace workman and hardware sales- 
man. Address Henry J. Esser, care H. 
Patke, Washington, Missouri. 6-3-T 


Position—By young married man, twen- 
ty-eight years old; has fourteen years 
experience in retail hardware; desires 4 
position with an up-to-date live hardware 
store as clerk; excellent window trimmer 
can do buying, keep a complete set of 
books. Open for position about the first 
of March. Can give the best of references. 
Address A-45, care of AMERICAN ARTI- 
SAN, 910 South Michigan Boulevard, Chi- 
cago, Illinois. 6-3-T 





























TINNER’S TOOLS. 


Wanted—One eight-foot cornice brake 
and one eight-foot beader. Must be in 
first-class shape and cheap for cash, or 
what have — Address P. O. Box 57. 
Linden, Michigan. 7-3-T 


Wanted—Second-hand squaring shears, 
36-in., which will cut No. 16 iron. Will 
pay cash. Address 1245 Fourth St., San 

iego, California. 8-3t 











A practical stove and furnace salesman 
with several years’ road experience is de- 
sirous of representing a concern making 
a line of stoves and furnaces, or either 
a line of ‘stoves or furnaces; will furnish 
good references. Address A-47, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 6-3-T 


Situation Wanted — By sheet metal 
worker, furnace and hardware man, with 
eighteen years’ erience; prefer position 
in North Dakota. State salary d in first 
letter. No boozer. Address H. L. Fran- 
eisco, Glen Ullin, North Dakota. 7-3-T 
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SPECIAL NOTICES. 


SPECIAL NOTICES. 











“FR SALE OR EXCHANGE 


sE\D. FOUR CENTS FOR BULLE- 
T|\ OF HARDWARE STOCK, for sale 

; exchange, giving owner’s name and ad- 
dre-s, amount of stock, business, fixtures 
ani terms. Advise choice of state. V. D. 
A\ugsburger Co., Kenton, Ohio. 


8-ufn, 


WANTED | 


A good hardware stand where the owner desires 
to retire on account of age or health. Stock must 
be in good shape, from $5,000 to $8,000 small 
northern town, where a farm of 160 acres all clear 
will be taken in consideration and some cash. 
Address A. V. Butter, 666 Forest Home Avenue, 
Milwaukee, Wisconsin. 7-3t 





WANTED 


First-class Metal Pattern Fitter with 
thorough experience on match plates. 
Steady job. State experience and wages 
ind give reference. Address B83, care of 
AMERICAN ARTISAN, 910 South 
\lichigan Blvd., Chicago, Illinois. 8-It. 


SIGN CARDS 


fhe kind used by successful merchants in Phila- 
ielphia and New York, hand lettered, beautifully 
.ir-brushed any color or wording you desire, sizes 
11x14 10c each, $1.10 per dozen. Sent Parcel 
Post C.O. D. Price Tickets, Paper Streamers, 
ind Signs of every description at less than half 

unow pay. (Samples free). Address Interna- 
tional Art & Sign Company, Germantown, — 

lvania. -3t. 





SUPERINTENDENT 


High-class, for sheet metal 


window, door and cornice 


factory; also solicitor and 
estimator for same class of 
work. Address Winnipeg 


Ceiling & Roofing Company, 
Winnipeg, Canada. 


8-It. 





FOR SALE 


Stock of Hardware and Stoves. 
Established twenty-five years. Ad- 
dress J. L. Smith, 2511 North Ave- 
nue, Chicago, Illinois. 


FOR SALE 


Immediately—business of Sioux City Cornice 
Works, plumbing, heating, sheet metal work. Best 
equipped shop in city of sixty thousand, orily one 
competitor. Unequalled opportunity for setting 
up in business at low cost. Inventory of equip- 
ment upon application. Write Peter Balkema, 
Trustee, Sioux City, Iowa. 8-4t 


WANTED 


immediately, an experienced, high-grade man, to 
sell full Jine of high-grade stoves in Northern 
Illinois. State full particulars as to salary and ex- 
perience in first letter. Address B-82, care of 
AMERICAN ARTISAN, 910 South Michigan 
Boulevard, Chicago, Illinois. 6-3t 


WANT TO EXCHANGE 


640 acres excellent land, Southern Sas- 
katchewan, Canada, for hardware or 
lumber stock; $7,000 in Iowa or South- 
ern Minnesota. Address B-81, care of 
AMERICAN ARTISAN, 910 South 
Michigan Blvd., Chicago, Illinois. —_5-4¢. 


FOR SALE 


10’ Universal Conductor pipe corruga machine, 
10’ Edger, 10’ Former, 8’ ieee Conn 30” 
power painting machine for roofing and siding, 5 
H.P.—A, C. motor. Power brick bond or wall tie 
machine, capacity 6000 per hour. Other sheet 
metal machinery and tools. Address H. S 
Burroughs, 429 Main Street, La Crosse, Wisconsin. 


WANTED 


Do you want to sell your business for 
ash? Send us a brief description and 
ve will advise you if we can handle it. 
Jur charges are less than 1%. Our sys- 
vem of service means quick results. Ad- 
iress System Service Company, Kenton, 
Ohio.  8-ufn, 


8-2t 

















FURNACE SALESMAN WANTED 
To sell an old established 
warm air furnace to 
dealers. State experi- 
ence and salary ex- 
pected. Address Service, 
care of AMERICAN 
ARTISAN, 910 South 
Michigan Boulevard, 
Chicago, Illinois. 


22 u.f.n. 





SALESMEN WANTED 
To sell an old established 


furnace to dealers on 
commission, either ex- 
clusively or as_ side 
line. Address Aa-l 
care of AMERICAN 
ARTISAN, 910 South 
Michigan Boulevard, 
Chicago, Illinois. 


22 u.f.n. 





SPECIAL NOTICES. 


a Wanted 


A real warm air furnace salesman 
who wants to build a business for 
himself. We have a splendid prop- 
osition for the right man, salary 
and commission to start with. Must 
be a thorough heating man. Send 
references and state experience. 
Address B-65, care of AMERICAN 
ARTISAN, 910 South Michigan 
Boulevard, Chicago. Illinois. 23-uta 


WANTED 


General lines on com- 
mission basis selling to 
retail hardware dealers, 
tinners and cornice mak- 
ers. Address B-78, care 
of AMERICAN 
ARTISAN, 910 South 
Michigan Boulevard, Chi- 
cago, Illinois. 








4-ufn 


MANUFACTURERS WRITE 


J. Taylor Webb, 570 Stradbrooke Place, 
Winnipeg, if desiring representation in 
Manitoba, Saskatchewan, Alberta and 
British Columbia, Canada. Fifteen years 
close connection with both wholesale and 
retail hardware trade throughout this 
territory. Salesmanship reference—any 
jobber in Western Canada. Financial re- 
ference—Canadian Credit Men’s Associa- 
tion, Winnipeg. Cleveland reference— 
New Process Stove Co., Div. of American 
Stove Company. Am prepared to offer 
manufacturers exceptional service at 
minimum cost. 6-3t 


DIXON’S 


GRAPHITE PIPE JOINT 


COMPOUND 


A mixture which never hardens or setse 
prevents corrosion and rust joints, 
lubricates the threads and makes 
joints easily opened at any time. 
Send For Booklet 18 
Made in JERSEY CITY, N. J., by the 


Joseph Dixon Crucible Co. 


Established 1827 


























NOW. 








WAGES RAISE 
EASIER HOUR 


This Fall is your Golden Opportunity to learn Prac- 
tical Shop Methods in Pattern Drafting. There’s a long 
winter ahead.. Why not get full particulars of our HOME 
STUDY COURSES in Pattern Drafting NOW ? 


Come, write for your free Catalogue and Blue Prints 


The National School, 3553 Olive St, St. Louis, U.S. A. 


POSITIONS BETTERED 
BETTER CLASS OF WORK 


For YOU to Think 
and Work For 
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galvanized sheets 
are softer than others 
because they are purer 
Sm Buy them by name. 
sm, Send for our free 








Galvanized Ware 


THE REPEAT-ORDER KIND 


Tubs, Water Pails, Sap Pails, 
Fire Pails, Shipping Pails, Stock Pails, 
Well Buckets, Refrigerator Pans, Garbage Cans, 
Ash Cans, Engineers’ Cans, Baskets, 
Measures, Coal Hods, Oil Cans. 


Ask nearest office for Catalog ‘““G. W.’’ and Quotations. 


Large Stocks at All Warehouses. 


WHEELING CORRUGATING COMPANY. Waren WNA 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 
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LA BELLE 











PERFORATED METALS 
OF EVERY DESCRIPTION 


MANUFACTURERS OF 
Perforated Steel Plates and Sheets (Black and Galvanized) 
Perforated Sheet Copper, Brass, Bronze, Aluminum, 
Lead, Zinc, Monel Metal and Other Alloys. 
Screen Plates and Sheets for Ores, Coal, Stone, Cement, 
and all kinds of 
Grain Cleaning and Sorting Apparatus 
For Centrifugal Linings, Filter Press Plates, Drying Floors, 
False Bottom Strainers, Extractor Baskets, Revolving 
Screens, Shaking Screens, Chute Screens. 
Grilles and Ornamental Screens for Radiators, Ventilators, 
Air Vents, Heat Vents, in Private and 
Public Buildings, made to suit local requirements. 


Perforated Tin and Brass of Standard Sizes carried in stock. 
Anything in Perforated Metal. 


THE HARRINGTON & KING PERFORATING (0 


45*610 NORTH UNION ST.—CHICAG®O, ILL..U. S. A* gf 
4445-1, OFFICE, 114 BERTY ST. - nooo 


“NEW YORK ak coon 





Accuracy of thread- 
ing 1s a characteris- 
tic of La Belle Pipe. 


So much so that the slo- 
gan that “La Belle threads 
are perfect” comes very 
near to being a correct 
statement. 





























It certainly does state correct- 
ly the ideal toward which we are 
ever working with all La Belle 








pro ducts. Tin Plate Charcoal Iron Ternes 

La Belle pipe has behind it 8 «( ANTON” : 
the most modern equipment g C 
available, , say ae of the ® Improved Steel Ceilings, 5 
igs of over a ha rooms E Skylights, > 
) — manufacturing $ Special Sheet Metal Work 
methods. of all kinds 


PP PPP PBB atte te tee 
PPP PDPI DA ee sae a PAPA LPPLLPLS A 
Pr a PBPBPLALLPL LS PPPPPPP PPP APPA Redd ddd ddd dt dt te a st in 
PPP POP PPP PBB PPB PPP PLA _woweeerereweeweewwewewewetf* 
PPP PPP PP BPP PP BBA PPD De 








| 
We make Standard Pipe, Line - ; > 
. . . . 3 Large stocks carried at Factory = 
Pipe, Casing, Drive Pipe, etc. oe and our Branch Houses. c 
We make sizes ranging from % 3 | = “a 
inch to 13 inches. ? @ Get Our Prices. Write for 9 
2 S Catalogs x 
¢ = bad 

We also make tank plate, cor- = 

* e fon 

rugated sheets, and other similar s 
oil field goods. ¥ 
° ° i=») al 
We'll deliver when we promise. E -s 
= 6 
oe 
= “‘Bikibiagese ai 5 
La Belle Iron Works -_ The Canton Steel The Canton Steel b 
General Offices: Steubenville, O. g apron rel 200 8. 200 Seraet 8 





Works: Works: 


Wheeling, W. Va. Steubenville, O. Galvanized Sheets Black Sheets 
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| Copper Bearing Sheet and Tin MillProducts | 


manufactured in | 
1911 1913 


: 5,318 Tons 14,975 Tons 
, Gain, 1400 per cent. 


American Sheet aa Tin Plate Company 


| 
| General Offices: Frick Building, Pittsburgh, Pa. | 














DISTRICT SALES OFFICES: } 
Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis H 
Export Representative: Unirep States STEEL Propucts Company, New York City 

Pacific Coast Representatives: Unitep States Steet Propucts Company, San Francisco, Los Angeles; Portland, Seattle 





Chicago 











———————— Hl 












Rain-Water Cut-Off 


The strongest, rost durabje 
and cheapest CUT-OFF 
on the market. 
; The only single Cut-Off 
watt ip made to fit Corrugated 
and plain pipe and 
which can be used 
without extra pipe os 
elbows. 
For sale by all 
leading jobbers. 


Manufactured only 
by 












501-509 Madison Ave., Indianapolis, Ind. 


ROOFING SLATE 


We operate our own quar- 
ries, manufacture and sell 
all grades of Slate, Roofer’s 
Supplies, Tools, Cement, 
Nails, Felt. Write for de=- 
livered price. 


999 PROSPECT AVE,, : Cleveland 


Metal Roofing and Siding. 





w 
N 

i< WwW 
aw 


men 








> It's brimful of helpful ideas on roofing of 
all kinds—wood, tin, tile, slate. 

The 1914 edition of “Concerning that Roof"’ is 
a book that should be in your hands, because it 
gives vital facts about materials—the effect of fire, 
water, the elements, and the flight of time. 


= CORTRIGHT Metal Shingles 
= - area live tinner’s proposition. They enable y u to 
go after the big sloping roof business, without in- 
terfering with your regular work. 

Here’s a proposition that points the way to 
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trignt 
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Skylight Gearing. 


Price list and estimates fur- 
upon request. 


The Sykes Company 
630 West 19th Place 
CHICAGO, ILL. 


additional profits. SW 
Let’s get together for our mutual benefit. < pe. ag painted 
Write now for that free book. \S aeial Window Frames and 
; SS Sash, glazed with wiredglass. 
Metal Roofin¢ Co. Skylights. 
CA 
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<Q. Two Strong Points 
SN  — 


Lead Head Protects Hole in Iron Where 
Nalied. Shapes Itself to the Conformity 
of the Iron, Keeping Out Moisture and 
Preventing Rust. 


LEAD HEADED NAIL 


Designed for Fastening Corrugated Iron 
Roofing or Siding to Wood or Structural 
Work. 


Send for Literature and Samples 


ALEXANDER FILSHIE, Manufacturer 


5606 South State St. Chicago, Ilinois 

















Save 75% of your time and labor by 
using Parker’s Sheet Metal Screw 


Here is a screw specially 
adapted for sheet-metal 


work—a steel screw, tapered 
only at the point, but 
sharply threaded all the 
way up to the head. 

For connecting joints in 
ducts, pipes, etc., there is 
nothing better. T he screw 
cuts its way into the metal 
keenly and quickly — 


: injuring its thread 
(Actual Sizes) process of hardening it after 
manufacture prevents this. 





Parker Supply Co. — Mace ia ginessaitet: 


Manufacturers of Engineers’ and Se About that of or 
Sheet-Metal Workers’ Specialties nary wood screws. 
519 West 45th Street, New York Ask for Samples 











Gerock 
Bros. Mfg. Co. 
Sheet Metal 


Ornaments 
end Statuary 


Detail Work a Specialty—Ask for Catalog 
1227 S. Vanderventer Ave., ST. LOUIS, MO. 


ROLL ROOFING V CRIMP ROOFING 
PRESSED STAMPING SEAM ROOFING 


METAL SHINGLES 





CORRUGATED SHEETS 




















Z— 














The Swanee 





Chieftain and Swanee 


Metal Shingles 


Distinctive in Design 


The Shingle giving a Clay Tile 
Effect 


An excellent, serviceable roof covering for 
residences, bungalows, churches, schools, 
garages and all buildings for which a good, 
durable, ornamental roof is desired. 


Write today for catalog showing construc- 
tion features. 


The Berger Mfg. Co. 


Canton, Ohio 


Chieftain 



























































FRIEDLEY-VOSHARDT CO. 


MANUFACTURERS OF 


Architectural Sheet Metal 
Ornaments, Statuary, etc. 








All Kinds of Stamped and Spun Work 
Art Metal Ceilings and Side Walls 
One Trial Will Convince 


Send for Architectural Sheet Metal Catalog No. 31 


GALVANIZED peel BLACK SHEETS 
Large Stocks—Immediate S WRITE US AT ONCE ‘ 
T ‘TH & ROOFING co NILES, General Offices, 733-737 S. Halsted Street 
pret nner "9 OWNS | Factory, 761-771 Mather Street CHICAGO, ILL. 








SPOUT GUARD 


ROCK’S SPOUT GUARD AND 
STRAINER prevents downspouts from 
clogging without interfering with free dis- 
charge of water. Proof against sparrows. 

Big seller. Packed close. Sold low. 
Send by parcel post. 6 sizes. Send for 
Cicular, >, Senate and Sample. 


Tinners, write today. 


D. B. Rock, Fairfield, Adams Co., Pa. pat. appiiea For 














C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 
MANUFACTURERS 
Sheet Copper, Bottoms, Roll Copper, Tinned and Polished Copper, 
Nails, Spikes, Rivets, Conductor Pipe, Eaves Trough, 
Elbows, Shoes, Mitres, Etc. 


Branch Warehouses in New York, Chicago, St. Louis and San Francisco 
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building. 5 
They are made with either metal hoods or glass tops. 


Write today or our Catalog. 


The Berger Mfg. Co., Canton, Ohio 


New York Boston Philadelphia Minneapolis St. Louis San Francisco 











ROYAL VENTILATORS 


will exhaust more im- 
pure air than any other 
make. 

The Tapered Frus- 
trums and Double 
Cones provide a con- 
stant strong upward 
draft. 

Leak proof, no Down 
Draft, and only the 
best materialand work- 
manship employed. 


Write i iene and 
ataiog. 
ROYAL VENTILATOR COMPANY 


411 Locust St., Philadelphia, Pa. 











The « “G LOBE” Ventilator 


in COPPER, GALVANIZED 
IRON and with Glass Tops 
for Skylight purposes, 


Absolutely Storm Proof 


For Perfectly Ventilating 
Schools, Churches, Halls, 
Mills, Factory and Audi- 
ence Rooms of Every Char- 
acter. 
SMOKY CHIMNEYS 
CURED 


“Globe Ventilated Ridging” 


Patented and Send for Pamphlet 


Trade-Mark 
Reg. U.S. Pat.Off. Manufactured by 


GLOBE VENTILATOR Coq., Troy, N. Y. 

















STANDARD 
CHIMNEY CAPS 


This chimney 
cap, patented by 
us, is constructed 
of cast iron and 
laid in cement. 
Requires no bolts 
—practically in- 
destructible. 










Write us today 
for particulars. = = = = — = 


Se ee ee eee 


STANDARD VENTILATOR CO., Lewisburg, Pa. 














. 
Berger's World | (TOOLS FOR SHEET METALS 
Ventilators iene 
CLUDING 

Constructed on the relia- . 

ble butterfly principle. Tinners’ and Roofers’ 

The ree Pope oe! and Tools, Shears, Punches, 

practical for ventilation. Presses and Dies 

A special adjusting attach- d z ‘es 

ment insures the damper Can-MakingMachinery 

being held rigidly in any Made by 

sition, an revents 

coating of pa by air NIAGARA MACHINE & 

currents. : TOOL WORKS 
The ventilators are made in various sizes for every size SUPERIOR LARGE BURR Buffalo, s 











Skylight Gearing and 
Chain Lifts 


TINSMITHS’ and PLUMBERS’ TOOLS 
CORNICE MAKERS’ TOOLS 
COPPERSMITHS’ TOOLS 
PIPE THREADING MACHINES 








Second Hand Tools Bought, Sold and 
Exchanged 


H. WEISS & CO. 


A Punch, Shear and Bender 20 Cliff Street NEW YORK 
Combined for 4” iron 




















TREADLE SHEAR 


This TREADLE GAP SHEAR is made 
in all standard sizes for No. 14 and lighter 
gauge sheets. With it, sheets can be 
squared, trimmed or slit. 

We make a complete line of shears, 
punches, and bending rolls, all sizes, for 
hand or belt drive. Write for Catalog “F”. 


BERTSCH & COMPANY, Cambridge City, Ind. 











*“*RAPID”’ SLITTING SHEARS 


FOR ALL SHEET METAL WORKERS are now 
made in twelve sizes. 15 to 50 inches in throat, 
also gang shears with any number of cutters. 
Straight cutting, irregular shapes, circles and inte- 
rior circles. Send for prices and printed matter. 


OTIS L. FULLER Dept. A, GOSHEN, IND. 











THE TINNER’S FRIEND 


‘“‘QUICK MEAL’’ Soldering Furnace 


Quick, Powerful and 
Durable 
Heavy Brass Tank 
with Brass Pressure 
Pump. Will Heat any 
size Soldering Iron. 
Suitable for bench or 
outside work. Special 
price made to tinners. 


RINGEN STOVE CO. vantcutrers st: Louis, mo. 
Lundy Double Blast Firepot 


TINNERS’ FAVORITE 


Because it gives good service, long service 
on the minimum of fuel. 


e———=/ Generator made of brass. Cannot clog— 
always a blue flame. Tank 1 gal. 
capacity. Made for hard service. 


Equipped with the famous Double 
S Blast Feature. See illustration. 


“Every User a Satisfied User”’ 
GET OUR CATALOG 
Leading jobbers have our firepots. 


DOUBLE BLAST MFG. CO. 


NORTH CHICAGO, ILL. 
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ening, annealing, pipe bending, etc. 


3... fies 


If your gas company gave you the privilege of a 40% 
discount, wouldn’t you take it? 


ie SENTINEL 


Automatic Gas Soldering Iron Heater 


saves 25% to 60% in gas. The largest 
concerns in the United States have proved 
by actual test that the Sentinel saves 40%. 
What is the difference between economy 
in gas consumption and aspecial discount from 
the gas company? If you would listen to the 
gas company’s 40% discount, why not to ours? 
It’s the same kind of cash money, isn’t it? 


The Sentinel Automatic Gas Appliance Co., New Haven, Conn. 


‘a The Sentinel Automatic Blow Torch Equipment Saves 35% to 60% gas; used for brazing, tempering, soldering, case hard- 
Operates with city, natural or gasoline gas. Pamphlet on request. 

















15 Days’ Free Trial 


Test the Sentinel at ourexpense. Be convinced 
that it does what we say. In addition: It saves 150 
hours yearly of a workman’s time; won’t burn tip of 
copper—heats it uniformly from heel to tip; coppers 
will last longer—expensive re-tinning and re-shaping 
abolished; Less dressing of coppers; will keep cleaner, 
stay hot longer—more work with one heat! It’s all in the 
solid brass automatic ground ball seated valve, which can- 
not betome overheated, cannot expand or contract—cannot 
leak, crack or break. 
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PLECKER’S CORRUGATED EXPANDING CONDUCTORS 


HAVE NO CROSS 

B “gq Se Will not burst 
ADE : 

VANIZED IRON IN when full of ice. 

10 FT. LENGTHS. 


THE CLARK-SMITH HARDWARE CO. - - -« PEORIA, ILLINOIS 











If yourjob- 
ber does /; 
not handle 4.\ 
our goods, 
Write us. 

















“Always Reliable” Fur- 
naces Are the Best 
in the Long Run 


asthey are manufactured from the 
best material obtainable and are 
fully guaranteed. 

Our No. 50 and 60 furnaces are 
fitted with our patented ‘‘NEVER 
LEAK”? pumps as are all of our 
other furnaces and torches. 

These furnaces are also fitted with 
our patented snail burners which 
prevent flame from flashing yellow. 

Reservoirs are made of heavy steel, 
and all joints are autogenously 
welded by the oxy-acetylene proc- 
ess which makes the strongest joint 
that can be made. 


OTTO BERNZ, Newark, N. J. 
eas. Manufacturer of a full line of 

= furnaces, torches, and plumbers’tools 
Our latest catalogue sent on re- 
guest. 











ree 
SS cern Rina ; 
No. 1 Fire Pot 
Price Each, $6.00 Net 





A COLD SNAP 


always brings a lot of ““hurry-up’”’ repair 
work. Don’t let your competitor get 
your share of this profitable business. 
By using “C. & L.”’ tools, it will enable 
you to do your work quicker and bet- 
ter, saving you many dollars. 

“C. & L.” Fire Pots and Torches are 
the best, for they produce more heat, 
with less fuel, than other makes. 

Your nearest jobber will supply at 
factory price, or we will ship direct 
if cash accompanies the order. Send 
for Catalog— it’s free. 


Clayton & Lambert Mfg.Co. 


DETROIT, MICH., U.S.A. 











THE 
NEW MARVEL 


Self-Heating Soldering Iron 


CAN ALSO BE USED 


as a 
BRANDING IRON 
by simply removing the copper point and inserting the 
Brander. Any design Brander will be furnished. 
Only 2c a day for fuel. Weighs only 4} Ibs. 
Send for full particulars. 








yom Gillin Che. 


We also Manufacture 


Conductor Pipe, Eaves Trough, 4 
Stove Pipe, Elbows, etc. Baltimore, Md ° 





Elevators 


Improved, Quick and Easy 
Rising, Steam, Electric and 
Hand Power. 


Send for Circular 
Kimball Bros. Co. 


1031 Ninth Street, Council Bluffs, Iowa 
Kansas City Office: 


























717 Commerce Bidg.. Kansas City, Mo. 
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The Greatest 
Galvanizing Discovery 
of the Age 


HE American Steel & Wire Com- 
pany is the first to develop a PERFECTLY 
GALVANIZED WIRE. It has a thicker coat, 
a quality more refined, and a deeply adhesive contact 
of the zinc and the steel that solidly unites the two 
metals, highly flexible without injury, and having a 


finish and weather resistance unequaled—a thoroughly 


galvanized wire. 
This is put into 





Banner Poultry Fence brings big and 
quick profits to dealers, and great satisfaction to 
customers. 


Banner Poultry Fence is a true woven 
wire fence and not a netting. Larger wires without in- 
creased cost. It is made of 15 and 17 gage wires instead 
of 19 or 20 gage wires as used in old style fabrics, and 
has 22 wires in 4-ft. height, 16 wires in 2-ft. height, 
making a poultry fence of minimum close space and 
immense strength. 


Banner Poultry Fence Wire is hard, 
stiff and springy. It carries a coat of zinc put on by 
the latest method—a discovery, a real improvement 
in galvanizing—a zinc covering more lasting; 7¢ stays on. 


Banner Poultry Fence costs about the 
same as poultry netting in the principal selling sizes, 
despite the use of heavier wires. The close spaced 
wires are at the bottom where needed, with gradually 
increased space at the top where close spacing is not 
necessary. Graduated spacing means a saving which 
is put into larger wires without iucreased cost to dealer 
or consumer. 


Banner Poultry Fence saves in cost 
of erection, because it requires fewer posts, while top 
and bottom rails are not needed to keep the fence in 
shape. 

Banner Fence makes a neat construc- 


tion, and forever does away with the ragged, saggy 
appearance of old style fabrics. 


FRANK BAACKES, Vice Pres. & Gen, Sales Agent 


American Steel & Wire Company 


Chicago, New York, Worcester, Cleveland, Pittsburgh, Denver. 
Export Representative: U S. Steel Products Co., New York. 
Pacific Coast Representative: U. S. Steel Products Co., Sen 
Francisco, Los Angeles, Portland, Seattle. 

















If your customer 
doesn’t like the way 
th TONGUEKs 
sticks out, he can 
loosen one screw 
aN 






(OPEN) 


and the Square 
closes this way 





(CLOSED) 


so it can be carried in its 


Scabbard; or Tool Chest. 


In an instant the 


G-H-A FOLDABLE 
STEEL SQUARE 


can be set at an angle 


of 54°,. 67° or SO 


When the G-H-A SQUARE 
is set it stays ‘‘ PUT.” 


Made at prices to sutt. 


ACCURATE 


| RIGID 
DEPENDABLE 


You know your customers will ap- 
preciate it. We know you will appre- 
ciate what we have to offer. 


C. D. FULLER (Sales Manager) 


G.H. A. Manufacturing Company 
62 E. Lake Street CHICAGO 
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BUILDERS’ 
HARDWARE 


LIGHT GRAY 
IRON CASTINGS 


DAMPERS AND 
DAMPER CLIPS 


OIL AND GAS STOVES 
FURNACE LAMPS 
MOLASSES GATES 
LETTER BOXES 

HARDWARE SPECIALTIES 






WRITE FOR OUR COMPLETE CATALOG 


The Taylor & Bog¢gis 
Foundry Co. 


Chicago Sales Office: 
62 E. LAKE STREET 


(Kyelond 








Good Profit for you Mr. Dealer 
Good Service for your Customer 
Satisfaction for Both 
FRANCO flashlights are standard 


articles of trade. Staple the whole 
year round. 


You can get full information with catalogue 
and price by writing. 


INTERSTATE ELECTRIC NOVELTY Co. 


CHICAGO 
506 S. Fifth Avenue 


NEW YORK SAN FRANCISCO 




















Over 10,000 Flashlights Were Sold 


During last 12 months by a St. Louis Hardware Store 
6 samples of that kind we will send you pre- 
paid to judge for yourself the High Quality 
and Special Low Prices that sold them. 100% 
and more profit in for you. 
Standard “Radium” Batteries guaran- 
teed up to 10 month. 


Automobile Tungsten Lamps from 
$13 per 100 up. 


NICKEL FLASHLIGHT 30ccomplete 


In quantities, sample 50c. 
Distributors Agent Wanted. 


Your letterhead for No. 10 catalog with list of 
35 flashlights. 


STANDARD ELECTRIC NOVELTY CO. 
Largest Western Flashlight Manufacturers 
187 N. Clark St., CHICAGO, ILL. 


2 ie 62% 
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LEATHER GOODS OF EVERY DESCRIPTION 


Among our extensive stock of leather goods can be found a 
lage assortment of WRIST BANDS, SKATE STRAPS, 
AUTO STRAPS, BELT LACING, Book Straps, Shawl 
Straps, Thong Laces, Shoe Laces, Tire Laces, etc. We also 
make special laces, in all lengths, widths and colors. Our price 
list will show you how much you can save. Write forit at once. 


STERLING LEATHER LACE CO., Inc. 
550 and 552 Genessee Street, BUFFALO, N. Y. 








Advertising that costs 
nothing is worth it 








THE HAMMER 
OF QUALITY 





WITH THE 
“STRIKE THAT BITES” 





WRITE US TO-DAY 
FOR FREE CATALOG 


VAN DOREN MANUFACTURING CO. 
CHICAGO HEIGHTS, ILLINOIS 


Distributors : 
E. B. Sutton & Co., 356 Market St., San Francisco, Cal. 
Edw. J. Consoer Co., Des Moines, Iowa. 
Keating Sales Co., St. Louis, Mo. 
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—ESTABLISHED 1830— 


J 0 H N S 0 N aa JUST es LINE 


GARDEN TOOLS YOU TO HANDLE 









TROWELS 
Carried by Jobbers 


DIBBLES 
TRANSPLANTERS 
Manufactured By 








William Johnson 
aaa 





Newark, N. J. 
ANCHOR BRAND Clothes Wringers 
r Will Lead in Sales in 1914 


The Pressure Screws, Clamp Screws and Steel Ball Bearings are 
all Electro Galvanized. This method prevents rusting. 


You have only to show a customer an ANCHOR BRAND 
CLOTHES WRINGER, mention these features, let her see for herself 
how strong it’s made and how easily it works, point to our 5-Year 
Guarantee, name the New Price—and the sale is clinched. 


LOVELL MANUFACTURING CO., ERIE, PA. 

















You Can Take Either 


_GEM or LIGHTNING & 
FREEZER 


-Both bear the proud record of more than a 
quarter century of service which satisfies. 
The kind that helps to create confidence in the 
dealer who hands them out. 


Order now from your jobber for shipment when 
you like. Add the BLIZZARD as a good running 
mate to either style. 


North Bros. Mfg. Co. 


Philadelphia, Pa. 
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“CHALLENGE” aNnD “CHALLENGE JUNIOR” 
“RIVAL” AND “RIVAL JUNIOR” 


Measuring Tapes 


HAVE JUST BEEN MARKEDLY IMPROVED AND YET SELL AT THE OLD PRICE. 


All of these ‘tapes now have a patienaapod push button opener for the winding handle. “CHALLENGE” and ‘“‘*CHALLENGE 
JUNIOR” leather cases are now steel lined throughout. 





Our Tapes have an unequaled reputation for accuracy, oe 
hence more of them are in use than all other makes. 


There Always Will Be More Selling Argument In The Name 


[UFKIN 


Than You Need To Sell [UFKIN Tapes. 


SAGINAW, MICH. 
THE L OFATN Vel LEC a. New York London, Eng. Windsor, Can. 
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Eagle Mop Wringers 


bear the reputation of being 
the BEST, and will under 
al] circumstances give best 
results and absolute pro- 
tection. Not with boasting 
pride, but with a féeling of 
satisfaction, we again point 
to our record—14 years be- 
fore a criticizing public, and 
not a dissatisfied customer. 
It is the privilege of truth 
to make itself known. 


The EAGLE MOP WRINGER is the original 3 roller 
Mop Wringer. Its tested true Merits of Quality brought 
out imitators and infringers. An imitation is never as 
good as the original, therefore be sure it is the EAGLE 
brand you handle. There will be more EAGLE MOP 
WRINGERS sold this year than ever. 


Get your share. 


THE EAGLE WOODENWARE MFG. CO. 


Sole Manufacturers 
Hamilton, Ohio. 





NEW WRINGER 


AT A 


NEW PRICE 


Has reversible water board, which conducts the water 
to either side of the wringer. Clothes may be wrung in 
either direction. Plain Bearings and Steel Ball Bearings. 
Enclosed Cog Wheels. 





Packed 3 and 6 in a case. 


Plain Bearings Steel Ball Bearings Size of Rolls 
No, 340E No. 360E 10x1 Zin. 
No. 341E No. 361E 11x13 in, 


Send for our new price list. 


THE AMERICAN WRINGER CO. 


NEW YORK CITY 























Above is shown one of the many 
difficult grips the Eagle Claw Wrench 


can get. They will hold firmly round, 
square, oblong, hexagon or other shaped objects. 


The PROGRESSIVE DEALER can not be without 
the Eagle Claw Wrench in his stock. SEND TRIAL 
ORDER TO-DAY. It will be given prompt attention. 


EAGLE CLAW WRENCH (CO., Rockford, Ill. 





Genuine 


Hunter’s Sifter 


The Standard for a 
Quarter-Century 





Sectional View 
Showing Construction 


Order from your jobber. 


Combines strength, beauty, usefulness and dura- 
bility. Cleanliness always possible. Made in 
one piece of extra heavy tin plate, nickel trim- 
mings. Handle swedged to body. No soldered 
joints to come loose. Easy to remove all parts 
for cleansing. 


THE FRED J. MEYERS MFG. Co. 
Beckett Street Hamilton, Ohio 

















Advertising 


that costs nothing 





is worth it 


















FOR CONDUCTOR PIPE 
ALL SIZES 


FOR BRICK OR 
woopD 


Made of the best malleable iron 
and first-class in every way. 


Send for catalogue. 


BERGER BROS. €O., store: 237 tron sireot 


Warerooms and Factory: 100-114 Bread St., PHILADELPHIA, PA. 
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DELTA 


THE HIGHEST GRADE FILE MADE 











DELTA FILE WORKS 
ren PA. 


ork Office, 260 West St. 






62 E. Lake St. 






GSN ATIVN.LNAAD THM NOA Ala ora 


























RETAILS 
FOR 10c 


pan it has no equal. 


Write for free sample 
and prices—TODAY 








PATENTED 
Mar. 31,1903 


PERFECTION MIXING SPOON 


Two spoons {n one, doing the work twice as fast as a single spoon. An indispensable kitchen 
utensil. For beating eggs, cream and batters, and for lifting eggs and vegetables from the 


An attractive easel display box for your counter furnished FREE with one dozen spoons. 


STUBER & KUCK *ic™ 


y 























No Tin Handies to come off. 


THE AVERY STAMPING CO., 











“NEVER- BREAK” 


Steel Spiders, Griddles and Kettles 


WILLNOT Scale Off I\ke cheap enamel. 

— NOT Scorch or Burn \ike light fry pans and 
8 

WILL NOT Absorb Grease or Flavors like cast 


fron. 
CATALOG FOR THE ASKING, 


(Kwlond 


Sole Manufacturers 
“NEVER-BREAK”’ 
Geods. 























910 Michigan Boulevard 





BOOKS FOR SALE 


HE Publisher of AMERICAN ARTISAN will take pleasure 
in supplying books of whatever character, at catalogue 
prices, prepaid by express, to any address, on receipt 

of price. The following are lines specially represented: 
Sheet Metal Working. The Foundry. 
The Workshop. Heating and Ventilating. 
Plumbing and Drainage. 
The Store and Office. 


Send for Book Catalog. 


DANIEL STERN, 


PUBLISHER AND BOOKSELLER 








CHICAGO 





















THE = y DEVIL 
MITRE BOX 





Used by wecliaaies 
who want a satis- 
factory miterin 
appliance that is ae 
ways ready for in- 
stant tise. 


A little two-pound all-metal box tha: 
can be used anywhere for any kind of 
mitre and with any kind cf saw. 


. To show it means a sale. 
Over 125,000 sold to date. 


Ask Your Jobber 
or 


SMITH & HEMENWAY CO. 


MANUFACTURERS 
150-152 Chambers St., N. Y. 


(Over 3000 Tools of Various Styles and Sizes 
are made under the Red Devil Trade Mark) 











Geo. W. Diener Mfg. Co. 


400 to 416 Monticello Ave. 


BEST RES = 


are obtained by Mer- 
chants handling 


Peerless Ash Sifters 





We Also 
Manufac- 
ture 


Peerless 
Ash Cans 


Galvan- 
§ 


Write for Catalog NOW! 


CHICAGO 








C.N. HOOPER, "2:2 
vimmgouS | TECHNOLOGIST 


Designs, builds and starts new plants, improves 





Dubuque, 





quality and reduces cost, in those 











ready established 














The: CLIPPER 
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Two New 
Features 













SELF GUIDING NAILING POINT 


The bead is made extra long inshape 
of half an oval, reinforcing the ceiling 
plates at joints, fitting snugly over 
under-lapping bead, making a tight 
and perfect fitting joint. 

The top of Nailing buttonis ccunter- 
sunk, forming a self-centering, self- 
guiding, never-slip nailing point. 
These features permit a considerable 
saving when erecting. 


SELL Cassi < 


and our catalogue will be a big help in securing 
profitable business for you. 

In it is a handsome assortment of “Classik” Steel 
Ceiling designs—an assortment large and varied enough to 
assure your customer finding a ceiling that will please him. 



























Our catalogue is helping dealers all over the country 
land good orders—it will help you. 
Write today to the nearest Berger branch. 


THE BERGER MFG. CO., Canton, Ohio 


New York St. Louis Boston Philadelphia 
Minneapolis San Francisco 

We also manufacture Ferro-Lithic and Multiplex Reinforcing Plates, 

Metal Lath, Roofing, Eaves Trough and Conductor Pipe, and Sheet Metal 

Building Products of all kinds. 

Export Department, 11th Ave. and 22nd St., New York, N. Y. 














The <TQNCAN> System 





Rust-Resisting 


Covers more 
territory than 

the combined 
railroad systems of 
the United States. 


The Stark Rolling Mill Co. 


Canton, Ohio 


Anti-Corrosive 
Toncan Metal 


Sold everywhere. 


General Distributers for the Dominion of Canada. 


THE PEDLAR PEOPLE, Ltd. 


Oshawa Montreal Winnipeg Toronto 

















STEEL TOP 
A combination of strength and efficien- 
cy, a ventilator that eliminates foul air 
and brings new, fresh, invigorating air 
into a building. 


Prestige mmencrection or Quality 
The name of this ventilator 
“ ee 
NOCAB 
is significant, but no more 
so than the results. 


PURE AIR ALL THE TIME 














GLASS TOP 
Quarter inch wired glass used in the con 
struction of the top affording light in addition 
to the other excellent features of this Ventila- 
tor 











CURVED DEFLECTOR 


PATENTED 


The real secret of the phenomenal val- 
ue of the WUEig' asa superior ventilator. 


“OBSERVE THE AIR CURRENTS” 
They rush in from below between the 
weather band and curved deflector and 


force upward and outward the warm, im- 
pure air they meet coming up the air 
shaft. 





LOWER FLANGE 


Assists in forming the air currents and 
partakes of the same great strength used 
throughout the construction of the WV 
Ventilator 


“VENTILATION THE FOUNDATION OF SANITATION” 


Write for Prices 


MILWAUKEE CORRUGATING COMPANY 


BRANCH: 
KANSAS CITY, MO. 


MILWAUKEE, WIS. 
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100% EFFICIENT 





—— 

















as they want it. 


BULLARD & 
GORMLEY 


service checks 
every one of 
these items 
and conse- 
quently the 
claim — 100% 
EFFICIENT 
—is merely a 
statement of 


fact. 
MAKE US 
PROVE IT 











LET US SEND YOU 
SPORTING GOODS and FISHING TACKLE, 


GENERAL and BUILDERS’ HARDWARE, 
or MECHANICS’ TOOLS and CUTLERY 


Mr. Dealer, what does 100% efficient mean to youP 


It means that your customers can find in your store 
whatever they want, whenever they want it, and as soon 


That is an ideal service, and a possible one. 





BULLARD & 


A CATALOG OF 


GORMLEY 


ship your or- 
der the day 
it is received. 
No matter 
how small or 
large it is, it 
will be filled 
and filled 


PROMPTLY 














a 











BULLARD & GORMLEY COMPANY 


WHOLESALE HARDWARE 


173-175 North State Street 


8-10 Couch Place 


CHICAGO, ILLINOIS 


7-9 East Lake Street 
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